












BOOT aa 


RECORDER 


THE GREAT NATIONAL SHOE WEEKLY 


ESTABLISHED APRIL I, 1882 






7 ox = = 
=i AS —ar 7) \ N= 
ERNE 4 


i Sit 
I PSNEZ 





SHOE 




















Volume LX XVIII 


4 





the next few months on whether or no National 

Conventions with huge expositions as an ad- 
junct will continue. There will be critics who will say 
the exposition feature of the convention may over- 
shadow the speechmaking section. There may be 
criticism as to the tremendous expense involved, but 
let’s look at it from this viewpoint: 

There were three small town merchants in the 
“Recorder” booth one morning—one sold $15,000 
worth of shoes a year, another $19,000 and another 
$26,000. This was their first convention. 

One of the men said: “This is the first 
time I have had an opportunity to get away 
from waiting on country customers from 
8 A. M. until 8 P. M. daily.” 

Do you not think that the convention was 
a great event in the rather drab life of this 
merchant in a little one-horse town? To 
him it was a great carnival and a great op- 
portunity. 

Another one of these merchants said with 
some pride, “Do you know that Julius Gold- 
berg and I are in complete accord as to the 
style outlook for the next three months?” 

What a wonderful spirit and what a mar- 
velous indication of the utility of a conven- 
tion as a common leveler of men to the one 
interest—service of the public. 

The other merchant remarked, ‘‘] am sick 
and tired of my old store after seeing the 
model shoe store and I’m going to have one 
likeit if I have to mortgage thefarmtodoit.” 

Just three straws indicating the potential power of. 
the convention and exposition to upbuild the retail 
shoe industry. Why, the whole convention, if it cost 


ik will be a whole lot of conversation in 
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Three Better Merchants in 1921 
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a half million dollars, was worth it if but 500 mer- 
chants received as much as these three did in the 
four days’ sessions. You may talk about expense until 
you are black in the face, but there is more money 
wasted in samples that never turn a sale than the 
entire cost of the Milwaukee show. We noted a 
Western manufacturer who took his entire sales 
staff over to a Newark Shoe Manufacturer for an 
exchange of ideas. The Newark man showed all his 
samples and practically all the tricks in his bag. He 
wasn’t afraid of competition. He welcomed it. Let 
it be known that he obtained by his very frankness 
20 prime boosters for his own line, for comparison 
is the sincerest form of flattery. Who can say that a 
convention is not of more value than what appears 
upon the surface? 

Merchants and manufacturers in all sections of 
the country have had the opportunity to see the finest 
arts of shoemaking under one roof. Not only did they 
make the most of it by ordering direct from the exhib- 
itor, but oftentimes they took a competitive sales- 
man up to a booth to illustrate some one pattern 
they desired. Brooklyn showed her entire bag of tricks 
in show cases and on the runway. Brooklyn benefited 
and many other communities did likewise. 

That is the marvel of the shoe industry of America. 
We heard it in Lyons, France—the utter amazement 
of French merchants and manufacturers that com- 
petitors could show, side by side, under the greatest 
test of comparison and keep their customers. In 
no other country in the world is salesmanship so 


- frank and above board. 


We are beginning to believe that the two weeks in 
this January covering the conventions of the National 
Shoe Merchants, National Shoe Travelers and Na- 


tional Boot and Shoe Manufacturers will stand out 
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as the most conspicuous bit of progress that the in- 
dustry has ever known. With the turning of the 
corner has come a spirit of inter-dependence of one 
branch upon another within the industry as well as 
acknowledgment of relationship to other businesses 
in the United States. There have been many mes- 
sages of optimism in the past six months, but we 
super-impose on top of them all the statement of a 
restaurant ke per, Henrici, in the Chicago news- 
. papers of January 17th. Here it is, in bold face: 

“Optimism as to the business situation is now 
neither a virtue nor a pose—it’s just common sense. 
The ‘public’ has not quit buying—it cannot quit— 
it has only ceased to squander. People are ready to 
exchange, and are exchanging money at right values. 
Every sign on the road is toward normal conditions, 
that business is rapidly approaching, a turn from 
which the desired objective, good old-fashioned pros- 
perity, will be in plain view.” 


The Easter Shoe Shortage 


ROM the amount of buying since the first of the 

year there is every evidence that the statement 
made by H. M. Chisholm that there would be a short- 
age of shoes for Easter will come to pass. Figuring 
actual working days from the time the order is re- 
ceived makes physically impossible the production 
of a volume of footwear for Easter. Factory or- 
ganizations throughout this country have in the past 
six months been reduced to a minimum. It is not 
possible to re-create a huge factory staff in a week. 
Every effort will, no doubt, be made to produce the 
shoes on time. Great difficulties are apparent in the 
obtaining of materials. So many tanneries have 
few skins left of A grade selection. It is to be hoped 
that many merchants have selected types of foot- 
wear having small pattern areas that can be worked 
up in second and third grade leathers. It is only in 
this classification of stock that a real output can be 
achieved. There are fears also that deliveries on time 
will be difficult. 

Quite the surprise of the convention at Milwaukee 
was the number of concerns which had already posted 
signs reading “Sold up until April 15th.” This 
showed conclusively that the merchant who had fol- 
lowed the “‘Recorder’’ was the man who would have 
footwear for Easter sale. It was on November 6th 
that we bulletined the fact, “If you are to buy these 
styles of shoes (meaning brogues and oxfords), it 
was all right for you to hold off buying until January 
15th, but if you were to buy shoes of style the im- 
mediate present is the only time to order.” The 
“‘Recorder’’ considers this suggestion to its subscribers 
as being another one of its probable reasons why 
merchants should be not only subscribers but con- 
stant readers of the great national shoe weekly. 

We hope that many merchants will not receive 
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word in March that their footwear cannot be delivered 
prior to Easter week. We are afraid that any such 
general condition in the trade will mean a feverish 
haste to be covered for June footwear. We would 
like to see the industry utilizing its factory facilities 
on a level path of production without those big peaks 
and big depressions which were prevalent years ago 
It is time for the efficiency of production to be gauged 
on the economic use of a certain number of ma- 
chines 50 weeks in the year, rather than all the ma- 
chines on rush work for three months and then part 
idle for the balance of the year. These are the simple 
rudiments of industrial economy. We are more and 
more of the opinion that constant and frequent order- 
ing up to one’s needs will bring this about. It is 
obvious that the merchant who is cognizant of the 
change of merchandising methods the past six months 
will so regulate his business that when a pair of shoes 
is sold another pair is ordered and turnover thereby 
increased. This indeed is the prime essential in all 
lines of industry to keep people employed, factories 
busy, stores in activity and profits in fair proportion |o 
the spirit of the times and service rendered. 


Profit in Sales Only 


HERE is no profit in anything but a sale. That 
is the keynote for the year. There is a nations] 
appreciation of the fact that the salesman is the 
vital part of a business these days. To stop to con- 
sider it, selling is the greatest business on the face of 
the globe. It is in fact a more noble calling than any 
of the professions. It makes wealth and opportunity 
and livelihood for thousands of people. It can never 
be supplanted. 

Industry at times may go through-a period when 
the salesman seems to be nothing more than an order 
taker, but if in this time of prosperity the salesman 
keeps his balance and also keeps his wits sharpened 
he is in a position to get under way when business is 
hard to get and he invariably gets the orders ahead 
of the other fellow. Selling this year is a little bit dif- 
ferent than what it was in the past five years. The 
salesman who starts out with the feeling, ‘“‘what can I 
do to make this man buy?”’ is licked at the start. 
The only man who wins is the salesman, who goes 
out with the spirit, “what can I do to help this man 
sell his merchandise?’ We think this is the keynote 
of the National Shoe Travelers’ Association in their 
convention this week. Salesmen'are going to do all 
in their power by recommendation. and suggestion to 
make it possible for the merchant to sell his shoes, 
get a profit and re-order again. Buying should 
automatically follow a good sale. It is only by re- 
placement and then sale again that turnover is 
achieved. The salesman must have confidence and 
there must be a reciprocity of it on the part of the 
merchant. 
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The Spirit of the Convention 


Confidence in the Future---Confidence in the Shoe Business 
---And Confidence in Each Other 


tion ever staged was to be couched in one 
word that word would be ‘“‘Confidence.”’ 

The feeling of doubt and fear which permeated 
the minds of many merchants upon their arrival 
in Milwaukee gradually disappeared and was 
supplanted with the firm conviction that the 
country has not gone to pot, neither is there any 
need of fear for the future. 

Merchants who visited the various displays 
and compared prices of one line with another in 
any particular grade of merchandise became 
pretty well convinced that shoe prices are on a 
fairly firm foundation and so far as price is con- 
cerned they could proceed with their buying in 


iz the keynote of the greatest trade conven- 


‘ confidence for at least several months to come. 


The spirit of hostility which has prevailed for 
several months back between manufacturers and 
merchants was to a great extent overcome by the 
commingling of the various interests in the trade. 


Better Trade Understanding 


Manufacturers who visited the convention and 
came in contact, face to face, with the merchants 
obtained a different viewpoint of the merchants’ 
attitude. Merchants, likewise, obtained a differ- 
ent viewpoint of the manufacturers’ attitude, so 
that each division of the industry goes back home 
with a renewed confidence in the other. 

By rubbing elbows with each other, by ex- 
changing confidences, and by talking over their 
problems with each other, merchants became 
convinced that adherence to the principle of ‘‘I 
will’ is the thing that is most necessary to bring 
prosperity to merchants and the various interests 
of the community which they represent. 

By comparing styles in the various booths of 
the exhibitors the merchants gained a pretty 
thorough knowledge of style trend. 


Confidence in Styles Shown 


The report of the styles committee had a ten- 
dency to give the merchants confidence in the 
particular styles that would be strongly featured 
and prove safe buys for the next three or four 


months. 
It wes utterly impossible for any merchant to 


Visit from booth to booth, to attend the business 


_ sessions in the afternoon and listen to the wonder- 


ful talks and discussions and to mingle with each 
other and not obtain a vast store of information 
and knowledge which he could use to great ad- 
vantage upon his return home. 

Each merchant went to the convention with 
some particular dominating question in his mind 
for which he hoped to obtain a solution at the 
convention. Very few went home disappointed. 


What a Few Prominent Merchants 
Learned at the Convention 


J. E. Wilson, Vice-President, N.S. R. A., De- 
troit, Michigan, said: ‘‘I have been attending 
conventions for a number of years. I never did 
attend one but what I went home better pre- 
pared to meet the problems of my business. 
This, however, has been the most educational 
convention I have ever attended. Detroit has 
been hit pretty hard by the suspension of the 
automobile factories but since I have mingled 
with men from all over the country I am con- 
vinced that automobile manufacturing or manu- 
facturing of any other product which the world 
wants cannot long be suspended. I am going 
back to my business with more confidence in the 
future of general business and of the shoe busi- 
ness in particular than I had when I came here. 


Another House Cleaning 


Otto Fischer, Lawrence, Kansas, ex-President 
of the Kansas State Association, said: “I have 
had a good year so far as volume is concerned. 
Like many other merchants I overestimated the 
quantities I should buy a year ago and when the 
slump came in prices it took heroic efforts to get 
out from under. Since coming to the convention 
I have convinced myself that I pursued the right 
policy but have not pursued it far enough. I am 
going back home and give my stock another 
cleaning in order to keep pace with the style trend 
and keep in front rank of the march of shoe 
fashions.” 

Henry Hagemann, of the Hagemann Shoe 

(Continued on page 45) 
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The Attractive Store Front and Windows of the Model Shoe Store 


At the National 1921 Convention, Milwaukee 


In the Model Shoe Store Problems Are Discussed by Proprietor and Clerks 
---An Efficiency Expert Joins in Conference 


NE of the most interesting and instructive sessions of 
O the convention was the meeting of the proprietor and 
heads of departments of the Model Shoe Store. 

This meeting was in the form of a dinner given by the pro- 
prietor to the heads of departments. It was supposed to 
exemplify the proper method of holding such a meeting in 
order to bring out the condition of each department and pro- 
vide a forum for the exchange of ideas between the heads of 
departments for the betterment of the store. 

It was supposed that the model shoe store had not been 
making as much actual profit as the proprietor thought should 
be made and consequently he called in a business efficiency 
man to make a survey of the business. 


The Store Personnel 


The personnel of the supposed store is as follows: Russell 
B. Agnew, assistant manager and buyer of men’s shoes, 
O’Connor & Goldberg, Chicago, proprietor; A. H. Buehler, 
assistant shoe merchandising, Marshall Field & Company, 
manager women’s department; H. A. Meyer, H. A. Meyer 
Shoe Company, Chicago, manager men’s shoe department; 
Howard Engquist, wholesale findings, Chicago, manager 
findings department; J. H. Fitzgibbon, Milwaukee, manager 


hosiery department; E. F. Selby, Wolff Bros., Dallas, Texas, 
supervisor of help and in charge of shoe department; E. H. 
Maggar, publicity manager, Selz, Schwab Company, Chicago, 
efficiency expert; Guy Malloy, Volk Bros., Dallas, Texas, 
window trimmer; D. B. Epstein, head of advertising depart- 
ment, O’Connor & Goldberg, Chicago. 

This event was not on the regular printed program but was 
a part of the educational program arranged by Barney Coens. 


The Cast and Roles Played 


Mr. Buehler, the proprietor of the store, protested he had 
not been permitted to take markdowns on the shoes in his 
department sufficient to move them out and replace them 
with new, snappy styles at the lower level of the market. 

Mr. Maggar, the efficiency expert, upheld him in his con- 
tention and recommended the immediate disposal of all 
broken lines at reduced prices. 

Mr. Meyer said his department was suffering from the lack 
of new styles in men’s shoes. He pointed out that the demand 
in men’s shoes is for lighter colors in tans and patterns that 
are different. “There are mighty few old men any mot. 
We are missing an opportunity of getting a lot more busines 
by not showing more attractive footwear for men. It is all 
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Standing left to right—The Waitress; Harry A. Meyer, Meyer Shoe Company, Chicago, manager of men’s 
department; D. E. Epstein, O’Connor & Goldberg, Chicago, manager advertising department; Howard 
Engquist, Howard J. Engquist & Co., wholesale findings, Chicago, manager of findings department; Guy 
Malloy, Volk Bros., Dallas, Texas, head window trimmer; Maynard Maggar, advertising department, Selz- 
Schwab Company, Chicago, manager efficiency expert; R. B. Agnew, O’Connor & Goldberg, proprietor. 
Seated left to right—A. H. Buehler, buyer and manager of women’sdepartment, Marshall Field & Company; 
Harry Workman, Meyer Shoe Company, Chicago, assistant manager of men’s shoe department; 
C. M. Selby, Volk Bros., Dallas, Texas, supervisor of help; George Fitzgibbon, Milwaukee, Wis., manager 
of hosiery department; Herman Ehlert, Volk Bros., Dallas, Texas, manager of children’s department; L. 


coats.”” 
Departments Needing Attention 
P 


Mr. Selby said the trouble in the children’s department was 
that the help in the department was inefficient. The boss 
seemed to think anybody could sell children’s shoes. But 
that was not the case. It takes both intelligence and patience 
to successfully sell shoes for little ones. The business in his 
department was suffering because the boss would not pay 
wages enough to secure efficient help. 

Mr. Fitzgibbon said the hosiery department could do a lot 
more business if salespeople would bring customers and shoes 
to the hosiery department so shoes could be matched with 
hosiery. He complained that the hosiery department had 
not been receiving its due share of the advertising appropria- 
tion. The shoe departments showed average annual turnover 
of about three times. The hosiery department about fifteen 
times. The average profit on hosiery is much larger and the 
advertising appropriation should be figured on this basis. 

Women come to the store from three to six times a year for 
shoes. They come from twelve to twenty-four times for 
hosiery. 


M. Bridges, Tyler, Texas, 4 merchant guest at the dinner. 


the merchants’ fault if men wear brown shoes with dinner 





Hosiery to Match Shoes 


Mr. Maggar, as an efficiency engineer, agreed with Mr. 
Fitzgibbon that hosiery was not receiving proper attention 
and recommended that a sample of each shoe bought be given 
to the hosiery buyer in order that hosiery could be bought to. 
match the shoes. 

Mr. Engquist said the trouble with his department had 
been that the proprietor had been trying to run it himself and 
did not know how. He had been inclined to buy large quanti- 
ties of polish in order to get an extra dozen or two thrown in 
instead of buying polish that was made especially for each 
particular shade and kind of leather and fabric. The only 
way of buying polish successfully was to try out each kind 
and shade on the shoe it was intended for. 


Proper Display for Findings 


The buckles and ornaments had not been bought to har- 
monize with the shoes in stock. Neither these things nor the 
polish had been properly displayed; nor had they been in- 
telligently brought to the attention of the store’s customers. 

Spats and shoe trees had also been neglected. Spats had 
neither been properly displayed nor properly fitted. Mr. 
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Section of the Model Shoe Store at the National Shoe Retailers’ Association, Milwaukee 


Buehler objected to having polish displayed in the windows 
along with shoes. To this Mr. Engquist agreed but insisted 
that the cases in the interior of the store be tastefully trimmed 
and polish be displayed in them. 


For Better Co-operation 


~) Mr. Selby said he feared there was not close enough rela- 
tionship between the proprietor and the help on the floor. 
That neither side really understood the problems of the other. 

The salespeople were in position to either make or break 
the firm and the closest of friendly relationship should pre- 
vail. 

Returning of merchandise was not always the fault of the 
way the customer was treated by the salesperson but often 
such was the case. In any event the customer comes back 
because she thinks she is right. The member of the store 
force who makes the adjustment should recognize this fact. 
To be arbitrary is to drive the customer away. It costs only 
a few dollars to satisfy her but it takes hundreds of dollars in 
advertising to bring her back if she goes away dissatisfied. 

Keep a card record of the transaction and then if merchan- 
dise is returned it is easy to get at the facts. Nine out of ten 
customers are fair. 


Advertising Appropriation Increased 


Mr. Epstein said he felt the advertising appropriation had 
been too small. He recommended that it be raised to three 
per cent of total sales. That approximately two-thirds be 
spent in newspapers and one-third in direct by mail and other 
items; 25 per cent should be spent in newspapers in January 
and February, 25 per cent in July and August, and the re- 


mainder distributed throughout the year. The large per- 
centage should be used for merchandise copy but some should 
be spent for good-will ads. 

Comparative prices were not objectionable under certain 
conditions but if used should tell the absolute truth about the 
former price as well as about the merchandise. 


Attractive Window Trims 


Guy Malloy, as head window trimmer, emphasized the 
value of an attractive, well-arranged store front. The store 
front is where the prospective customer obtains the first im- 
pression of the store. Window fixtures should not be con- 
sidered an expense but an investment. 

Draperies are also an important factor in window trimming. 

“Guy” complained to the “‘boss” ‘because he had to sell 
shoes all day and trim windows at night, a practice which is 
too common today. 


Findings of Efficiency Expert 


At the close of the reports of the “‘managers of depart- 
ments” the efficiency expert, Mr. Maggar, said his investiga- 
tion revealed the fact that the “‘proprietor’”’ was trying to do 
too much himself and was not giving the department heads 
free enough rein. 

Hire men for what they know. Give them a chance; pay 
them according to results obtained. See that every sales- 
person is neatly and cleanly dressed; nails clean, shoes pol- 
ished and linen clean and fresh. 

As to merchandising: He recommended that all old mer- 
chandise be sold at what it would bring. A closer concentra- 
tion on lines and less confliction in styles and colors. 
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THE SPIRIT OF THE CONVENTION 
(Continued from page 37) 

Company, Dayton, Ohio, said: “Our business for 1920 
was well ahead of 1919. The outlook for business in Dayton 
is excellent. A few years ago we adopted the policy of con- 
centration on a few lines and have won out on that plan. 
My observation since coming to this convention has con- 
vinced me that our policy is right.” 


The Recorder Was Right 

H. J. Western of Auburn, Indiana, said: ‘‘Nine months ago 
we took the tip of the Boot and Shoe Recorder and began 
reducing our stock. After the middle of the year we pur- 
sued the method vigorously. The result is that our stock is 
clean and we are in position to show our trade a complete 
new line of merchandise for Spring. This convention has 
convinced me that the Recorder was right in the information 
which they have been handing out to their merchants.” 


Convention Great Educator 

C. W. Vance, Gadsden, Alabama, said: “I thought it ad- 
visable to place some orders early under the guarantee from 
the manufacturers that I would receive the benefit of any 
reduction which might come into the market. At the time I 
placed the order I cut from the Boot and Shoe Recorder quo- 
tations on calf and kid leathers and also on sole leather. Week 
by week I cut out those quotations and attached them to my 
orders. As merchandise has come in I have compared the 
invoices with the reductions that have come in the leathers 
and have had no difficulty in agreeing with manufacturers 
on the prices of the shoes as they have arrived. 





BOOT AND SHOE RECORDER 


A Section of Model Shoe Store 


9 GH. 
ae 2 


“This convention has been the greatest squrce of education 
in my business experience. I am going back home with the 
determination that I will soon possess a store built on the plan 
of the model shoe store shown here.” 


An Intellectual Treat 

Elwyn Pond, former President Michigan State Association, 
Flint, Michigan, said: ‘‘The volume in our four stores for 
1920 is ahead of 1919. During the first six months we showed 
a handsome gain and then things began to slip. I went into 
market and found that I could buy merchandise considerably 
below what I had paid for it. Idought, advertised, I averaged 
prices downward. I took the tip of the Recorder and other 
trade journals to get out from under. We cleaned up. Our 
stores are all in good shape so far as merchandise is concerned, 
and so far as finances are concerned. I brought four of my 
boys to this convention and we are feeding ourselves up on 
the wonderful educational information which this great 
meeting affords.” 


Conservatively in Quantities 

A. K. Cohen, Little Rock, Ark., manager shoe department 
Gus Blass Company, said: “‘By coming to this convention I 
have satisfied myself as to the stability of shoe prices and as 
to the trend of styles. Our people demand snappy, stylish 
footwear. It is necessary for us to have the newest thing and 
just enough of it. I had done some buying before I came here 
which was-mostly on staples. Here I am buying some novel- 
ties. I am buying conservatively but this does not mean that 
I am buying only conservative styles. I mz2an I am buying 
conservatively in quantities.” 
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In the Office of the Model Shoe Store 


Business Outlook for 1921 


Discussed by Frank P. Meyer, Secretary-Treasurer National Shoe 
Retailers’ Association 


N presenting his report as secretary-treasurer at the 
Milwaukee Convention of the N. S. R. A., Frank P. 
Meyer of Danville, Ill., digressed for a moment into a 

discussion of the business outlook for 1921. 

“It does not look bad to me,”’ he said. ‘‘True,.we have to 
increase our pair sales to get volume, but that, it seems to 
me, won't be so hard if we all turn our attention to the educa- 
tion of the public toward the various uses of the shoe. When 
oxfords of street pattern were selling at $15.00 to $18.00, the 
average miss could buy but one pair. Now she can have one 
for street and one for dress at but a little above the former 
price for one, and if we approach each customer with the firm 
conviction that she or he needs two pair, we can sell them. 


Six Pairs Per Capita 

“In this wonderful country of spenders, there is no reason 
that we should not increase the consumption of shoes per 
capita from three pair, the present status, to five or six pair. 
Instruct your salespeople to urge a variety of foot coverings 
on each feminine customer, at least. Advertise with the 
multiplicity of pairs idea ever foremost. Think it and talk 
it continuously and we will put over the biggest shoe selling 
money volume next year in the history of the business. 


A Country of Spenders 


“Did you ever stop toconsider what acountry of spenders 
we are? Did you ever look into our national expenditures on 


luxuries alone? I am going to give you some figures to 
strengthen your faith in the possibility of increased volume in 
shoes. Get these figures: 





“For rouge, face powder, cosmetics and perfumery, 
the women and girls spent $750,000,000 last year; for 
expenditure in furs $300,000,000; jewelry $500,000,000; 
cigarettes (men and women both on this) $800,000,000; 
chewing ‘gum $50,000,000; ice cream $250,000,000: 
soft drinks $350,000,000 andcandy over $1,000,000,000— 
in round numbers, $22,000,000,000 were spent in the 
dear old U. S. A. for the absolutely unnecessary luxur- 
ies of life, showing an even distribution of wealth in 
this country unequalled by any other country in the 
world. 

‘‘And yet in all the weeping and wailing of our assidu- 
ous exponents of the dear people’s rights, the news- 
papers, I can’t remember reading a single tirade 
against perfumes at $7.00 an ounce or rouge at $1.00 a 
rub. It was a terrible thing for a woman to protect 
her feet with a $15.00 shoe, but not out of the ordinary 
to coat her face with a $3.00 coat of cosmetic! 
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A Group of Hoosiers from Indiana 


Cultivate Public Press 


“Boys, we have yet to do a little lobbying in that greatest 
of all legislatures, the public press. We’ve got to work on ’em, 
both as an association and as individual advertisers in our 
home town to at least give our business an even break. 

“There is only a certain amount of money to be spent and 
there is sure to be a certain amount of money spent. I feel 
no qualms of conscience in trying to divert as great a volume 
of this ‘kale’ as possible into shoe channels. 

“T give the Secretary and Treasurer’s report this year with 
an overflow of pride in our past year’s accomplishment. It 
has been a wonderful and a strenuous year. Our headquarters’ 
office has been a regular beehive. The multitude of in- 


quiries to a wide range of shoe subjects keep a corps of 
stenographers busy. 


Legislative Committee Awake 


‘Several things inimical to shoemen’s interests would have 
been slipped over on us by the never-tiring pseudo-statesmen 
had not our legislative committee been wide awake. We have 
had a good percentage increase in membership this past year. 
Two hundred and ten new firm members have been added, 
which makes the firm membership of the National 1,427; 
And we have now approximately 5,000 affiliated memberships. 
The six States having the largest membership are: Massa- 
chusetts, Pennsylvania, New York, Ohio, I!linois and Iowa. 


Women’s Convention Activities 


A Glorious Time for All in the Beautiful Japanese Garden---Congratulations 
to Mrs. Joseph Schumacher and Her Committees 


O woman who attended the convention could possibly 
complain that time hung heavily on her hands. The 
Women’s Entertainment Committee, of which Mrs. 

Joseph Schumacher was chairman, had prepared entertain- 
ment features that occupied the time of visiting ladies every 
minute of each afternoon and part of the mornings. 

The Japanese garden on the second floor of the Auditorium 
Building, with its wonderful decorations and conveniences, 
proved an ideal place for the grand reception, card parties 
and other entertainment features arranged exclusively for 


women. The four walls were completely covered with 
hand-painted hangings, made purposely for this occasion. 
These depicted Japanese scenes. Across each corner was 
a screen covered with rose vines, from behind which maidens 
dressed in Japanese costumes served tea and punch. At 
either end of the room was a stage, with elaborately em- 
broidered silk hangings. From the ceiling were suspended 
at regular mtervals numerous lanterns, hand made, of Ori- 
ental silk, which afforded a soft, delicate light. Hundreds 
of small Japanese lanterns added to the overhead decorations. 
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Two Prize Beauties of the Brooklyn Style Show, Together with the Cup Signifying First Honors for ‘“The 
City of Churches.” Snapped After the Great Carnival Parade 


Card Parties Enjoyable 


The card parties on Tuesday and Wednesday afternoons 
were among the most delightful social events of the conven- 
tion. The games played were bridge, five hundred, cinch 
and bunco. Each lady was allowed to choose the game she 
wished to play. The prizes were the same for each game. 
Tables were provided for over two hundred players. 

Mrs. Oscar Hart of Milwaukee, chairman of the Card 
Committee, acted as hostess at both Tuesday’s and Wednes- 
day’s card parties. On Tuesday she was assisted by Mrs. 
Rohan, Mrs. Sharp, Mrs. Caspari, Mrs. Hovis and Mrs. 
Stover. On Wednesday those assisting were: Mrs. Newell, 
Mrs. Hovis, Mrs. Ripple and Miss Lynch. 


Prize Winners 


The prize winners in Tuesday’s games were: Mrs. Percy 
Hart, Mrs. E. K. McConnell, Mrs. F. W. Oakley, Mrs. M. 
Wolf, Mrs. W. T. Chenney, Mrs. C. W. Leavens, Mrs. W. T. 
Crook, Mrs. T. W. Sherron, Mrs. W. D. Casswell, Mrs. 
H. W. Mendehall, Mrs. J. V. Alles, Mrs. Weide, Mrs. Rad- 
cliff, Mrs. J. P. Hartney, Mrs. H. D. Gottschalk, Mrs. E. E. 
Hessler, Mrs. J. M. Young, Mrs. O. L. Triebel, Mrs. Clyde 
Trisch, Mrs. W. C. Wagener, Mrs. L. D. Reow, Mrs. Rosa 
Lipman, Mrs. Doll, Mrs. C. Spandel, Mrs. W. J. Walther, 
Miss Irene Lynch, Mrs. Geo. Nichols, Mrs. Joseph Och and 
Mrs. E. E. Martin. 

The prize winners in Wednesday’s games were as follows: 
Mrs. C. G. Sharp, Mrs. Leo Brown, Miss Evelyn Meissner, 
Mrs. F. Rose, Mrs. G. Kahn, Miss E. Kramer, Mrs. F. Tay- 


lor, Mrs. J. Holland, Mrs. A. E. Oberndorfer, Mrs. J. D. 
Mittlebach, Mrs. O. E. Remy, Mrs. J. B. Meek, Mrs. A. 
Heutschel, Mrs. R. F. Kurz, Mrs. A. Steitz, Mrs. E. E. 
Cook, Mrs. E. O. Burdge, Mrs. A. H. Gehring, Miss Teinple 
Rigg, Miss Ethel Travis, Mrs. Van Horn, Mrs. W. E. Smith, 
Mrs. Whitney, Mrs. A. Daemeke, Mrs. Goldback, Mrs. 
Herman Ehlert, Mrs. Parker. 


Sightseeing Trip 


On Tuesday morning the visiting ladies were taken by 
automobile to the city zoological gardens, the art institute, 
conservatories and other points of interest. The trip in- 
cluded a drive through the beautiful parks and through the 
best residential sections of the city. Milwaukee shoe men 
of the city, both manufacturers and retail merchants, as 
well as merchants and manufacturers of other lines, were 
generous in supplying machines for this and other occasions. 
The sightseeing trip was under the direction of Mrs. John 
Geisinger, chairman of the Sightseeing Committee. 


The Shopping Tour 


Thursday forenoon was devoted by the women guests of 
the convention to a shopping tour through the retail district 
of the city. The tour, under the direction of Mrs. Jack 
Pinsel, included all the principal stores of the city. Many 
of the ladies, after viewing Milwaukee on the sightsceing 
trip and visiting the many progressive retail establishments, 
had a broader conception of the magnitude and importance 
of the city as a business center. 
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A Portion of the Illinois Delegation. 


Tea at Gimbel’s 


Gimbel Brothers, the largest department store in the city, 
entertained with a complimentary luncheon Thursday in 
the tea room of the store. An enjoyable musical program 
was rendered by the Gimbel Quartet. After the luncheon 
guides were provided to escort the ladies through the store. 


Evening Entertainments 


Each evening during the convention, dancing was enjoyed 
in the Japanese Garden. Monday, Tuesday and Wednes- 
day evening the dances were informal. On Thursday eve- 
ning was scheduled the grand dress ball, the only formal 
occasion of the convention. The Japanese Garden proved 
entirely -too small for this occasion. From the time the 
doors were opened until “‘Good-Night’’ waltz was played, 
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J. E. Wilson of Detroit is a Guest at the Gathering 


Presentation of Prizes 







the floor of this room was crowded with the merrymakers. 
At least six other orchestras were placed in different halls 
and corridors of the building, and in each hall and corridor 
were happy throngs of dancers. 


Fairy Wonderland Night 

“Fairy Wonderland Night,” as the last night of the con- 
vention has been called, was not an exaggerated title. The 
unusual events staged in the Japanese Garden during the 
evening well justified the title. The crystal ball, throwing 
thousands of rainbows on the ceiling, walls and floor of the 
hall; the snow scenes; the moonlight scenes and the other 
scenic effects were the wonder of the visitors. The enter- 
tainment of “Fairy Wonderland Night” proved a fitting 
climax to the greatest trade convention ever staged in the 


country. 






By National Director W. W. Willson of Boston 


IRECTOR W. W. WILLSON ina few well chosen words 

D presented prizes of safety razors on account of the great- 
est number of firm members secured by certain individ- 

uals during the four days. On the first day, Secretary Graham 
of the St. Louis association won the prize, a gold safety razor. 
“On the second day,’’ said Mr. Willson, “the prize was won 
by an old war horse of this association, Henry Hagemann, the 





fellow who is on the insurance business all the time, but he is 
never too busy to turn around and get a firm member here 
and there for the National Association. He does it twelve 
months out of the year and on the second day he got 32 firm 
members. That is a credit to anyone, and it gives me great 
pleasure to present to Henry Hagemann, one of our old war 
horses, this beautiful safety razor. We know it is sharp and 
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keen edged and that he will do his business accordingly dur- 
ing this coming year.’’ (Applause). 


Loving Cup to Strassburger 


“Under our system of government for this association, from 
time to time it becomes necessary to retire some members of 


Herbert N. Lape, leader of the Cincinnati organization and 

delegation, has a firm grip on the second prize, and with him 

in the picture is Miss St. Louis, who designed the beautiful 

garden winning the third prize. In the background you see 

the places of business of the friends and subscribers of the 
Recorder. 


the Board of Directors, not pre-arranged but by the ballot 
system which we have installed, and there are several who go 





W. W. WILLSON 











off of our Board this year. We appreciate their services 
sincerely. They have been with us constantly and worked 
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hard and it seemed advisable that we present to them some- 
thing that they might remember their associdtions with the 
other members of the Board. 

“The first one on the list is Joseph Strassburger of Wash- 
ington, D.C. We might well say that he is one of the old war 
horses and with great respect, for he helped to organize the 
Association. He’s been on the board ever since, and he is now 
in Washington guarding our interests day and night and 
many times in emergency he has done wonderful work. It 
gives me great pleasure to present to Mr. Strassburger, cone 
whom we all love, this beautiful loving cup which will be 
suitably engraved and sent to him at the earliest. possiiile 
date. (Applause). , 


Loving Cup for Otto Hassell 


““We have another worthy member of our Board who ihias 
served three years. He wishes to retire from the lime light 
and pursue his work quietly, helping all whom he can in the 





Tribute to **Tom”’ Scoggins 


‘‘Last but not least, there is one who has been with 
us always in the past, but who may never be with us 
again—Tom Scoggins of Texas. (Mr. Scoggins passed 
away after the convention January 18). He is very ill 
and it is a pleasure to give credit to Mr. Scoggins, for 
he has been a hard worker. We appreciate his efforts 
in the past and we tender to him the same recognition 
that we do to the men who are still with us.” 











future as well as in the past. He is our worthy friend, Otto 
Hassell of Chicago, and it gives me great pleasure to present 
to Mr. Hassell a loving cup. (Applause). 


Cup for Max Sommers 


“There is a third member of our Board who retires this 
year. He is a long distance from us today, in California— 


W. F. Edmonds, who is town surveyor of Recorder’s sub- 
scription. Here he is with the great National background. 


Max Sommers, one of our early members and a constant 
worker, and the cup for him will be suitably engraved and 
sent to him with our deep appreciation for his services.” 

Mr. Willson then announced the Recorder prizes for 
guesses on Recorder circulation. 
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“HE course of the development of a movement for co- 

4 operation within any trade has taught business that 

problems affecting generally any trade must be treated 

by organization remedy. A trade evil must be cured by 
trade pressure and influence. 





JAMES S. KEMPER 











There is no problem, not of itself a part of the shoe busi- 
ness, of greater general interest to shoe men than that of fire 
insurance. There is no element of the expense of conducting 
ashoe business that may offer greater possibility of reduction 
and saving. 

Further, there is no method of accomplishing im- 
provement in the fire insurance condition other than by 
the joint effort of those interested in the welfare of the shoe 
trade. 

Fire Insurance Necessity 


Fire insurance is a necessity for every business man. He 
does not need to be convinced that it is wise and prudent to 
carry insurance. He requires only a responsible insurance 
fund to furnish his protection. He needs no insurance serv- 
ice other than the service that shows him how to prevent 
the possibility of loss and advice that can be given only by 
highly trained men. It is therefore unnecessary and harmful 
to attach to the cost of insurance a heavy tax for expenses of 
administration. 

Insurance is essentially a co-operative effort. It is a joint 
undertaking by many individuals to prevent losses and to 
pay the losses that will inevitably occur. Every class of 
business should have at its disposal a medium for the pay- 
os of fire losses and an agency for the prevention o 
Osses. : . 


Insurance a Cross Section of Trade Co-operation 


Address by James S. Kemper, Chicago Manager of National Shoe 


Retailers’ Association Insurance Department 
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Organization Makes for Best Records 


The fire insurance question has had the attention of trade 
associations in many classes of business. The greatest records 
of fire prevention and reduction of. the cost of fire insurance 
go to those trades that.have in an organized way handled 
their own fire insurance. The manufacturers in many lines, 
lumbermen, millers, years ago were compelled to solve their 
own fire insurance problems because an expensive fire in- 
surance system and the high loss ratio of stock fire insurance 
companies made the cost of insurance practically prohibitive. 

With losses under one insurance plan or another standing 
at even level the first point of attack for trade or class insur- 
ance was that of expense. Early conditions in the insurance 
business made it necessary that the cost of insurance should 
include an important loading to cover the cost of selling the 
insurance. Personal influence and persuasion were then 
necessary to place insurance, insurance which today is sought 
rather than sold. The present insurance agency system is a 
cumbrous burden imposed by old conditions and practices. 


Reduction of Insurance Expense 


The trade organization putting the insurance carrier into 
contact with the business man needing insurance and in- 
surance service fulfills the only purpose for which an in- 
surance agent is valuable. The importance of this agency 
expense and the saving its elimination accomplishes is in- 
dicated by statistics published on the business of 1919. It 
appears that the compensation of insurance agents cost 
22.25 per cent of the money paid by policy holders of the stock 
fire insurance companies. It further appears that the entire 
expenses of mutual insurance companies during the same year 


















N. W. Dunbar, Dunbar Pattern Company, Brockton, Mass., 
the winner of the first prize in the Recorder contest 


amounted to but 23 per cent of their premiums. In addition, 
the stock companies had their overhead expenses, such in- 
spections as they find necessary, and their profits to take 
care of. With their greater expense of administration, did 
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they secure a reduced ratio of losses and thus permit lower 
insurance rates to be granted? The figures show the con- 
trary—the loss ratio of the stock companies was 43 per cent, 
while that of the mutual companies was 28 per cent. Thus 


The three judges of the Recorder contest, A. G. White of St. 
Louis, Robert E. Roberts of Detroit and M. M. Stollmach, 
of the Diamond Shoe Company 


we may see that by trade co-operation the insurance ex- 
pense may be reduced and in addition accomplish a re- 
duction of fire losses. 


Profit Factor Eliminated 

Trade co-operation eliminates the factor of profit. In- 
surance was originally conceived as a non-profit, benevolent 
institution. Profit being a foreign element, is harmful. It 
introduces the effort to increase insurance rates and insurance 
costs; causes rates to be influenced or controlled by ex- 
pediency and competitive conditions, rather than a just 
measure of fire hazard. Insurance for profit is most profitably 
conducted under a high volume of losses with correspondingly 
high premiums. Losses are greatly influenced under the 
profit idea, because the assured regards fires as the worry of 
the insurance company and not of first importance to himself. 


Unburdened by General Losses 


The effect of trade co-operation on insurance now ap- 
proaches the question of greatest importance—losses. No 
trade or business should be required to assist regularly in the 
payment of the fire losses incurred by other lines of business. 
Each trade has the right to the full benefit of its own loss 
experience. The shoe trade has taken to the insurance ques- 
tion with such enthusiasm because it has been convinced that 
its fire record does not merit the charges exacted for fire 
insurance by stock companies. By no other means than 
by a trade insurance organization may a trade be relieved of 
the burden of other trades less fortunately situated. The 
first result, then, is to insure that your contributions to in- 
surance funds covers only your share of the losses of your 
own trade; then cost what it may, you could not complain. 


Bad Risks Not Accepted 

An insurance undertaking fostered by a trade, and with 
the interest of the trade at heart, will proceed immediately 
to the elimination of the bad, poorly kept risk. The trade 
mutual will not protect and ought not to protect the risk that 
is left in poor condition, where fire hazards are lightly re- 
garded, and where ordinary means for the prevention of fires 
are not employed. Its refusal to insure such risks will ac- 
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complish two results, first the saving to conscientious policy- 
holders of a large proportion of their insurance. fund and 
second it will likely cause a bad risk to be made into a good 
one. 

The effect of the interest of the policyholder in the pre- 
vention of losses, revealed in a practical way by the premiums 
refunded to him, is of the utmost importance. A _ policy- 
holder in a trade insurance company ordinarily gives whole- 
hearted assistance to any effort to reduce his own fire hazard. 


Membership of 850 
The results of the first year’s effort-of shoe men to reduce 
















































their insurance cost through Shoe Dealers National Under- x 
writers are indeed encouraging. Investigations of years had Mi 
convinced those interested in this phase of the shoe business ; 
that the fire losses of shoe men were insufficient to justify the a 
insurance premiums collected by the insurance companies se 
writing this business for profit. The organization of the Shoe on 
Dealers National Underwriters met with eral ¢ al. ait 
s ith general approva 
which during its first year has secured members numbering 1 
over 850. This development is remarkable as the attention sho 
of those in charge of the insurance plan has been largely JJ i0 2 
engrossed in building a proper foundation for its service was 
Strong Foundation Built a 
During this first year, we have built a foundation more 
than sufficient to assure satisfactory loss experience and 
steady progress. We have insurance at this time covering 
four times as many risks, and*with ten times as much in- Se 
surance in force as legal standards consider necessary for the and 
safe operation of a mutual company. boas 
Trade Energy and Loyalty 4 
The insurance enterprise of the National Shoe Retailers’ J js a: 
Association is properly a trade movement for the reduction ne 
of the cost of fire insurance. This cost is already being re- oe 
duced by one-fourth, and no ordinary condition can prevent J peay 
the g 
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A little bit of geographical dispute. Al Katchinski, Third ace 
Vice-President of the N.S. R.A., says San Francisco de- 
serves the first prize—Bob Roberts, the veteran leather sales- 
man of the country, who has Carl E. Schmidt working for Our 
him, says Detroit, and Major Chas. T. Cahill puts in a word JM league 
for New England’s capital, Boston chuset 
at pre: 
this reduction being doubled within the near future. The #500. 
shoe trade may expect to find its loss record fully disclosed, we are 
and to its great credit; most of its previous contribution for messag 
expense is certain to be eliminated; and as with any trade 
effort, the trade itself will secure the full benefit of trade We 
energy and trade loyalty. talks 0; 
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Retail Shoe Merchants’ Association, A. B. Caspari 
retired from the presidency of the organization and 
was succeeded by O. A. Hensel. 

Mr. Caspari was very active in the reorganization of the 


‘e January 6, at the first meeting of the Milwaukee 


Milwaukee association two years ago, and was at that time | 


made its president. A year ago he wished to retire; but 
owing to the fact that Milwaukee was to entertain the 1921 
annual convention of the National Shoe Retailers’ Associa- 
tion, he was induced to accept another term. 


The year 1920 was a busy year for all Milwaukee retail 
shoe merchants, but especially busy for Mr. Caspari, who, 
in addition to his duties as president of his local association, 
was general chairman of the National Convention Commit- 
tee. In his work in both these capacities he was assisted to 
the limit by the Milwaukee retail merchants. 
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A 100 Per Cent Association 


So loyal was the support of the Milwaukee merchants 
and so sincere was their co-operation that today they proudly 
boast an achievement that has been accomplished in no other 
city—that of a 100 per cent membership. Every retail shoe 
merchant in the city of Milwaukee, with not one exception, 
is a member of the local city association. 

As an appreciation for the splendid services rendered the 
association by Mr. Caspari, he was made the recipient of a 
beautiful loving cup at the meeting January 6 when he turned 
the gavel over to his successor, Mr. Hensel. 


Form Retail Salesmen’s Associations 
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Congratulations to A. B. Caspari 


Milwaukee Merchants Recognize Good Services of National 
Convention Chairman 
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Loving Cup Presented to A. B. Caspari at the 
N.S. R.A. 1921 Convention—in Recognition 
of Good Association Work 


Address of Percy E. Thayer, President of Boston 
Retail Shoe Salesmen’s Association 


T is with a deep sense of the responsibility that I accept 

the honor of being the mouthpiece, not only of the 

Boston Retail Shoe Salesmen’s Association but of the 
shoe salesmen everywhere. For this is the first National Shoe 
Convention where your co-workers, the shoe salesmen, have 
had a seat in the councils of the mighty. As president del- 
egate from the Boston Retail Shoe Salesmen’s Association, 
I have come a thousand miles to tell you why shoe Sales- 
men’s Associations are an asset to your business. 


Incorporated in 1916 


Our association was organized as an interstore bowling 
league in 1914. In 1916 we were incorporated under Massa- 
chusetts State laws as an educational organization. We have 
at present 100 active members with a treasury balance of 
$500. Our meetings are held monthly at some hotel where 
we are able to invite the best speakers, men who have a 
message. 


Round Table Talks 


We also have debates and discussions and round table 


talks on shoe topics. These meetings have been fruitful to a 


marked degree; not only in developing the man in the ex- 
pression of ideas but in the application of those ideas to his 
daily work, finally of the promotion of the man to higher 
positions of responsibility. 

One of the principal founders and twice president of the 
association has risen from an obscure shoe salesman to 
manager of one of the largest stores in the East, largely from 
the inspiration and knowledge derived from Association 
work. 





You need an association of this kind, Mr. Merchant. 
Why? 

Because when a man is thinking and working to 
improve himself he is helping your business. And it is 
on self-improvement only that we base our claim for 
recognition. 











Believe in ‘“‘Open Shop”’ 


We believe in the open shop. Our constitution distinctly 
states that this association is not a union, nor is it the inten- 
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tion to make it a union, nor do we seek to regulate conditions 
in any store. Our purpose is to co-operate with the employer 
to raise the standard of shoe selling and shoe fitting thereby, 
giving more efficient service to the customer and more trade 
to the store. 

We have accomplished this by actual classes in shoe fitting, 
with experts as demonstrators, by actual demonstration sales. 
Big companies, such as A. C. Lawrence, Hunt Rankin Co., 
Bristol Patent Leather, United States Leather Company, 
United States Rubber Company, and United Shoe Machinery, 
have sent experts to give sound information on leather, rubber 
and shoemaking. At one of our meetings, Professor Whitehead 
of Boston University represented success as following a 
curved line to the highest point of our aim or ambition than 
by natural laws curving downward. In order to reach 
greater heights one must make a new aim and a new curve. 
He asked where we were in that curve “can you locate 
yourself?’’ I located myself. 


A Higher Aim 
But the association has given me a new determination and 


a new aim. Our great trade magazines, the Boot and Shoe 





Five beauties of the consolidated show of the Rickard Shoe 

Company, I. Miller & Sons, Inc., and Claremont Shoe Com- 

pany winners of the first prize for the finest display of women’s 
footwear at the convention 


Recorder and the Shoe Retailer, are our greatest friends and 
boosters. Arthur D. Anderson, editor of the Boot and Shoe 
Recorder, addressed our hast meeting ‘On Getting More 
Shoes Sold Right,” and emphasized that the entire effort and 
reputation of the industry rested upon the character of service 
given to the public over the fitting stool. The percentage of 
fitting efficiency today can be increased only by a more 
thorough realization of the importance of training at the 
fitting stool of men and women who seriously contemplate 
their life’s work and who groom themselves to become junior 
partners in public service. 


The Merchant of Tomorrow 


James H. Stone, editor of the Shoe Retailer, inspired us 
recently with an address on the salesman of today and the 
merchant of tomorrow. His stories of the young men who 
had risen from the fitting stool to become famous merchants’ 
were convincing. Ninety per cent of the merchants were 
salesmen before they were merchants. 

He cited the case of two young window decorators who 
joined fortunes and became the heads of a great shoe or- 
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ganization with 14 stores and a business running into the 
millions. Namely, O’Connor and Goldberg of Chicago. 







Fitting for $10,000 Positions 






Then he asked how many were prepared to fill a $10.00) 
position. There were no takers. But we are fitting men for 
just that kind of a job. 

We recently listened to an expert on the prevention of 
diseases who gave us many valuable health hints. Phy sica| 
fitness is necessary for a successful salesman. ' 

Our last meeting was a discussion by six members, thrve of 
whom were store managers and buyers. These men all 
agree that association work has developed them. The sub. 
ject for discussion was ‘“‘What Standard of Ethics Can W; 
Guarantee as an Association?”’ 
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pre 
The answer is our ideal, our creed: pre 
Truth Love Punctuality | it ' 
Honesty Reliability Efficiency tha 
j 
Thoughts Which Elevate 
Thoughts like these cannot hurt your business, Mr. Mer. P 
chant. And I claim that the salesman who expresses then ae 
and lives up to them is a better man to himself and to you. oe 
The Boston Retail Shoe Merchants’ Association haye ’ 
overcome all of their prejudices and send speakers to our — 
meetings occasionally. Once a year they entertain us with, a 
banquet. W. W. Willson of Boston, one of your Convention oes 
. ° tion 
Chairmen, and a member of your board of directors, ha “wee 
addressed us and is one.of our strongest backers. Matters aa 
of mutual interest to both associations are brought before hots 
our joint Welfare Committee. 
ceas 
Join With Salesmen’s Institute B 
This year we joined hands with the Retail Shoe Salesmensf 4S 
Institute in forming the Boston Round Table. anfl 
You may accept my personal assurance that the Round Part 
Table is a great success. The class bases its discussions on™ "4% 
the regular training course of the Shoe Salesmen’s Institute 
and takes up problems of fitting, selling materials, etc. There 
is the clearest expression of all points, and freest discussions. 
The meetings are highly educational. Mr. Evans injects It 
wonderful teaching personality into them. Whether training ‘be 
course, or Round Table, it is worth 100 times the cost. chan 
signi 
Inquiries from Abroad pects 
Our Association has been asked to assist in the forma-fiJ upon 
tion of such shoe salesmen’s organizations in England andj peac 
South Africa. You have but to call upon us for information Bu 
and everything that we can do to assist will be gladly done paus, 
What city will be the next to organize a Retail Shoe Sale price 
men’s Association? ; a bas 
I count it a very great honor to be the first retail shoef more 
salesman thus delegated and welcomed to your councils. 1 doub 
hope that in the future your Association will see fit to have turba 
representatives of your co-workers, the retail salespeople finan 
with you in your deliberations. order 
found 
Co-operate with Salespeople ; 
May I leave with you this thought and suggestion’ Whe 
your salespeople seek to form such an association in you 
city, co-operate in the movement. I will be glad to give yo The 
all the information in my power. the In 
I thank you for your courtesy and attention. My hea/ZiM big un 
quarters will be the Boot and Shoe Recorder and the Sho tion, } 
Retailer. I have the red book which explains our purpo Pictur 
which I will be glad to give to anyone interested. an ing 
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Present Problems of Shoe Trade 


By Fred A. Miller of H. C. Godman Company, Columbus, Director of 


HE mental attitude with which we face the perplexing 
uncertainties that lie before us, will have much to do 


National Boot and Shoe Manufacturers’ Association 


hostilities had ceased, with the unrest and the uncertainty 
that existed at that time. 
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on all with our success in overcoming them and unless we Allow your imagination to catch just one glimpse of what 

> sub. face them with a spirit of cordiality, helpfulness, encourage- might have happened had the victorious armies from overseas i 
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ment and co-operation, I am fearful that the results may be- 


very distressing. 

In order that we may have a correct perspective of our 
present problems and ascertain our relative positions in the 
present economic processes of liquidation and readjustment, 
it will be worth our while to review very briefly the events 
that have brought us to where we find ourselves today. 


War Brought Unhealthy Stimulus 


The strain and anxiety of the more than four years of blood- 
shed and destruction in Europe are not easily forgotten and 
our minds carry vivid pictures of the occurrences that found 
place during that period. The war brought a tremendous but 
unhealthy stimulus to industry and trade and it was generally 
recognized that the great rise in prices and in labor were but 
that natural working out of economic law under a war condi- 
tion. We were neither surprised nor dismayed because we 
knew that the process was natural and we adapted ourselves 
to existing conditions, always with the mental reservation, 
however, that there was a time coming when inflation would 
cease and deflation would begin. 

But having uppermost in our minds the fact that the world 
was going through a veritable cataclysm we faced conditions 
unflinchingly feeling that both inflation and deflation were a 
part of the necessary toll of war and that none of us might 
reasonably expect to avoid our proportion of that toll. 





Deflation Expected After Armistice 


It is my firm belief that deflation would have been met with 
tbetter spirit and in better grace by manufacturers and mer- 
chants generally had it come upon us immediately after the 
signing of the armistice, because it was rather generally ex- 
pected at that time and because it would have been looked 
upon in its true light, as the natural process of returning to a 
peace basis. 

But the signing of the armistice marked only a temporary 
pause in the process of inflation and while the extreme rise in 
prices during the past two years has rendered‘our descent to 
a basis of sound values more precipitous and therefore much 


returned home to a condition of idleness, unemployment, de- 
clining wages and industrial discontent only to add its num- 


bers to an already existing army of unemployed in this coun- 


try. Think of these things for one brief moment and then 
thank a merciful heaven that things have worked out as they 


have, that we as business men, can work out among our- 
selves, undisturbed by serious outside factors, the last stages 


effecting our industry in its return to normal conditions, the 
closing chapters of the greatest crisis in the world’s history. 


Day of Co-Operation Here 


This is no time for faint heartedness or criticisms or fault- 
finding or for an ill feeling of any ene branch of any industry 
or trade toward another. It is rather a time for congratula- 
tions and happiness, for’ co-operation, courage and mutual 
helpfulness looking toward reconstruction. 

We must all remember that the great movements in busi- 
ness, the swings to prosperity and then to depression are spon- 
taneous and absolutely beyond any human control. In its 
last analysis, business activity depends upon the mental 
attitude, the personal policies and finally upon the 
mental attitude, the personal policies and finally upon 
the purchases, of millions upon millions of people and 
the difference that exists between a spirit of confidence 
and freedom in purchases and a spirit of cautious econ- 
omy represents the exact difference between prosperity 
and depression. 


After-War Buyers’ Panic 


Soon after the close of the war a period of reckless pur- 
chases asserted itself. Demands that had been held in check 
during the war were bound to be satisfied at any price. 
Rumors of scarcity were taken up, and, as we have since 
found, were considerably exaggerated in a great many in- 
stances. What was for a time a seller’s market developed 
into a buyer’s panic with a consequent inflation that was 
appalling. It is estimated that between the signing of the 
armistice and October 1, 1920, the loans and investments of 
the banks of this country were increased $7,000,000,000 and 
Federal Reserve notes were increased $740,000,000. 

Staggering as these figures may seem they do not ade- 
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more dangerous to industry and trade, it has been beyond any quately express the extent to which values had been inflated 










ls. [I doubt a great factor in avoiding grave social and political dis- and they give absolutely no idea of the dizzy peak upon which 6 
have lurbances that might have caused, not only most serious we found ourselves in the Spring of the year just past. i 
copl MM financial losses, but might have actually undermined law and ; 
order and government to such a degree as to threaten the very a is i 
foundations upon which industry and trade must rest. wipe eben ‘ 

As business men we are perhaps too prone to make our i 





studies in the value of commodities, in which we are particu- 
larly interested, in terms of dollars alone which is highly in- 
accurate due to the fact that, while we realize that the dollar 
is only a comparative measure of value or a medium of ex- 
change, we overlook the comparative value of other commodi- 
ties in relation to the value of commodities which concern us 
most directly. 


Reasons for Thanksgivings 





poms: 


The smouldering spark of Bolshevism, the preachments of 
the Industrial Workers of the World, the doctrine of the one 
big union could very easily have been fanned into a conflagra- 
tion, had deflation set in immediately after the close of war. 
Picture for just one moment what might have happened had 
a industrial depression overtaken us within a year after 
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National Boot and 


Association Convention 


January 18-19, 1921 r/ 
Style Recommendations ) 


HE same optimism which pervaded the N.S. R. A 
Convention at Milwaukee last week, characterized the 
sessions of the National Boot and Shoe Manufacturers’ 

Association Convention held at the Hotel Astor, in 
New York City, Tuesday and 
Wednesday of this week. There 
was the ‘same firm conviction 
that not only the raw materials 
market, but that of the finished 
product as well have stabilized 
themselves and that the trade 
generally, both manufacturing and 
retailing, can look forward with 
confidence to an increasing volume 
of business. 


The History of 1920 


This note was first struck by 
President J. Frank McElwain when, 
after the preliminaries of opening 
the convention were over briefly 
rehearsed the history of 1920 and 
concluded: 

“So much for the past. What 
is in store for the future? The new 
year opens with an incoming vol- 
ume considerably increased over 
the immediate past, and with 
further definite factors looming up 
which justify more faith and con- 
fidence in ourselves, in our in- 
dustry, and in our government 
and its ability to help set us on 
the right road. 

“Many factors which have re- 
tarded business activity, such as 
tight money and credit, soaring 
prices, inefficient transportation, 
and extravagance are by degrees 
being supplanted by easier money, 
lower prices, improved transportation, and economy. It 
will take time to complete the shift but it is undoubtedly 
taking place. 

Promote Foreign Trade 


“The reopening and development of foreign trade, par- 
ticularly with those countries so sorely in need of our surplus. 
products, will help greatly to restore normal activity. Our 
government, our association, and we as individuals should do 
everything possible to promote this movement. Definite 
action has been taken and further action will be taken to 
bring this about. The revival of the War Finance Corpora- 
tion with its capital of $500,000,000, and the formation of 
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| Keynote Was Optimism 
Resolutions Adopted 






the Foreign Trade Finance Corporation, with its capital of 
$100,000,000, marks the inception of this movement. 
‘President Harding’s cabinet, we trust and believe, will 
consist of men who are in touch with National and Inter- 
national affairs, and who will set in 
operation those measures necessary 
for restoring National prosperity. 


Sound Hide Values 


“T would like to bring out with 
stronger emphasis that the founda- 
tion for confidence in our business 
lies in the fact that deflation has 
largely taken place, and we can 
build for the immediate future on 
genuine sound values in hides and 
skins. This same, statement ap- 
plies to many other commodities 
and just as soon as this condition 
is fully reflected in prices to the 
consumer, and the public has a 
realization of it, the chain is com- 
plete, and no further obstacle 
stands in the way of a resumption 
of commercial activity. 


The Inviolability of Contract 


“In order to bring about a com- 
plete, healthy restoration, evils 
which have crept in during this 
chaotic period must be eliminated. 
Contracts must be recognized as 
inviolable, and we should have 
nothing to do with merchants who 
consistently refuse to play fair. The 
giving of price guarantees is a prac- 
tice which has many elements of 
danger to the shoe industry and 
this should be discontinued. 

“There is another sphere of activity which I would like to 
call to your attention, and that is the relation of business to 
government. During the war the business world gave of its 
best men to the conduct of the government, and the winning 
of the war. Whatever may be said of isolated instances of 
extravagance it seems true that the government and business 
co-operatively accomplished an efficient job, considering the 
magnitude of the undertaking. 


Co-Operate With Government 


“We must again endeavor to help solve some of the great 
problems confronting our government and not become 
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destructive critics. Wherein can we help? In the problem of 
taxation, particularly the taxation of business, our adminis- 
trative departments are confronted with a tremendous task 
and should have our assistance. Vast sums must be raised by 


taxation. Where can this money be found and how can it 
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be secured with the least disturbance to business and 
economic conditions? The excess profits tax has fallen into 
disfavor. There is a strong movement on foot to raise the 
needed revenue, to take the place of what was secured from 
the excess profits tax, by a sales tax, either in the form of a 
tax upon all turnover, or a tax upon sales to the ultimate 
consumer. The merits or demerits of this plan should be 
given careful consideration. 

“I recommend to your attention the report of the Tax 
Committee of the National Industrial Conference Board 
which sets forth very clearly the arguments against the sales 
tax. The conclusions of that report, which will be considered 
today by this convention, appeal to me very strongly, and if 
you are in agreement with them I recommend that we set 
this forth in no uncertain terms. 


Confidence and Fair Dealing 


“No great prosperity can come unless all parts of our 
industry share in it. We should, therefore, continue to strive 
to promote not only our own welfare, but the welfare of tan- 
ners, wholesalers and retailers. Confidence, good faith and 
fair dealing are*the only basis for real co-operation.” 


Industrial Conference Board’s Work 


Following President McElwain’s address which had been 
preceded by the reading of the report of Secretary Sol Wile 
and of various standing committees, Perley G. Flint addressed 
the convention on the work of the National Industrial Con- 
ference Board, emphasizing the value of the board’s activi- 
ties during times of industrial depression, such as the one 
from which the country is now beginning to emerge. 

* 


Jan. 22, 192] 


For Harvard Research Bureau Work 


Another feature of the first morning session was a report 
by Elmer J. Bliss on the work during the year of the Harvard 
Research Bureau who ended with an appeal for funds with 
which to perpetuate the work of this bureau, insofar as it 
relates to the shoe industry. Discussion of how to raise the 
$5,000 asked by Mr. Bliss developed into a suggestion that 
the manufacturers set aside $2,500 for the purpose provided 
an equal sum is appropriated by the National Shoe Retailers’ 
Association. 


Recommendations by R. P. Hazzard 


Elimination of the excess profits tax and the substitution 
of a straight 14 to 16 per cent tax on net profits, plus a grad- 
uated percentage tax on individual incomes was recom- 
mended by R. P. Hazzard who also made a report as Chair- 
man of the Committee on Industrial Relations, pointing out 
the advantages accruing to the manufacturer who installs a 
first aid room in his plant. The net result, in his factory, he 
said was a decided decrease in the number of cases which 
resulted in the payment of compensation. 


Congressman Kreider Talks Tariff 


The morning session ended with an address by Con 
gressman A. S. Kreider on the tariff situation, and the 
adoption of a resolution very strongly opposed to the 
proposed duty on hides. “At a time like this,” declares 
this resolution, “‘when the whole nation is looking to 
the Congress for relief from inequitable and excessive 
taxation, we pronouncedly object to being made the medium 
through which a fresh burden is laid on the whole people 
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with resulting benefits to only a few large corporations who 
are not entitled to, and who do not need, such a generous 


bounty.” 


Report on Milwaukee Convention 


The morning session ended with a report on the Milwaukee 
Convention by James H. Stone, editor of The Shoe Retailer, 
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rather that it indicated a renewal of confidence on the part 
of the retailer in his manufacturer.”’ 
What Do Your Salesmen Sell Besides Shoes? 


Features of the afternoon session, other than Mr. Haz- 
zard’s report on taxation, already referred to, were an ad- 





ition 
rad- 
-Om- 





lair- 
out 
Is a 
, he 
hich 











sive 
ium 
ple 


HENRY W. COOK 
On Executive Committee 














dress by Bruce Barton, the magazine writer and advertising 
man, on ‘“‘What Do Your Salesmen Sell Besides Shoes,” and 
an address by Eugene Meyer, general manager of the recently 
revived War Finance Board. 


Talk On War Finance Board 


The latter pointed out the useful purpose to which the 
board has dedicated-itself. ‘I think,’”’ he said, “that there 
is a great deal in it for boots and shoes and for all the other 
manufacturing industries of the country, even if they are not 
directly engaged in the business of exporting in a way to 
make of interest to them the financing facilities which will be 
afforded by the resumption of the War Finance Corporation.” 






Farmers Biggest Producers and Consumers 





In meeting the popular objection that the revival of this 
body will benefit the farmer alone, he declared that farmers 
were the biggest producers as well as the biggest consumers 
in the country and that this country cannot be prosperous 
if agriculture is to be depressed. 






The Traveling Salesman Is a Power 





Mr. Barton’s address was filled with the quiet but pointed 
humor for which he is noted. 

“The thing that interests me,”’ he said, ‘‘and the thing that 
I want to talk about just for a minute is the attitude of sales- 
men, because there are a great many thousand and probably 
hundreds of thousands of them who are traveling the country 


who declared that “‘the keynote of that convention was not 
to be found in the volume of business which was placed, but 
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these days, and collectively, they have a tremendous potential 
influence upon the economic thinking of the country. 

“It seems to me in this time when there are so many con- 
flicting theories and so many people with remedies, and so 
many people with sorrows and hurts, what we are going to 
need tremendously in the next few years, and the thing that 
your salesmen can help to bring about, are the facility, the 
capacity, for seeing the other man’s point of view, for re- 
garding very tolerantly indeed anything that comes up in the 
way of a suggested solution. 


From a Talk to Travelers 


“‘T talked to some salesmen just the week before Christmas 
here in New York. That was the week I think when we struck 
bottom as far as our feelings were concerned in New York 
City. These fellows had burrowed under and found some 
way to get into the cellar beneath the bottom. They were 
the most disspirited and flabby bunch of fellows I had ever 
seen, utterly spoiled by five years of explaining to customers 
why they couldn’t deliver the goods and drawing large bonuses 
for traveling around and taking orders, or refusing to take 
orders. 

“The convention ought to have been held in a gymnasium, 
and I told them so. I said, ‘You are a fine-looking lot of 
fellows, but I would a good deal rather have a bunch of sales- 
men with broken arches and flat feet than nicely manicured 
finger nails, because you can’t get broken arches unless you 
are pounding the sidewalks, and that is the way we are going 
to get business.’ 


Appreciation for Traveling Man 


“TI believe that the thing that those men can do, the service 
that they can do has really never been fully appreciated by 
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those of us who pay their salaries—that perhaps second only 
to the press and the pulpit they in their thousands and 
thousands of daily contacts with the business men of America 
do have a chance to lay the foundations for solid, constructive, 
economic thinking. They do have a chance to leave men 
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feeling better than when they found them. They do have a 
chance to ground deep our confidence and faith in the United 
States, which, in spite of all its ups and downs and its panics 
so-called, and its periods of inflation and deflation, has come 
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through them all bigger and better than ever, and does some- 
how manage to go marching on.”’ (Applause.) 


Talks on Sales Engineering 

The afternoon session of the convention ended with an 
address on sales engineering by Willard E. Freeman of the 
Winchester Arms Company. He described the sales growth 
of his company as the result of common sense methods and 
analysis, urged the development to its highest point of service 
to the retail merchant and predicted the standardization 
of styles in the shoe industry in much the same way and for 
the same reason as it has been adoptéd in the hardware trade. 


A Survey of Business 

A survey of business conditions generally and of the mar- 
ket situation in particular enlivened the Wednesday morning 
session. President Frank B. Briggs speaking from the view- 
point of the manufacturer of women’s shoes stated that he 
believed the shoe manufacturing industry had liquidated to 
as great an extent as that of any other finished commodity. 
‘This alone,” he said, ‘“‘is a good reason for confidence which 
has heretofore been lacking.” 





Women Want Style Shoes 

‘In the women’s shoe field,”’ he declared, “‘shoe values 
are now on a pronounced trading level and a sub- 
stantial business awaits the manufacturer or retailer 
who is keen to the opportunity of selling style footwear. 
The time seems opportune to encourage pronounced 
style tendency, as the American woman is bound to 
have and appreciate as much as ever pretty and taste- 
ful footwear. The time has arrived to be optimistic 
over the prospects of a gradually improving business.” 
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Lewis Sounds an International Note 


Herman E. Lewis interjected an international note inio 
the discussion by claiming that stabilization cannot be com- 
pletely achieved in this country until conditions are stabilized 
throughout the world, but he conceded that the demand for 
new styles is causing the revival of the turn shoe business :t 
the present time. Others who spoke along similar lines 
were F’'red Emerson and John C. McKeon, the latter of who: 
urged an improvement in the quality of shoes and an increase 
in the efficiency of labor as one way out. ‘‘For a year or two.” 
he said, “‘it is better to forget profits and simply endeavor ‘o 
take care of our overhead and perpetuate volume. 


Novelty Shoes Greatest Stimulant 
“The element of novelty shoes,”’ he said, “is the greatest 
stimulant of all. For the benefit of the merchants should 
say that when you put novelties into your line you bring 
people into your store. Once you have a customer to work 
on there is always a possibility of getting rid of some so-calli-d 
inactive merchandise.” 


Discussion on Men’s Shoes 
Following a short talk on the leather situation by Jolin 
Holters and further remarks on the women’s shoe game by 
Raymond P. Morse, the discussion turned to men’s shoes 
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and was participated in by Herbert T. Drake, Henry Cook, 
Frank Farnum and Milton Florsheim. 





The general opinion prevailed that retail stocks 
have been liquidated and that new styles in men’s 
shoes may prove to be a necessary stimulant. Lighter 
colors in tans were urged by Mr. Drake and Mr. Cook 
predicted an administration of government affairs 
which would react favorably on all legitimate busines: 











At the conclusion of the discussion Mr. Florsheim urged 
that something be done to bring about a reduction in the cost 
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Report and Recommendations of 


Styles Committee 


Having in mind the conviction that the paramount 
feature of this year’s shoe business is to be the distribu- 
tion problem, your committee is of the opinion that 
every possible use should be made of the style ele- 
ment in footwear as an incentive towards larger dis- 
tribution. We are of the opinion that the style develop- 
ment for the coming year will be governed largely by 
this consideration; in fact, the present trend, as sum- 
marized in this report, would seem to indicate that this 
suggested assistance is already being sought and 
devoted to some extent. 


Colors and Materials 


As for colors and materials, dark mahogany shades 
will be most in evidence for Spring, and will continue 
to predominate in Fall shoes; all classes of trade 
considered. 

In the better grades of shoes, however, lighter shades, 
on the order of ‘‘Gaillun’s No. 4,”’ are steadily replacing 
the dark mahogany colors, and the medium brown 
shades are growing rapidly in popularity. This ten- 
dency is especially noticeable in the better class of 
large city trade. A further trend toward even lighter 
shades may be expected to develop during the coming 
season. 

In the South, dark brown kid will be especially 
strong for Spring and will undoubtedly continue so for 
Fall. 

The call for blacks is increasing slowly, more 
particularly in the heavier types of shoes and in boarded 
effects, which tendency may become more noticeable 
in Fall styles. 

‘Patent leather is still confined to dress wear and 
appears to have few other possibilities at present. 


Patterns 


Patterns are inclined to be more diversified. Bals 


with wide throat effects will continue staple. Bluchers, 
particularly of the type known as “Blucher-bals,’’ are 
increasing in favor in some centers, especially in shoes 
constructed from the heavier leathers and having heavy 
soles. 

Brogue styles are still going strong, in spite of pre- 
dictions of early death. They will be much in evidence 
in Spring shoes, particularly in the heavier oxfords; 
and while they may appear less often in Fall shoes, 
they will, without doubt, persist in Winter oxfords. 

Perforations and pinking are much in evidence and 
may be expected to continue in popularity for another 
season at least. 

For dress wear the patent lace oxford, more es- 
pecially in plain toe effects, has the call. 

Winter oxfords are very popular, especially with the 
younger men, and will without doubt continue strong 
next Fall. 


Lasts 


Lasts show a decided tendency to depart from the 
drawn-out, narrow toe effect which has been popular, 
especially in medium grades in the smaller towns and 
cities. The trend seems to have set in strongly for 
medium toe effects with fairly short vamps and wide 
tread, especially for the better class of trade. 


Your committee recommends that every effort be 
made at this time to exploit to the utmost the style 
feature of men’s shoes, with the expectation that 
business stimulation will result therefrom, and that 
men’s footwear may be more than a mere foot covering. 


H. W. Cook, Chairman. 
Paul Jones 

R. E. Smith 

H. E. Slayton 

Herbert Drake 

S. M. Patterson. 
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The convention proper ended with the adoption of 
the following resolutions. 

That members of the association be requested to 
report to the secretary all flagrant cases of breach of 
confidence on the part of retailers as they occur. 

That all members be requested to report monthly 
the names and addresses.of all dealers who have re- 
turned shoes unjustly to the amount of more than 24 
pairs within the month covered by the report. 

That the secretary keep records of the retailers so 
reported and when within any six months’ period a dealer 
isreported by at least three different manufacturers that 
all manufacturers who have reported regarding this 
dealer be [notified by letter by the secretary 
immediately. 

That when shoes are returned to a manufacturer 
because they are not up to average standard that they 
be replaced by other shoes, rather than credited. In 
other words, that they be exchanged for merchandise 
instead of cash. A dealer who is fair in his contention 
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Resolutions Adopted 


At National Boot and Shoe Manufacturers’ 
Association Convention 


cannot object to such a procedure and if such a policy is 
followed consistently it will prevent many retailers from 
returning shoes for the purpose of unloading. 

It is recommended: 

That the practice of guaranteeing prices be dis- 
continued immediately if possible, if not, just as soon 
as wholesale prices reach a somewhat stabilized level. 

That all members of the association have printed 
upon their order blanks the uniform conditions of sale 
as has been recommended by the association. 

That the secretary be authorized to secure, if 
possible, the co-operation of the commercial rating 
agencies so that there may be incorporated in their 
reports a statement of the tendency towards cancella- 
tion of contracts. 

That this association go on record as endorsing 
all legitimate efforts made by any association, the object 
of which is to put upon the statute books honest legis- 
lation to promote arbitration, the initiative having 
already been taken by the State of New York. 
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of lasts and patterns, even though it meant that the manu- 
facturers themselves make them in plants of their own. 
Among the speakers at the annual banquet were: Ex- 
Senator John W. Weeks, George E. Roberts, Vice-President 
of the National City Bank of New York, and ex-Congressman 
J. Adam Bede. 
Officers Elected 


Frank R. Briggs of Boston was elected president for 1921. 
Vice-presidents elected are: Charles S. Jones of Whitman, 
Mass.; John R. Garside of New York City; Elmer J. Bliss of 
Boston; Oscar C. Davis of Brockton, Mass., and John C. 
McKeon of Philadelphia. Honorary Vice-president J. 
Franklin McElwain; Treasurer Herbert P. Gleason; executive 
committee for three years: Fred L. Emerson of Auburn, N. Y., 
and Henry W. Cook of Syracuse; John A. Bush of St. Louis; 
R. P. Hazzard of Gardiner, Me.; John W. Craddock of Lynch- 
burg, Va.; Oliver Deridder of Rochester, N. Y.; Milton S. 


Florsheim of Chicago; W. L. Booth of Milwaukee and F. L. 
Weyenberg of Milwaukee. Councillors and delegates to the 
United States Chamber of Commerce are A. H. Kreider and 
J. Franklin McElwain. 


Discussion on Leather Situation 


The morning session ended with a discussion of the leather 
situation from the tanner’s viewpoint by Charles P. Vaughan, 
Laird H. Simons and Mr. Howes. It was also urged manu- 
facturers not to buy kid in excess of immediate requirements 
as he feared that any other procedure would result in a run- 
away market. 


Frank R. Briggs Elected President 


* The feature of the afternoon session was the election which 
resulted in the selection of Frank R. Briggs as president and 
the report of the styles committee which was as follows. It 
was made by Henry W. Cook. 
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Rochester Shoe Style Show 


Tenth Semi-Annual Event Features Flower City’s Leading Footwear Line 


N early return to normal conditions in the shoe indus- 
-\ try is foreshadowed by.the unprecedented volume of 
4 business at the Tenth Semi-Annual Rochester Shoe 
Style Show being held January 17-22. Buyers from all 
parts of the United States and Canada apparently are not 
here simply to look things over, for substantial buying has 
been reported by practically all of the manufacturers who 
are displaying their wares. From present indications,.the 
record of sales will surpass by a sizeable ntargin that of any 
previous show. 


Big Demand for Straps 


\n unusually heavy demand is being made for strap 
pumps. Suede and kid combinations in gray, tan and black 
haye won favor. However, shoe men are predicting that 
the strap effect will be followed by the tongue pump, advance 


CHARLES H. HELMER 


CLARKE B. ROWLEY 


models of which are being freely displayed. It is shown 
in a neat number with a fan-shaped tongue, generally of 
beaded kid or metal over kid. 


Cuban Heels Favorites 


Prominent manufacturers declare that there is a particu- 
larly big demand for Cuban heels on strap pumps and for 
Cuban heel oxfords up to one inch and six-eighths. Two- 
strap effects and Colonials are also popular and it is notice- 
able that the tendency in gray and brown ooze is toward 
baby Louis heels on ooze patterns. White sport oxfords 
with Russian calf and black calf trimmings have not been 
lacking buyers. 

Unusual Successes 

One manufacturer has had unusual success in sales with a 

display which included black, brown and gray ooze straps, 


two-strap tan calf low heel walking shoes, sport oxfords in 
white buck and white beachwood cloth, also with calf and 


kid trimming, and a brown and black satin pump with jet 
and beaded ornaments. 


What’s What in Style 


Bluchers and blucher effects are seen at the show in various 
styles with three eyelets. Sport shoe numbers run to golf 
straps and are of the brogan effect. Gray suede in dress 
numbers, as well as sport shoes, promises to be very popular 
for Spring wear. A little patent leather is seen in the better 
grades. White styles run to tongue and pump effects as well 
as plain oxfords. Small, dainty buckles and tiny buttons 
will be used to fasten milady’s footwear, and a lower heel 
is more popular than ever in the past. 


Exhibits in Attractive Settings 


Nearly sixty exhibits were shown on the fifth and sixth 


ASA J. PECK 


floors of Powers hotel. Efforts to furnish unusually artistic 
settings for this year’s displays have called forth much 
praise. One noteworthy display has been embellished with 
splendid art work and a quantity of the ornamental uva 
grass from South America; other manufacturers have placed 
their wares on tinted pasteboard counters neatly stencilled 
with bronze. An abundance of flowers of all sorts has filled 
the air with the fragrance of Spring and a large orchestra 
played all day at the show. 


Substantial Buying Daily 


An outstanding feature of the show is the unquenchable 
optimism of the buyers from many distant points. All are 
in accord in believing that the Eastern trade will supply 
the fondest hopes of the retail shoe merchants, and they have 
readily expressed themselves in favor of heavy buying. 
Substantial buying set in at the opening of the show on 
Monday and has been steadily increasing in volume each day. 

(Continued on page 64) 
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Resolutions Adopted at Tenth National Shoe 
Travelers’ Association Convention, 
Des Moines, January 17-19 


RESOLVED: That a copy of the new ruling 
on income tax be issued to each traveling shoe 
salesman, explaining that expenses of traveling 
men for hotels, meals, etc., in excess of the 
amount thet nominally would be expended if 
the traveler were at home, are deductible from 
tax returns. 

RESOLVED: That the National Association 
make petition for affiliation with the Interna- 
tional Federation of Commercial Travelers, 
favoring recommendation of boosting shoe sales- 
man for membership to Interstate Commerce 
Commission. 

RESOLVED: That we wish to go on record 
as favoring the joining local Chambers of Com- 
merce by local associations. 

RESOLVED: That the National Shoe Trav- 
elers’ Association go on record endorsing the 
style program of the Nations! Shoe Retailers’ 
Association, re-emphasizing the importance of 
creating and developing smarter styles for men 
in lighter shades of leather and stylish patterns, 
and a furtherance in women’s footwear of the 
stimulus of footwear fashion, all tending to in- 
crease turnover to the benefit of the entire in- 
dustry and to please the public. 








 s 


























RESOLVED: That as the showing of sam- 
ples at State and National retail shoe dealers’ 
associations has been at a great cost to both 
manufacturers and traveling salesmen, also a 
severe setback in operations of factories, be it 
resolved that we, the National Shoe Travelers’ 
Association favor the discontinuance of the 
practice of exhibiting our samples at future 
State or National retail shoe merchants’ con- 
ventions, and 

RESOLVED: That our action be immedi- 
ately communicated to the National Boot and 
Shoe Manufacturers’ Association convention, 
now assembled in New York. 

Resolutions followed urging hotels to post 
rates in each room and that pressure be brought 
to bring this about, also resolution of apprecia- 
tion of the good administration of the retiring 
president, William M. Oakman.: 

RESOLVED: That we go on record as still 
standing for nothing less than 6 per cent as a 
basis for selling shoes, as the present day charges 
that a traveler has to meet warrant even a 
greater per centum than the present rate. 

The other resolutions were on methods of 
election and administration of association. 
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National Shoe Travelers Meet 


In Tenth Annual Session at Des Moines---Important Resolutions 
Passed---Officers Elected---Philadelphia in 1922 


Des Moines, January 17, 1921. 
ELEGATES representing 3,200 traveling salesmen 
and 26 local associations met in Des Moines on 
January 17, 18 and 19 to emphasize the importance 
of the distribution of footwear and to demonstrate the pow- 
ers of organization through the National Shoe Travelers’ 
Association. 


GEORGE J. NICHOLS 
President 


Des Moines was at its prettiest, and hospitality made a 
new record. President L. D. Ream of the Iowa National 
Shoe Travelers’ Association, flanked by a big committee, 
wrapped up the city of certainty and presented it to Presi- 
dent Oakman for the duration of the convention. 


Industrial Awakening Insurers 


There was a sign up on Walnut Street reading, ‘“Rubbers 
Health Insurance,” which needs changing to ‘Travelers’ 
Business Insurance,” for if ever. there were a convention, 
according to Ex-President Keltenbrun, that insured an in- 
dustrial awakening, this body of contact men could deliver 
it in optimistic policies to merchant and manufacturer. 


The Convention Is On 


Monday was Governors’ Day, when presidents of all the 
afliliated associations deliberated. Tuesday morning “Let 
Her Go” Oakman delivered his message. After reading of 
reports and announcement of a five hundred member gain in 
1920, “Oakey,” ofttime moderator of Marshfield, Massa- 
chusetts, acknowledged his Webster head and clay feet, but 
embodied in his message five of the principal resolutions 
of the convention. ix 


Oakman’s Five Resolutions 


First, the achievement of the abatement of revenue taxa- 
tion to extent of a salesman’s traveling expenses in excess of 
his costs of living at home; second, correction of hotel charges; 


third, affiliation with International Federation of Traveling 
Men, and interest in local Chambers of Commerce; fourth, 
paid secretary if funds will permit; fifth, recommendation of 
shoe traveler for place on Interstate Commerce Commission. 
So excellent were his recommendations that a committee of 
five was appointed as delegates to analyze and incorporate 
the features of his address. 


Tribute to Secretary, Stanton 
A remarkable tribute was paid Secretary Fred W. Stanton, 
who through illness was not present. It was unanimously 
voted that he had done more for the association than all 
the membership combined, so a telegram was sent. 


Committee on Resolutions 

This convention, being exceedingly businesslike, the Com- 
mittee on Credentials established that 295 votes were ac- 
credited action on the floor. A whole flock of resolutions 
were given the committee, consisting of Messrs. Davis, Phil- 
adelphia; Kaltenbrun, Ohio; Benedict, New York; Delany, 
Boston; Saunders, Northwest; Smith, Pennsylvania; Mc- 
Donald, Buffalo; Graham, Central States; Kalisky, Chicago; 
Shaver, Rochester; Schilling, Milwaukee; Buzek, Cleveland; 
Weber, Cincinnati. They worked into the night, and on 
Wednesday submitted their resolutions, which were debated 
one by one, so that the final results represent the unanimous 
opinion of the association. They are promises of perform- 
ance expected to be kept. 


Achievements on Legislation 


The Legislative Committee proudly pointed to the ab- 
sentee voting laws in every State but ten, with even so 


| FRANK B. KING 
Vice-President 


august a ‘user as President Wilson. President Rex of the 
International Federation of Traveling Men, resident of Des 
Moines, told of the accomplishments possible in an associa- 
tion of 600,000 men. 
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The sound financial strength of the National Shoe Trav- 
elers’ Association was heard in Dave Davis’s report. 


A Ladies’ Auxiliary 
Let’s not forget the ladies present—Mrs. Fred P. Marx, 
Mrs. George M. D. Posey, Mrs. Gid Simpson and Mrs. J. E. 
Wm. Prescott, an auxiliary which some day will be heard in 


DAVE DAVIS 
Re-elected Treasurer 


convention for shorter and speedier trips, plus courtesy of 
merchants in expediting salesmen’s time, and will permit 
traveling men more home life. The modesty of the women 
prevents any formal resolutions to this effect. 


Travelers Good Samaritans 

The traveling man’s heart is always human, as evinced 
by the contribution of $500 to the Hoover fund for the starv- 
ing children abroad, likewise by the resolution of condolence 
to the family of Thomas Scoggins of Houston, Texas, and 
the floral tribute sent. That is one of the great appreciations 
an industry can make to the traveling man who never forgets 
the right thing to do at the right time. 

A theater party for Tuesday evening was given by the 
Des Moines Chamber of Commerce. 


T. A. Delany Elected Editor 

T. A. Delany, the orator of the convention, was given the 
duty and title of editor-in-chief of the Shoe Travelers’ Maga- 
zine, and he immediately enlisted the services of all associa- 
tion secretaries to aid him in producing the book every three 
months. 

L. M. Gerson, chairman of the Railroad Committee, wired 
from New York the conference report showing progress 
toward the abrogation of Pullman surcharges. 

Wednesday’s session on. resolutions brought out many 
coming orators, such being the ambition of President Oak- 
man—namely, to develop talent in the newer associations. 


Michigan Wins Membership Cup 
Michigan showed her faith in the National by taking the 
cup for 520 per cent increase in membership the past year. 
Buffalo ran close second, with the Northwestern Association 
and Kansas up with the leaders. W. A. Lesszczynski carried 
the cup back to Detroit after some speech. 


Tribute to Honorary President Oakman 


One feature of the afternoon session was a touching tribute 
to Ex-President Oakman. It was not the gift so much as 
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the way it was done. ‘Tom’ Delany started it, and then 
appreciations came from all sides. Finally, and we think 
Frank L. Wells of Kansas City had a finger in it, a miniature 
lantern was given “Oakey,” followed by a traveling bag, 
tools for order getting day and night. 

After the new officers were installed, Oakman was mad: 
honorary president for life. 

Election was by ballot and very regular. For Tellers E. 0 
Graham—*“‘Every One Good”’ Graham as he is known—W. A 
Lesszezyniski—called ‘‘Lizzy” for short—and Daddy) 
W. C. Patterson watched the polls. 


Election of Officers 


Speeches and election gave to the National: George J: 
Nichols, Minneapolis, president; Frank B. King, Chicago. 
vice-president; Dave Davis, Chicago, treasurer; Fred W. 
Stanton, secretary. 


Davis’s Oratory Wins 


A burst of oratory from B. B. Davis of Philadelphia, ani 
the City of Brotherly Love gets the convention for 1922. 


Address by President Nichols 


The opening address of his administration by Presiden! 
George J. Nichols showed his ability, for he asked for an 
advisory committee, and several policies were outlined. H: 
appointed Charles W. Evans chairman Railroad Committee 
Charles W. Maxwell chairman Hotel Committee, J. T. Clay- 
ton chairman Transfer Committee, J. P. Bryne chairman 
Legislative Committee, Charles Baxter and William M. Oak 
man on the Styles Committee. For Advisory Committee: 
William M. Oakman, Charles W. Maxwell and T. A. Delany. 
The Board of Governors, composed of local presidents, will 


FRED W. STANTON 


Re-elected Secretary 


consist of A. F. Jenks, Buffalo; T. A. Delany, Boston; Joe 
Kalisky, Chicago; J. Jaffe, Cincinnati; R. B. Zartman, (o- 
lumbus; R. M. Eberling, Cleveland; E. O. Graham, Central 
States; A. E. Oldaler, New York; Gid Simpson, Northwest- 
ern States; A. L. Smith, Pennsylvania; F. S. Brill, Rochester; 
Fred P. Marx, St. Louis; Arthur Schilling, Milwaukee; E. M. 
Cox, Southern States—with several other associations, elect- 
ing presidents in the Spring. , 
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Thomas M. Scoggins Dead. 


Director of N. S. R. A. Prominent in Trade and Social Life 


Houston, Texas, January 18—Thomas M. Scog- 
gins of Houston, Texas, Director of the National Shoe 
Ketailers’ Association, and one of the foremost retail 
shoe merchants in the country is dead. At the very 
time when at the Milwaukee Convention, W. W. 
Willson of Boston was euologizing Mr. Scoggin’s 
good work for the association, and had tendered to 
him, an esteemed associate, a loving cup as a tribute 
for his earnest efforts and his inspiring presence at 
past annual gatherings, Thomas Scoggins was 
breathing his last. 

His death occurred in Kerrville, Texas, whither he 
had gone in a vain endeavor to regain his health. He 
left Houston last May and was able to keep about 
until last September, when he was obliged to take to 
bed. His wife and family were with him when the 
end came at noon Tuesday, January 18. His body 
was brought to Houston for burial. 


Wide Circle of Friends 

Thomas M. Scoggins was one of the most beloved 
and successful shoemen in the country—a real mer- 
chandiser. He was born in New Orleans about 60 
years ago, and through his industry and close atten- 
tion to detail, had forged his way to the head of the 
well-known retail shoe firm of Krupp & Tuffly, Inc. 
Besides the large and beautiful store of Krupp & 
Tuffly, Inc., his partner, Louis F. Tuffly, and he 
owned Tuffly & Scoggins, an exclusive men’s shoe 
store nearby. The two stores employed about 50 
people and did a large business. 


A Real Leader 

A few years ago fire destroyed the Krupp & Tuffly 
store, but Mr. Scoggins immediately commenced to 
rebuild. The result was the magnificent store of 
Krupp & Tuffly with its 100 feet of beautiful window 
space. 

Besides his shoe business Mr. Scoggins was in- 
terested in various banks, real estate and industrial 
enterprises in Houston. He had long been respected 
as one of Houston's leading citizens. 


President of Texas Association 

At the convention of the Texas-Oklahoma-Louisi- 
ana retail shoe dealers in Dallas last February, Mr. 
Scoggins was elected president of the Texas Associa- 
tion. Soon after the Dallas convention he was taken 
ill with a throat affection, which, with liis accustomed 
vigor he vigorously fought, but a few weeks ago it 
became apparent that death would be the conqueror. 
The eldest of Mr. Scoggins’ children, H. Carroll 
Scoggins, was associated with him in Krupp & Tuffly 


and is also general manager of the Southern Shoe 
Journal. 





Hide Import Duty 


Washington, D. C., January 18—Senator Jones of 
New Mexico in the executive session of the Senate 
finance committee asked last Friday to have the 
emergency tariff bill now pending amended by mak- 
ing the import duty on hides the same as in the old 
Dingley tariff law. The amendment was agreed to. 


Washington, January 17—The Senate Finance 
Committee at noon reported on emergency tariff bill 





THOMAS M. SCOGGINS 











and says regarding duty on imports of hides: “Hides 
of cattle, raw or uncured, whether dry salted or 
pickled, 15 per centum ad volorem provided that 
upon all leather exported made from imported hides 
there shall be allowed a drawback equal to the amount 
of duty paid on such hides to be paid under such 
regulations as the secretary of the treasury may 
prescribe.” 


Bids February 7-8 


Washington—The Surplus Property Division will 
open bids on February 7 for 5,222 pairs of reclaimed 
marching shoes and 4,675 pairs of reclaimed field 


shoes. 
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HE year 1921 should be a 
brighter, happier and more 
satisfactory year than the 

one just completed. To bring this 
pleasing condition about, it is up to 
everyone to be fair; square, open 
and above board in all of his 
dealings with his fellow men. To 
make our relations more enjoyable, 
we should not fail to see that the 
spirit of human fellowship and fair 
play enters into our daily relations. 

Even though conditions have been 
most trying, we must all meet our contracts and 
obligations to the utmost limits of our resources. 
The majority of people in business do not ordi- 
narily want to break faith with their fellow men. 
May we be unfailingly fair to our customers and 
adhere just as rigidly as ever to good, honest, and 
fair business practices. 

It is true the basis of civilization is moral law, 
and when the moral law is broken, civilization 
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Signs of Business Good Sense 


By C. R. WILLIAMSON, President 
Ault-Williamson Shoe Co., Auburn, Me. 





Cc. R. WILLIAMSON 
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and all that goes with it, is in danger 
of breaking down. We are optimists 
—we believe that everyone will 
have a bigger and better trade in 
1921. 

Our country in many ways is 
blessed. Crops are tremendous— 
everyone has something to eat 
and wear. There is no epidemic of 
influenza in sight as afflicted us in 
the past. World conditions are be- 
coming better, and indications point 
to an early resumption of export bus- 
iness, which is one of the chief conditions that 
will materially help the commerce of this 
country. 

The incoming administration shows signs of 
good business sense, and good judgment for the 
solution of the many problems confronting the 
country today. Truly, it is time for us to look 
on the bright side and realize that we are the 
most fortunate people in the world. 
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ROCHESTER SHOE STYLE SHOW 
(Continued from page 59) 


Attractive Entertainment Features © 


Chief among the entertainment features for the visitors 
was a dinner-dance on Wednesday evening at the Powers 
Hotel. A large jazz orchestra played, and an exhibition of 
aesthetic dancing by the pupils of Miss Marie Whitebeck 
Clark featured the program. On committee in charge of 
the affair were Clarke B. Rowley, Charles H. Briggs, Ray A. 
Statt, Asa J. Peck and Charles H. Helmer. Daily luncheons 
and round-table discussions have been held at the hotel. 


Coming State Conventions 


Indiana, February 21-23; Oklahoma, February 
22-24; Tri-States, March 14-16 


The January get-to- 





This is convention time. 
gethers are about over. 

First on the list of February State conventions 
dates is that of the Pennsylvania Shoe Retailers’ 
Association, to be held at Hotel Casey, Scranton, 
Pa., February 21-22. 

Indiana comes next with a convention at Tom- 
linson Hall, Indianapolis, February 21-23. There 
will be display booths, elaborately decorated, the 
number of the booth and name of the firm occupying 














the booth will be lettered on the booth. There will 
be plenty of table and shelf room. A registration fee 
of $5.00 is made to each salesman attending the 
convention, which entitles him to an associate mem- 
bership in the Indiana Retail Shoe Association, to 
the smoker and jazz festival, banquet and other 
entertainment. 

The Oklahoma Shoe Retailers’ Convention will be 
held at Hotel Tulsa, Tulsa, Oklahoma, February 22- 
24. There will be 40 display booths. These booths 
are decorated and all ready for display. © A list of the 
committees is as follows: Entertainment, E. B. Stern, 
Chairman, Walk-Over Boot Shop; Sidney Lazarus, 
Assistant, Cinderella Boot Shop; Ladies committee, 
Mrs. H. S. Miller, Chairman; Style Show, S. W. Aiken, 
Aiken’s Bootery; Display Boots, Thos. Campbell. 
Turk Bros.; Publicity, L. Lyons, Lyons Shoe Store, 
V. W. Lyons, Lyons Shoe Store, Assistant; Hotel 
Reservations, Sol Jacobs, Chairman, Tulsa Up- 
Stairs Shoe Shop; Program, H. S. Miller, Boston 
Shoe Shop. _.. 
Tri-State At Chisca 


The Tri-State Shoe Retailers’ Association will hold 
their annual convention at the Chisca Hotel, Mem- 
phis, March 14-16. 
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Panels and Buckles 


A rich seal brown velvetta calf, with 
dark brown Standard Kid straps and 
trimmings. 


This shoe is capable of many beautiful 
combinations, and is an exceptionally 


good fitter. 


Kimball and Sherman” Quality. 


KIMBALL & SHERMAN CO 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 


8S 


== 








Dnpression/ 


Don’t use guesswork in measuring feet, but 
impress your customers with the accuracy 
of your shoe fitting with the aid of 


Dr Scholls 








PEDO-GRAPH 








With this device, which’ has justjbeen perfected, a 
good, clear print of the foot_is instantly obtainable 
without removing the_hose. 


The PEDO-GRAPH’ simplifies foot fitting—is a 
valuable aid in making foot trouble analysis—sup- 
plants. guesswork , with- accuracy—saves time and 
worry. 


It registers foot measurements from heel to ball, on 
which standard shoe sizes are based. A chart indi- 
cates the proper shoe size and last, with exactly the 


THE SILENT FOOT ANALYST 





It reveals any irregularity in foot balance or align- 
ment. Depressed arches are at once noted. Dropped 
metatarsal heads are readily discovered. Callouses 
show up as dark spots. Contracted or overlapping 
toes are conspicuously shown. 


These prints impress the customer with the efficiency 
of your fitting service. They can be used to explain 
foot conditions which cause shoes to wear unevenly in 
certain places, thus forestalling complaints and effect- 
ng the sale of Dr. Scholl’s Foot Comfort Appliances. 












right allowance made for elongation or spreading of 
the foot when the body’s weight is on it. 


The PEDO-GI:APH makes a true impression of the 
sole of the foot, notwithstanding that the hose is worn. 


Price $18.00, f.0.b. Chicago. 








Order yours today. 


THE SCHOLL MFG. CO. 


Largest makers of Foot Comfort Appliances in the world 
213 W. Schiller St., CHICAGO 
339 Broadway, NEW YORK 112 Adelaide St. E., TORONTO 
LONDON PARIS NEW YORK 














The rubber sheet upon which the foot 
is A ey! is inked on > under side, 
and the impression is made on a paper 
chart or graph. The rubber is then re- 
leased and automatically wound around 
a spring roller, which at the same time 
re-inks it. The chart is tern of 2 pod 
in the bottom of the PEDO-GRAPH 
and the whole operation is completed 
in a few seconds. 
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“WOC-O-MOC”! 


‘The New BASS: Moccasin 








There's value in a careful tuy, 
There’s wisdom in selection 

Of shoes of good RIALTO make— 
They're mighty near perfection. 


Twin Sabot 


A Twin Strap fresh from the boards Mod- 
eled along Rialto lines and a sure winner for 
Spring. In Suede, covered heels and com- 
bination leathers. 


Every possible sales feature is built into 
Rialto Shoes. It takes master craftsman- 
ship to carry out the ideas of our expert 
designers. Rialto footwear is a combina- 
tion of art and craft. 


Sample Rialtos in either your or our offices. 


Rialto Shoes—Good - All-W ays 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 
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Style 3893 
THE “WOC-0-MOC” 


A New Pattern that for sheer utility 
has already revolutionized the moc- 
casin industry. A glance will show 
that this moccasin has NO seam on the 
point of the blucher—the exact place 
where the ordinary moccasin always ris 
first. “‘WOC-O-MOC,” by the elimination of 
this seam, presents a moccasin that cannot 


rip—a moccasin that will wear out sole after 
sole and still keep the upper intact. 


WRITE US! 


G. H. BASS & CO. 


Shoemakers for 45 years 


WILTON : . : MAINE 
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THE NEWEST LOW-CUTS 
IN-STOCK 
FOR EASTER 


No. 608 Price $4.50 No. 722 Price $5.15 
Black Kid Theo Tie, Plain Black Kid One-Strap Pris- 
Toe, Single Sole, 13-8 Heel, cilla Buckle, 13-8 Heel, 
Broadway Last. Broadway Last, Goodyear 

CtoD Welt. 
B to D 








GET LINED UP SEND FOR THE NEWEST STYLES 
ON THESE LIVE OUR NEW IN OXFORD AND 
ONES FOR YOUR SPRING STRAPS READY NOW 
EARLY TRADE CATALOG FOR EASTER TRADE 

















E . No. 711 Price $5.00 

No. 602 = Price $4.50 Black Kid Ox’ord, Imitation 
Cocoa Calf Oxford, Imt. ' Tip, 13-8 Heel, Broadway 
Wing Tip, Perf. Vamp and Last, Goodyear Welt. 
Fox., White Fair Stitch, 13-8 AA to D 
Heel, Broadway Last, Imita- No. 713—Same in Brown 
tion Welt. Ki 

B to D id $5.00 


THOMSON -CROOKER SHOE CO. 


22 STATION STREET 
BOSTON (20) MASS. 
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PEO OK OR KOK OKOKER OK 


STAPLES ARE ALWAYS GOOD SELLERS| 


IN STOCK FOR IMMEDIATE DELIVERY 


CABARETTA VICI KID BALLET 


; 

l 

{ 

CABARETTA GYM §} 

Chi Id's, 8}4-11...$1-40 OXFORD i 
Misses’, 1134-2. 


1.45 
Growing Girls’ 214-6. 
$1.50 





White Canvas al 
up-to-date oe. 

















-ALL TURN SEWED 








WOMEN’S 
CABARETTA 
Whole Quarter 
Comfort, Cushion 


CabarettaComfort Blu. 


BAY STATE SLIPPER C 0.) 
CABARETTA HAVERHILL (Dept. 10) MASS. § : 


ONE-STR Terms 2% 10 days; net 30 
iD Mn 6 580 0.0 co6scbcccoccecs $1. Ls 1% extra check with order 
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“MAKES BETTER SHOES 
STILL BETTER” 


~SCHERERS 


flow er’ (ity 


“THE outward appearance of 

your shoes may, and often 
does, mean everything in making 
the sale. 


Scherers Flower City Kid will 
clothe your shoes in an evident 
quality that your customers 
cannot mistake. 


Oscar Sherer & Bro. Inc. 


29 SPRUCE ST., N. Y. 
FACTORY NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


SSeS 











These Are Some of Our 
Most Wanted Shades 


MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 

WINE No. 6 
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No. 47 


“MANCHESTER” TAN CALF BAL. 





No. 061 


“ARDSLEY” MED. TAN CALF LACE OX. 





“BEVERLY” DARK TAN KID BAL. 





“BERKELY” GLZ. KID BLU. 





No. 60 


““ARDSLEY” TAN CORDOVAN FOXED BAL. 





No. 062 


“ARDSLEY” TAN CORDOVAN LACE OX. 





“COMPOSITE” GLZ. KID BLU. 





CLOTH TOP 


“SAXON” PAT. COLT BUTTON 


No. 4 


“ARDSLEY” MED. TAN CALF 8 


- 


mel 
No. 071 ~ 


“ARDSLEY” BLACK CALF LACE 


No. 26 


“NO. 4 COMBINATION” TAN KID 


DEALERS: 


Build your business on me 
dise of an estabiished gradé 
quality reputation. 


Carry shoes of the characte 
stand out in a class by the 


give prestige to your storiy 


build you a profit making am 
manent clientele that wil! be 
while. 


A. E. NETTLETON CO. 


SYRACUSE, N. Y., U.S. A. 
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“ARDSLEY” BLACK CALF BAL. “MARLBORO” DARK TAN CALF BAL. “BEVERLY” DARK TAN CALF BAL. > 
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No. 051 4 
No. 063 : 7 
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No. 21 a 
No. 16 ' 
A 
“FRISCO” GLZ. KID BLU. “TARSIC” GLZ. KID BLU. “LENNOX” DARK TAN KID BLU. y¥ 
* 
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No.17 [RY 
Nettleton Shoes carry an added & 
stige as a result of years of ' 
ational Advertising in the great runs. Pp 
. ° ° -_ 
ational publications. DRESS” [|F. 
GI Z -_ 
Nettleton dealers find it easier to ° KID Da 
fine shoes that are well known BAL. be 
the public and in which the + 
blic have confidence. 4 
an 
UPLIFT t 
GLZ. KID BAL. FLEX. SHANK > 
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A. E. NETTLETON CO 
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QUALITY then Quantity 


In preparing our 1921 models of “Parisian” FELT SLIPPERS, we have 
worked to put quality into them first of all. Accordingly the best and 
heaviest felts are employed—26 oz. to 32 oz. 


Quantity comes next. Complete “Parisian” lines are now in the jobbing 


houses; make them your leading felt slipper line. Ask your jobber to 
show you all “Parisian” styles—then place your orders. 


= 


PARISIAN SLIPPER CO., Inc. 


195-197 Chrystie Street - - New York, N. Y. 
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THREE FAST SELLING 
SHOE DRESSINGS 


They are particularly in demand now— 
and all are of “Griffin”? quality 


TAN »=BROWN LEATHER)] ICH 
0 SHOES " 


TAN Vv 


Oe NGS GRIFFIN LOTION 
GRIFFIN : Race 
n white, black, light tan, 
“RAPID’ 9 GRIFFIN Havana brown, dak Saomn 


—_ 9? light gray and dark gray. 
n-Er -Tube Cleans, softens and polish 
BLACK Gee Sie ool 


A quick dye that dyes to a BLACK SHOE CREAM no injurious acids. It is to 


jet black any color leather. . ss gt the leather what cold cream 
Polishes easy, requires no liquid, keeps pape cag ty 


Leaves no disagreeable odor. . - 
3 oz. size, per gross, $22.30, indefinitely, remains soft to the last. 3 oz. Size, $21.00 per Gross, 


per doz. $2.00. Per gross, $15.00 Per doz., $1.30 $1.80 per Doz. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - . NEW YORK, U.S. A. 
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There are Shoes that Cost More— 


but none are more stylish—longer 
wearing—or more comfortable— 
than those made of 


ROVILLA. 


(Calf and Sides—Kid Finish) 


We know of no other leather that holds 
its shape and new appearance as long. 


That is only ome point of NOVILLA 
superiority. There are many more that 
will please your customers with shoes 


made of NOVILLA. 


Write us today for a list of manufacturers making 
shoes-of NOVILLA for men, women and children. 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 
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For women’s -high grade boots, pumps 

‘and. slippers, 'a genuine soft hair skin 
cabretta—full:chrome tanned, washable 
and durable. 


Send for sample or ask your manufacturer. 


Pam ot 


Patent Side Leather 
Side Leather, black and colors 
Cabretta, Snowhite, brown and black 


J. A. MacDonald Leather Co. | 


21 Lincoln Street, Boston, Mass. 
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The Latest Styles 


Require 








TRADE MARK 


Its various adaptations are 
found «in the best accepted 


E 


EDW. H.JOHNS 


115 WASHINGTON ST. TRENTON, N.J. 


An Instant Cleaner 
for White Féotwear 


A neat packet which sells 
itself upon presentatiog. 
Contains no liquid to spill. 
An ideal accessory for the 
traveling kit—takes up lit- 
tle room— will not soil any- 
thing. 
We will send you “OH” 
HOWHITE in an attrac- 
tive container, which you 
. oan place on your show 
‘ease at once. It’s a sure 
and consistent seller. 
In Stock for immediate deliv- 
ery. Letus send you samples 
and prices. 


ON MFG.CO, 








vogue in both France and 
America. We supply widths 
for all styles. 


Everlastik, Inc. 


"52 Chauncy St., Boston 
395 B’way, New York 


MUL en nen Mn nel Tetl 


aaa) 


si 


5 MMe Mee Mere 





wih \ 
OCusii|s MU eliiiiiiiielliiiiiiiiiiiel oe eliiiiiiiiieliiiiiiiiiiteliiii 


— 





Po PEELE LA aml ba 


PEER Jee eeaae 








SHNOUMNOM 


Jan. 22, 1921 BOOT AND SHOE RECORDER 


The 
First National Bank 
of Boston 














Capital, Surplus and Profits 
$37,500,000 
_ Deposits 
$181,500,000 


Resources 


$264,000,000 
Make It Your New England Bank 
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The Beginning of the Rise— 


in leather is shown by the recent advance 
of raw calfskins. 


If you see shoes made of WILO SIDES 
you will not accept any substitute. WILO 


SIDE LEATHER always outwears the 


sole. 
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‘WILO C. D. Kepner Leather Co. 
war oes 139 South St., Boston, Mass. 
SIDE LEATHERS 223 W. Lake St., Chicago, Ill. 
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A line of rubber shoes can gain a good reputation through only one means— 
service. The men who wear these shoes put them to the hardest kind of tests and 
they stick to the brand that makes good. It is enough to say that they demand the 
Converse Tire Sole Line winter after winter. 


\ Look for 
the Big “C” 



















] 
Besides these heavy-duty overshoes, the line comprises voots, pacs, leather tops and : 
all-rubber gaiters. They are all built of selected materials, reinforced at the wear spots, é 
constructed on our special lasts. ‘ 
, c 
Stock up now. There’s nota minute to lose. | We are ready to ship your orders on the dot. . 
Black Caboose —Heavy-duty work rubber. (Used to be “Men’s Carrier.”) P 
Pure white double sole. White top binding. : 
Scorpion Short —Red rubber short boot for all occupations, demanding excep- a 
tional service. A\ll the strength of our superior machine mak- e 
ing process is illustrated in this strong boot. Soles are pure : 
white with Big “C” bottoms and are made with an extension ; 
which protects the upper perfectly. Wide, tough heel that pa 
won’t cut through. 
Red Caboose —All the sterling quality of “Black Caboose” in red rubber. 
Men’s Watershed —Here’s a waterproof arctic, high and dry. Four-ply laminated m. 
upper (a type of construction originated by us). _ Black top. ar 
White binding and White sole. Wool inside and out. ” 
— Immediate Deliveries ; 4 
/ CONVERSE RUBBER SHOE COMPANY Sh 
Factory: Malden, Mass. mn 
Service Branches: on 
New York—142 Duane St. Chicago— 618-626 W. Jackson Blvd, “ 
0 
aad 
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CASHMERETTE UPPER 


RUBBER VAMP 
FRICTION VAMP 
FLEECE LINING 
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EVERYTHING LOOKS ROSY 


Congratulations to Retail Shoe 
Trade for Part Taken in Convention 


The retail trade of Milwaukee is 
just getting back to earth, so to speak, 
after soaring to great heights under 
the pressure of the enormous task it 
accomplished so conspicuously well in 
entertaining the tenth annual national 
convention. For the first time in 
weeks a large number of store owners 
and managers are again back at their 
posts, which they were obliged to desert 
continuously or interruptedly for days 
at a time. During the convention sea- 
son proper, even the subordinates were 
called into service, but the stores con- 
tinued to do business all the time. 
However, it proved to be a real test of 
efficiency and thoroughness of store 
organizations. 


The ‘‘Recorder”’ Slogan 


With the convention past, but by no 
means forgotten, Milwaukee merchants 
are putting into practice some of the 
suggestions and ideas which were pre- 
sented in vast volume at the sessions 
to enable merchants to carry out the 


“Recorder” ‘slogan — Getting More 
Shoes Sold Right. The enthusiasm 
over the prospects for a bright future, 
immediste and distant, which was sub- 
stantially. constructed by the gathering 
of thousands of shoe dealers from all 


parts of the country, found fertile soil - 


in Milwaukee, where, in fact, it origi- 
nated. . 


Business Is Increasing 


The psychological effect of the con- 
vention and the enormous amount of 
publicity it received in» Milwaukee 
upon the people of the city is being 
felt in a steadily increasing volume of 
retail business. While at first it was 
regarded as unfortunate that conven- 
tions and the world’s fair feature could 
not be open to the public, alone for 
physical impossibilities, it developed 
that the public learned early of the 


Manufacturing, 
ments m 


Milwaukee 


strict limitations surrounding the mag- 
nificent exposition. And, with character- 
istic, human impulses, almost everyone 
tried, by hook or crook, to gain admis- 
sion. The comparatively few who 
could thus be accommodated were con- 
verted into first-class ‘‘boosters’’ for 
the shoe business. Local stores dealing 
in the higher class of footwear, princi- 





Strong Buying Movement 


From the viewpoint of the 
manufacturers in the Milwaukee 
market, the convention did a 
world of good, for the orders 
booked at the world’s fair and 
those which have since developed, 
are making it necessary to steadily 
increase production. Re-employ- 
ment of boot and shoe workers is 
becoming general, while extension 
of working schedules is now a 
rule rather than the exception. 
The belief is expressed that the 
buying movement has only 
begun, and that for the next 
three to four weeks a relatively 
large volume will be placed. 
Most of this business is specified 
for immediate delivery to catch 
Easter trade, and it embraces 
the staple as well as novelty and 
specialty lines, although the bal- 
ance is in favor of the latter class 
of merchandise. 











pally women’s merchandise, report that 
the inquiry for the ultra-fashionable 
goods was stimulated to an unusual 
degree because of the mental effect of 
viewing the wonderful exhibits at the 
Auditorium by a select few who were 
able to enter the portals. 


Automobile Show Boosts 
The thirteenth annual Wisconsin 
automobile show is being held in the 
Milwaukee Auditorium from January 
17 to 23, and as usual, thousands of 
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America’s Shoe 
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people from all sections of Wisconsin 
and Upper Michigan have been coming 
to this city all week. Their presence 
was again noticeable in the boot shops 
of the city. A large number of up-State 
people of means who come to the auto 
show to look or to buy take advantage 
of the occasion to make purchases of 
footwear. This business favors largely 
the highest grade lines, which generally 
are not available in full runs of sizes 
and styles in the home town, conse- 
quently the Milwaukee market with 
its comprehensive array of styles and 
stocks is able to take considerable 
reflected glory from the annual auto- 
motive expositions, in the way of real, 
honest-to-goodness business. 


Appleton Publicity Interesting 


Retail merchants throughout Wis- 
consin are watching with keen interest 
a movement launched at Appleton, 
Wis., by some of the live-wire mer- 
chants, to stimulate trade generally by 
co-operative advertising and publicity 
effort. A meeting was held under the 
auspices of the Appleton Chamber of 
Commerce on Januery 13 to discuss 
plans. Appleton is the logical and 
convenient shopping center for a large 
and wealthy agricultural and industrial 
district in the Fox River valley, and 
the trade territory is figured as the 
equivalent of about 20,000 homes, into 
which the merchants intend to go 
collectively rather than individually. 
A special committee is now at work on 
plans. 


Return of Integrity 


‘‘What American business and Amer- 
ica in general needs most today is a 
return of integrity,” was one of the 
striking thoughts expressed by Roger 
Babson, the noted financial and com- 
mercial statistician, in an address 
before the Milwaukee Association of 
Commerce on January 10. ‘American 
business needs to be honest with itself. 
Let the business man reform himself. 
Let him cease the dishonest praetice, 
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Women’s Shoes 


ig here to Buy 
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SIXTY STYLES OF 
COMFORT SHOES 
IN STOCK 
Juliets, Oxfords, Bais, Polish, Sandals, etc., 
women’s Flexible Welts and warm lined 
men’s slippers. 
TIMSON BROS., Inc. 


620 Atlantic Ave. Boston, Mass. 








CHILDREN’S TURN FOOTWEAR 


High Grade Low Cuts and Boots. 
Made in Black and Tan Calf and Kid, 
also Pat. Chrome. Popular Widths. 
Inquiries Promptly Answered. 
JAQUES & CLEMENT 
Victory Bidg., Hale St., Haverhill 
Room 404, 183 Essex Street - BOSTON 











PHILLIPS-CRAM “*. 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Eesex Street 








WOMEN’S TURN 
COMFORT BOOTS 
Immediate Delivery 
Sold in dozen pairs or case 
lots. Straight runs. Sizes 
4 to 8. Plain or tip toe. 
Price $2.60. 
Cushion Sock Lining 
Rubber Heels 
Terms 5% 10 days 
VER SHOE CO. 
Haverhill, Mass. 








WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
B > 108 Li In Stree 








t 








E. A. & M. C. Witherell Co. 
Manufacturers 
‘Women’s Turn 
Boots and Slippers 


Pootery, 
Haverhill, Mass. 
Boston co 
147 Lincoln St. 








FOR THE 
HOLIDAY 


Fine kid Boudoir Slippers in stock for imme- 
diate delivery, made of best materials obtain- 
able in Black, Blue, Red, Pink and Tan. Order 


sizes or case. Prices, Black $1.35, Colors 


1.65. Terms, 5% 10 days, net 30. 
SILVER SHIOE Co. Haverhill, Mass. 
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COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
Straps, Pumps and t 
Ties in Black Satin 
and All Leathers. 
Factory, 118 Phoenix Row 





Boston Office 
Haverhill, Mass. 110 Lincoin St 
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for example, of discharging his work- 
men at the front door and re-hiring 
them at reduced wages at the back 
door. Let the business man stop his 
dishonest juggling of prices. Let the 
worker give an honest day’s work for 
an honest day’s wages.” 

Mr. Babson said bankers were largely 
to blame for recurrent booms and 
panics. It is the bankers who finance 
the price booms, he said, by extending 
credit to manafacturers and whole- 
salers, thus bringing on inflation; then 
they withdraw credit and the deflation 
crises follow. He remarked about the 
unusually sudden and stringent restric- 
tion of credits by bankers within the 
past year as having caused the recent 
depression. 





Mr. Babson sent out rays of 
hope by saying that a revival of 
business and a new era of sound 
prosperity in 1921 are at hand. 
He pointed to the enormous re- 
serve buying power of the public 
as the basis of the prediction, 
and asked for a return to the 
paths of righteousness and service, 
and the forsaking of the paths of 
selfishness as remedies to attract 
this buying power into the chan- 
nels of business and commerce. 











For Daylight Saving 


Merchants, manufacturers and pro- 
fessional men of Milwaukee have under- 
taken an organized campaign seeking 
the enactment of a daylight saving 
ordinance by the Milwaukée Common 
Council. Twenty thousand signatures 
are being gathered on petitions so that 
if the Council refuses to act, a referen- 
dum will be compelled. It is proposed 
that clocks be set ahead one hour 
from April 24 to September 25, to 
conform with the local daylight ordi- 
nances of Chicago and other large cities. 
J. C. Jocelyn, president of the Jocelyn 
Shoe Company, is the representative 
of the boot and shoe industry on the 
committee handling the campaign. 


Emerson Seeking Location 


The Emerson Shoe Company of 
Rockland, Mass., is seeking a location 
for another of its chain of retail stores, 
to be located in Milwaukee, according 
to information divulged at the national 
convention. Negotiations are now 
under way for the lease of one of a 
number of available sites. Herbert T. 
Drake, president of the Emerson Com- 
pany, accompanied by Hollis B. Scates, 
in charge of the women’s shoe depart- 
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ment, looked after details while attend- 
ing the convention and world’s fair. 


Albert Raskin Dead 


Albert Raskin, a shoe merchant at 
316 Chestnut Street, Milwaukee, died 
from the effects of injuries received 
three weeks ago when he was assaulted 
in his store in the early evening hours 
by four negroes. The four bandits 
were sentenced to State’s prison two 
weeks ago for terms of 12 to 20 years 
upon pleading guilty to the Raskin 
assault. Since Mr. Raskin’s death,. the 
prisoners have been returned to Mi!- 
waukee to stand trial on charges of 
murder during the coming week. Cor - 
viction will mean life imprisonment. 


Beloit Business Changes 


Brown Bros., leading shoe merchan's 
of Beloit, Wis., have given a long ter: 
lease to the S. S. Kresge Company of 
the site of their present store and 
adjoining property. A new store buil:- 
ing will be erected to cover the entire 
site. Brown Bros. will not retire from 
business, but enter a new location. A 
selection is being made this week. In 
the meantime, a stock-reducing sale is 
announced. The present quarters will 
be released to the Kresge Company 
about March 1. 


In New Quarters 


The R. J. Austin Shoe Company of 
Kenosha, Wis., is now located in i's 
new quarters in the Dale Building «| 
220-226 Market Square, a new threv- 
story business structure erected at a 
cost of $75,000. It is one of the largest 
and handsomest boot shops in Wis- 
consin. The new Austin store shares 
the ground floor with the retail jewelry 
store of Thomas J. Dale, owner of tlie 
building. 


CO-OPERATIVE STORES 


Tendency Toward Same in Some of 
Smaller Industrial Communities 


A tendency noted in some of the 
smaller industrial communities of W's- 
consin toward the establishment of 
co-operative stores has aroused con- 
siderable interest among retail mer- 
chants. Workers of the Mayville, 
Wis., blast furnace and coke oven 
plant of the Steel & Tube Co. of 
America have recently formed ‘he 
Pico Store Company, with a capital 
stuck of $35,000,-and will establis!: a 
general store, carrying a complete line 
of boots-and shoes, groceries, clot!:ing, 
dry goods, meats, etc. At Beaver I,m, 
Wis., about 1,000 employes of a !:rge 
shoe factory and three iron and -teel 
plants have given the local merch. ints’ 
association notice that they inten !0 
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open a co-operative store unless they 
are given the benefit of reductions in 
prices made possible by the general 
decline of commodity values. 
FOR ASSOCIATION OF 
COMMERCE 


Frank L. Weyenberg Nominated as 
Director—Carlson as President 


Frank L. Weyenberg, president of 
the Weyenberg Shoe Mfg. Co., has 
been nominated as a candidate for 
member of the board of directors of 
th: Milwaukee Association of Com- 
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merce at the snnual election to be 
held February 1. Walter C. Carlson, 
president of the Milwaukee Paper Box 
Company, has been renominated for 
president without opposition. He was 
elected a year ago to reorganize the 
association on a basis commensurate 
with the growth, rank and standing of 
the city and its industries. Within the 
year the membership has been brought 
to 4,500, the largest in all time, and the 
organization has been made one of the 
most active and influential of any 
business men’s association in any large 
city of the United States. 


Chicago 


NATIONAL SHOE EXPOSITION 


Brings Many Merchants to Chicago 
—A Real Buying Event 


The fourth semi-annual Chicago 
national exposition has proved the wis- 
dom of holding these shows twice 
yearly. Hundreds of the merchants 
attending the Milwaukee convention 
made appointments with traveling men 
whose lines were spread at the Palmer 
House during the latter part of the 
week. 

3esides the merchants from every 
section of the country who came to 
Chicago from Milwaukee, there were 


many more from the outlying districts . 


and nearby towns who 'came in espe- 
cially to see the lines which were 
spread at the Chicago exposition. 


For Easter Trade 


As Milwaukée developed into a real 
buying convention, likewise the Chicago 
exposition was a real buying event. 

The demand was largely for shoes 
that could be shipped to reach the 
merchant previous to Easter, but many 
orders were placed for shipment up 
to May. 

Interviews with many merchants 
attending the exposition indicate that 
stocks generally are well down to 
normal and, while these merchants will 
in the future avoid buying their heads 
off, they are buying their needs and 
buying with more confidence both as 
pertains to prices and as to styles than 
in several months past. They are fac- 
ing the future with more confidence 
and with a much better feeling than 
prevailed before the first of the year. 


THE WHOLESALE TRADE 


Quick Move to Milwaukee and 
Return—Novelties Sold Well 


The wholesale shoe industry was 
practically moved to Milwaukee during 


the past week. Notwithstanding the 
fact that all the principal houses had 
exhibits at the N. S. R. A. annual 
convention, the local houses did a nice 
business during the last three days of 
the week in their salesrooms at the 
Palmer House. 

The Milwaukee convention developed 
a demand for in-stock shoes especially 
of the novelty types. .The Chicago 
houses received a generous share of this 
business. 


Children’s Lines in Demand 


There also developed a demand for 
children’s shoes, both for immediate 
shipment and for later shipment. Here 
again the Chicago houses profited, 
since this market has become recognized 
as a big distributing center for juvenile 
footwear. 

The manufacturers and wholesalers 
who had exhibits at Milwaukee are well 
satisfied with the experiment of making 
a group exhibit. They feel that the co- 
operation has done much to emphasize 
the important place Chicago occupies 
in the shoe industry. 

The Chicago Shoe Trade Association 
did not go to the conventign with the 
expectation of winning a loving cup for 
the beauty of the joint exhibit, but 
were much pleased with the many 
favorable comments which they re- 
ceived upon the harmony and simple 
elegance of the display. 

Individually the members of the 
association are well pleased with the 
volume of business booked and espe- 
cially well pleased with the great 
number of new accounts opened. 


THE RETAIL TRADE 
Three Hundred Merchants Attend 
Milwaukee Convention 


Three hundred or more of the pro- 
gressive shoe merchants of Chicago 
attended the N.S. R. A. convention at 
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Where to Buy 


Women’s Shoes 




















ALGIER SHOE. MFG. CO. 


ier Shoe 


eames SASF: WEN YORK 


Highest Grade Women’s Shoes, Turns and Wells 
138 Proadway, Brooklyn, N. Y. 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
BOOTS, OXFORDS 
AND SANDALS 
Cushion Sock Lining 
Widths, D, E, EE 


THE 
FERN SHOE CO. 
41 Water St. 

whuryp’t, Mass 














A 





BOUDOIRS IN STOCK 


No. 1201X, Tan.. 
No. 1203X, Blue. . 
No. 1204X. Pink... 1.80 


The Westcott Whitmore Co., Syracuse, N. Y. 











SPECIALISTS 


Turn Comfort 
Shoes, Boudoirs 
sammenss and Men’s Slippers 
ABBOTT SHOE CO., No. Reading, Mass. 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
essive journal in the world pub- 
ished for the shoe merchant. 
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Where to Buy 


Men’s Shoes 







































































Gentlemen’s 
Shoes 
A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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FOR MEN 


M.A PACKARD COMPANY (Pp) 
soreessoees BROCKTON tse 
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‘TROMPSON BROS SHOE 
MEN'S FINE 
BROCKTON 























































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 























BOOT AND SHOE RECORDER 


Milwaukee. The association spirit 
there manifested will within a short 
time bear fruit in the formation of a 
Greater Chicago Association of Retail 
Shoe Merchants. 

During the early part of the week 
the weather was warm and Springlike. 
Special sales are being conducted in 
most of the stores. Selling at special 
prices was brisk on low cut footwear, 
but boots dragged: Thursday night it 
snowed. This change of weather had a 
direct effect on business. A big de- 
mand for rubbers sprang up and the 
sale of boots gained a decided impetus. 


Strap Effects Leaders 


In low shoes strap effects in black, 
gray and brown ooze, black and brown 
satin and black kid have been the 
leaders. Brown calf oxfords with welted 
soles have also been in strong demand. 


A growing demand is apparent for a 


CINCINNATI A WINNER 


Captures Second Prize for Market 
Display—Much Business Booked 


The members of this market returned 
from the great Milwaukee Convention 
this week highly pleased over the 
general results of the gathering. It was 
the first convention, national in its 
scope, at which the Cincinnati Shoe 
Market was represented as a whole. 
And to emphasize the fact that this 
market can step forth at any time and 
compare well with other markets of its 
size and even larger; further, to show 
that the manufacturers here can do 
things right, and again to convince the 
industry at large that Cincinnati-made 
shoes stand out for their style, quality, 
and workmanship, the Cincinnati ex- 
hibit won the second prize for market 
displays at Milwaukee. This, in spite 
of the fact that less money was spent on 
the exhibit from the Queen City than on 
those from other centers. 

Besides coming away with one of the 
prizes, manufacturers are gratified over 
the volume of business done at the con- 
vention. A few of the factories here 
are turning down all orders for delivery 
prior to April 1. No manufacturer is 
taking a chance on making deliveries. 


Success to President Orr 


The re-election of J. P. Orr as presi- 
dent of the National for the current 
year is another result of the convention 
that affords the members of this market 
a degree of satisfaction. 





Cincinnati 
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Russia calf, both plain and boarded, 
one strap with heavy welt sole carrying 
a 12-8 leather military heel. In some 
instances a harness buckle is used for a 
fastening while in others one or two 
buttons are used. Tips are either wing 
or straight but in either event rather 
heavy punching is used. 


In Boot Styles 

In boots black and brown kid and 
brown calf with welted soles and 
military or Cuban heels form the bulk 
of sales. Boots with Louis heels, as a 
rule, are a drug on the market and it 
takes the combined effort of special 
price and good salesmanship to move 
them. 

There are instances, -however, where 
boots with high Louis heels sell without 
extra effort. These rare instances are 
in the more exclusive high-grade shojs 
where such boots are sold for sonie 
special occasion. 


“AT ROCK BOTTOM” 


Investigation Results Show Better- 
ing of Trade Conditions 


Investigation results reported by a 
number of the credit men at the local 
factories during the past few weeks 
show that merchants on the whole are 
not overstocked, that they have liqui- 
dated to the point of where their credit 
positions are being improved daily, that 
their aggregate of sales for the past six 
months was greater than for the corre- 
sponding months of the-previous year, 
and that conditions in general point for 
betterment. One noticeable fact, how- 
ever, is that collections have been better 
with retail merchants in the North than 
those in the South. One credit man 
associated with one of the larger fac- 
tories expresses the feeling that the shoe 
industry has reached rock bottom with 
respect to prices. 


Satisfactory Business 


J. R. Smith, manager of the Florsheim 
Shoe Store, here, reports a very satis- 
factory business-for entire year of 1920. 
Mr. Smith says: “I cannot see whiere 
business has been poor. My business 
held up well throughout the year, and I 
have started the new year with my 
stock in good condition. With the re- 
adjusted prices we should continue to 
do good business.” 


In New Location 


The Co-operative Shoe Company 
having leased the entire building at 309 
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Vain Street last week expects to com- 
plete their moving shortly. The new 
location affords this concern many more 
facilities for taking care of their rapidly 
growing business. 


BLUE AND RED TICKETS 


Nominating Committees Get Busy 
at Shoe and Leather Club 


The nominating committees for the 
blue and red tickets were appointed at 
the meeting of the Shoe and Leather 
Club last Saturday. E. E. Furstenau of 

. the Goodyear Tire & Rubber Co. heads 
the committee naming the biue ticket, 
and Joe Janow of the Bettmann Dunlap 
Company heads the committee naming 
the red ticket. The candidates on the 
red ticket are: W. T. Dickerson, presi- 
dent; E. F. Perry,vice-president; J. R. 
Schulér, treasurer; Hugh M. Bowen, 
secretary; William L. Cochran for the 
board of governors. 

The blue ticket consists of E. K. 
Woodrow, president; Chas. Auer, vice- 
president; J. R. Schuler, treasurer; 
E. E. Furstenau, secretary; Harry Mc- 
Laughlin and Milton Wolf for the board 
of governors. 

With the election of a new set of 
oflicers for the current year comes the 
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retirement of one of the club’s most 
faithful servants in the person of F. 
George Mohr, who has held the office of 
secretary for the past three years and 
whose presence in that chair will be 
greatly missed by all the members of 
the organization. Election will be held 
at the February meeting of the Club. 


AT $5.99 
Some Values Were Formerly as High 

as $16 
The Travers store at 526 Vine Street 
offered its entire stock at $5.99 this 
week. This store carries a full line of 
women’s shoes. Some of the values in- 
cluded in this unusual sale were for- 
merly priced as high as $16. Fifteen 
hundred pairs of walking oxfords with 
military heels were also offered at this 
price. A number of the other shoe 
stores here are placing flat prices on their 
stocks. The Walk-Over store on Vine 
Street has divided its stock into two 
classes with the sale prices placed at 

about $6 and $11. 

The Schott Shoe Company is another 


offering every pair in the house at the 


sale prices. Merchants in every in- 
stance are making an effort to clean 
their shelves of their already compara- 
tively low stocks. 


Cleveland 


THE BROWN GOLOSH 


Has Received a Warm Welcome in 
Cleveland 


srown goloshes are here. Whether 
they are to remain to grace the feet of 
the Cleveland lady for a long time re- 
mains to be seen. For the present, 
however, their arrival has been quite 
welcome. The brown arctic has been 
given a warm greeting and while it has 
not been entirely taken into the heart 
of the Cleveland woman, yet it has 
found quite a soft spot. 

The old reliable black golosh is still 
the king of all overshoes, so far as 
Cleveland is concerned, but the brown 
fellow is coming strong. 

The brown model made its appear- 
ance here about two weeks ago. Just 
a few were purchased at the start. 
Then more took hold of the model. It’s 
not become a fad yet, but bids fair to be 
popular. 

In the last week, the weather has hit 
Mr. Golosh a body blow. The sun 
shone practically every day, and the 
fellows who had been wearing Winter 
overcoats, got Spring overcoats out of 
the cedar chests, brushed off the odor 
and put them on. 


But there were a few of the brown 
goloshes passed over the counters. They 
sold for from $5 to $7, and while the 
price is not what could be called low, 
yet there were few complaints regis- 
tered. When a women wants a golosh, 
she’s going to have it, and old Mr. 
Price Mark won’t stand in her way. 


Shoes a la Weather 


Ordinarily at this time of the year, 
the retail shoe stores would be doing 
their best to push sales of boots, but 
strange as it may seem, they appear to 
be doing more for low shoes than for 
high. 

Advertisements in the papers tell 
about beautiful oxfords with comfort- 
able Cuban heels. Or there are pumps 
to be had, with graceful lines and 
modish finish. Other advertisements 
tell about new slipper creations that 
have just been placed on the shelves. 

All this indicates that the merchants 
are taking advantage of weather con- 
ditions to push certain lines. At the 
Ames store it was said that the mer- 
chant is a poor business man who will 
try to sell boots when the weather is 
warm enough for low shoes. 











Where to Buy 


Men’s Shoes 











WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
< 3 Tongue and Back Strap. 
Send for besten whe 
you can sell these 
A.H. Si Ce. 
MILWAUKEE, nn 
Established 1 











Stock Dept. 5 <% 
Is at Your Service eS 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








FACTORIES ‘ 


135 STYLES 


amare itainets 
SEE OUR CATALOG 


196 CHURCH STREET,N.Y. 
e 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U S.A. 

















Where to Buy 


Boys’ Shoes 























J. PINSKER 
127 DUANE ST. 
New York City 











A Shoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Where to Buy 


Children’s Shoes 














Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. e DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 


ROCHESTER’S FELT : 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 


y v. HAHN CO. 
NEW YORK 











ROCHES 


[Bo Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /6r Cata' 


ALH.Martin®. . 


Makers ROCHESTER NY 




















: “ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 
Rochester, N. Y. 













A Wonderful Line 
for the Wholesaler 

In Stock—All leath- 

er, $4.85 doz., and up- 
ards. 


w Also a full 
line of ’ Pump 


Straps. 


SOFT SOLES: 








NU BABY SHOE CO., East Lynn, Mass. 











W?C.Good¢ger 


Manufacturer of 
Children's Dlexible GDurn Shoes 

Jor Jobbers i i 
89 Allen St.. Rochester, > 








HAVE YOU SEEN OUR LINES? 





FACTORY 1 FACTORY 2 
Slumber SI Soft Soles 
Rubber Boot Hand Made Moccasins 
Foot Comfort Infants’ Turns 
(Double Eiderdown) (1-8) 


In Stock Now—Nature Lasts 
THE B. & P. FOOTWEAR =. INC, 
Dept. 5 Oswego, N. Y. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 


All the Time 
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Sales on Boots 


What sales there are in Cleveland at 
this time are on boots. No one is cut- 
ting prices on low shoes. But when the 
day comes with snow a foot thick, 
and the mercury in the thermometer 
hovers around the zero mark, then mer- 
chandising conditions will be reversed, 
according to the May Company man- 
agement. Then the boots will have their 
day, and the low shoes will have to step 
aside temporarily. 


WOMEN BUYERS 


Visit Milwaukee with Delegation— 
Many Stop at Chicago 

The migrations of Northern Ohio 
shoe retailers for the annual convention 
of the National Shoe Retailers’ Asso- 
ciation in Milwaukee, January 10 to 
13, started on Saturday last, and con- 
tinued through Sunday and Monday. 

The shoe men’s club here did not 
make special arrangements for the trip, 
and everybody was free to go as he saw 
fit. Some left Saturday night after the 
close of business, others departed Sun- 
day morning, and the bulk of the men 
from this city departed Sunday night. 

The first relay of the journey to the 
convention ended at Chicago. Those. 
who departed Saturday intended to 
spend the day in the Windy City, 
and leave Monday morning for Mil- 
waukee. 

Many women were in the party that 
left this city, among them being many 
feminine buyers.. The indications are 
that many Clevelanders and Northern 
Ohio merchants are in the market for 
shoes for Spring. 


Spring Models Featured 

The first touches of Spring are to be 
seen in the stores, notwithstanding 
January clearance sales are in order, and 
stocks of boots have not been disposed 
of. 

Managers of several stores visited 
declared that the pushing of Spring 
shoes at this time not only sold this 
class of goods, but also increased sales 
of hose and other models appropriate 
to the present season. 
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In a city as large as Cleveland, there 
are many who go to warmer climates 
in the mid-Winter, and the advertising 
of Spring models at this time of year is 
run mainly to catch the attention of 
Winter tourists. The travel southward 
and westward is not so great this year 
as it has beefi in former years, and con- 
sequently the merchants have felt the 
situation. 


LOW EFFECTS POPULAR 


In Ooze Calf, White Linen, Strap 
Effects and Baby Louis Heels 


A trip through the larger stores in 
this city disclosed that low shoes, in- 
cluding slippers, are holding the center 
of the stage. 

At the Stone store they are featuring 
new slipper creations. One of several 
welcome innovations is shown in satin 
and ooze calf in the new shades. Then 
there are 2,000 pairs of Louis heel boots 
and oxfords that are offered at half price. 

At the Halle Bros. Store smart white 
oxfords and pumps are to be seen in 
prominent displays. They are for 
every mode of southern life, for the 
promenade, afternoon, sport, and eve- 
ning wear. Pumps of white linen 
trimmed with tan, black or white kid; 
sport oxfords of white linen trimmed 
with tan or black kid and all white in 
kid, buckskin or canvas. 

At the Pocock-Wolfram store new 
low shoes are being pushed hard. There 
are several models in the strap effect 
and the styles shown come in brown 
suede, black and gray, with a particu- 
larly fetching combination: of patent 
vamps with aluminum gray suede 
quarters or allover gray suede. 

There also is to be seen at this store 
a one-strap, black satin model with baby 
Louis heels that has proved popular. 


Sabot of Suede 


At the Kline store they are present- 
ing Spring 1921 models. There is the 
sabot strap pump in brown or gray 
suede; the venetian in black satin, and 
gray suede, brown kid or patent leather, 
a strap model of smart style; and the 
caprice, which is shown in brown suede. 


Buffalo 


HOLIDAY TRADE]GOOD 


Staples Most in Demand—Reduced 
Prices Everywhere 
Retail shoe merchants in Buffalo have 
no complaint to make of the holiday 
trade. It was good, in contrast to some 
other lines of business. 
Many of the brave souls among the 





buying public that thought that they 
could see the Winter through with their 
Summer oxfords changed their minds 
when the cold weather came and 
changed for high ones, thereby helping 
to swell the trade of the dealers. 
Staple lines are most in demand at 
the present time. Novelties are not 
going strong. Brogues have not the 
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popularity here that they have in some 
of the other towns, salesmen report. 

Reduced prices on the part of the 
merchants are also playing a part in the 
emptying of their shelves. Wholesalers 
report a fair business, although the re- 
tail men are not plunging heavily, pre- 
ferring to liquidate on the stock they 
have instead of making heavy replenish- 
ments. 


Industrial Prospects Good 


Business conditions here generally 
are not at the low ebb they are in some 
of the other cities of the same size. In- 
dustrial prospects here are very good. 
Plants that laid off men through the 
Fail are now reopening, and in addition 
several big new ones, chief among them 
that of the Dunlop rubber concern, 
which will employ 5,000 at the start, are 
opening. 

The Milwaukee Delegation 

Buffalo sent some twenty delegates 
to,the national convention of the retail 
shoe men, at Milwaukee. Most of the 
delegates left Monday. There was no 
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special train. Both retail and whol 
trade were well represented. 

Among the retailers who attended 
were Frederick Becker, president of the 
local retailers’ association; C. H. Bar- 
ton, the vice-president; E. Redlein, 
second vice-president; F. L. Deline, 
secretary; F.C. Kimball, C. R. Lamick, 
Fred Thiele, Kenneth W. Watters, 
vice-president of the state association; 
H. Colegrove, Irving Bauer, Jack Frost 
and Carl Sickler. Among the whole- 
salers who went were F. A. Nunn, presi- 
dent of the John Ebberts Shoe Com- 
pany, who had an exhibit at the con- 
vention; George McGuire, C. Martin, 
T. E. Murray and J. Marcelle. 


Honored in Death 


The late Charles M. McCarthy was 
made honorary fourth vice-president, 
having been nominated for the position 
before his death. 

Mr. McCarthy, who was one of 
Buffalo’s best-known shoe _ travelers, 
died on Christmas eve. He had not 
been in good health for some time. He 
had a host of friends in the trade. 


Manchester 


WAGE REDUCTIONS 


At the Factory of W. H. 
McElwain Co. 

The W. H. McElwain Co., with a 
view to slashing prices to bring about 
a revival of business in the shoe in- 
dustry, have announced through a 
personal statement and printed notices 
a wage reduction in all of its factories, 
to take effect the week of January 10. 

The reduction, which is a revision 
in piece and day rates, will bring the 
scale to the level of the Summer of 
1919. It affects approximately 600 
employes in factories located in Man- 
chester, Nashua, Claremont, Newport, 
Merrimack and Keene. 

The printed notice to the workers, 
signed by President McElwain, stating 
the reason for the cut in wages, read 
in part as follows: 

“Here is the situation as we view it. 
The farmer who was getting $3.25 a 
bushel for wheat is now getting $1.75. 
The cotton planter who was receiving 
43 cents a pound for cotton is now 
able to obtain:only 16 cents. Other 
farm products have undergone radical 
declines. Under these conditions, the 
farmer cannot and will not buy shoes 
freely, unless shoe prices show a 
marked decline. 


Moderate Price Demand 


“The position of other consumers is 
no different. -The public during 1921 


will demand a good shoe which it 
can buy .at a moderate price. The 
demand will not be adequate to assure 
normal production on medium-grade 
shoes during the Spring season of 1921. 

“Manufacturers who can meet the 
public’s requirements are the ones who 
will secure the available business. We 
intend to be in this class. Our sales 
department is facing a situation which 
calls for extreme measures. Nothing 
less than extreme measures will restore 
confidence in the mind of the whole- 
sale dealer, the retail merchant and 
the consumer. Until they are sure 
that everything has been done to 
bring shoes to their lowest possible 
price they will continue to hold up 
their orders. 

“Usually at this time of the year, 
our salesmen have sent us orders for 
the factories to manufacture in Febru- 
ary, March and April. This year, as 
you know, they have not obtained the 
usual amount of orders. They are 
starting out again with new price lists. 
Unless these prices bring in the orders 
you will face a continuation of un- 
employment.” 


At the Beacon 


The F. M. Hoyt Shoe Company will 
take no immediate action either to 
reduce salaries or to increase the hours 
of labor, according to A. B. Jenks, 
salesmanager of the company, who 


Where to Buy 


Children’s Shoes 














KO-REG-TOE 


TRA be be. RK 


THE L. D. STICKLES SHOE CO., Mfrs. 
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H.C. BRown COMPANY 


INCORPORATED 
CHILDREN’S SHOES 
(CONERAL OFFICES. 155 LINCOLN STREEL BOSTON MASS. 

















Where to Buy 


Ballet Slippers 














A REAL HIGH CLASS 
BALLET 
Finest - pmnanyeeiona 
Women’s Black Kid, Sizes wt . $175 
Misses . 2181.65 
Child's i ee 5%: - $1.55 
Carried in stock for at-once shipments 
PURITAN SHOE CO.,Inc. 74 Reade S&.,N. Y¥.C 








“Flexo” 


GYMNASIUM 
SHOES bones 


Women’s Dull Goat Oxford, $1.20 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 

















Where to Buy | 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 








Where to Buy ‘Sus 


An extra editorial service to “‘Recorder”’ 
readers, free for the asking, with authentic 
information on current problems. 








» 








86 











Where to Buy 


Standard Shoe Materials 

















THREAD—ALL pn COLORS =: 
WH is it we are not get your orders on 
threads and spool silks? e manufacture : 
ong Gace all —_ colors for hand 2: 
well as machine stitc! put up on spools, : 
tubes or cones; and any special color we will 
dye to order for you. 

Our Diamond spool silks are the leading silks 
in the world, and the Meyer lockstitch threads 
have no equal. All manufactured by the 
John C. Meyer Thread Company, Lowell, Mass. USA, 








GUARANTEED 
HUB TWO YEARS : 
GORE Hub Gore means Quatiey and : 
A Service, because Best of 
Materials and Highest Skilled 
Labor are Used. 


BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 








M. B. MARTINE, Inc. 
78 Reade St. 
NEW YORK, N. Y. 


Everything in Shoe Or- 
namentation. Beading 








mouse. a Specialty. 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 gomener St. 


Formerly Walpole St pol Supply Co. 





T. W. GODSOE, P 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 


tenteeer 
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The One 
Waterproof: 
Leather That : 
Takesand Re- 
tains a Polish 


Creese & Cook Co. #5 52ut" x3" 


Tanneries at Danversport 














:DO YOU KNOW? 

that you can buy it—or 
sell it—throughthe 
“‘Where to Buy’’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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stated when interviewed, that the 
matter of reducing wages and starting 
on full time had not been discussed in 
his presence. Mr. Jenks stated that as 
far as he knew, no steps would be taken 
in this direction for the present. 


A 15 Per Cent Cut 
Already Plant Bros. & Co. have re- 
duced wages 15 per cent, and the 
employes are now working one-third 
of full time. 


NEW ADMINISTRATION 
BUILDING 
Of F. M. Hoyt Shoe Company Makes 
for Greater Business Efficiency 
The new administration building of 
the F. M. Hoyt Shoe Company, erected 
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at a cost of approximately $500,000, 
and embodying every convenience pos- 
sible for the efficient conduct of business, 
has been completed and is now ready 
to house the entire executive depart- 
ment of the concern. The transfer of 
all of the offices of the company is now 
completed. The new structure was 
officially occupied by the Hoyt Com- 
pany on New Year’s day. 

Unusual features of the building are 
a self-service elevator, a large conven- 
tion hall on the top floor, rest rooms 
for both men and women, and dining 
rooms and kitchen. The building was 
designed by J. William Beal, the Boston 
architect who designed the adminis- 
tration building erected for the Georze 
E. Keith Company at Campello. 


Atlanta 


THE TURNING POINT 


Normal Conditions in Retail Trade 
in 30 to 60 Days 


Atlanta retail shoe merchants are 
unanimous in their belief that the 
turning point has at last been reached 
and that a normal condition of trade 
can be expected again within the next 
30 or 60 days. Holiday business dur- 
ing the few months prior to Christmas 
was much better than most of the 
merchants had anticipated, principally 
due perhaps to the lateness of the Fall 
season this year, but it is the after- 
Christmas business that has been so 
gratifying to the merchants. 


A Big Business 


In Atlanta and other parts of the 
Southeast nearly all retail shoe mer- 
chants have enjoyed the largest volume 
of business since Christmas that they 
have ever experienced before at this 
time of the year. While many sales 
at cut-prices have been generally in 
progress and have doubtless caused 
many people to buy who would not 
otherwise have done so, still the mer- 
chants state that there is every indi- 
cation that the turning point has at 
last been reached and that from now on 
business will be gradually returning to 
a normal basis. 


REDUCED PRICES 


Of 20 to 30 Per Cent at George 
Muse Clothing Company 


The George Muse Clothing Company 
has been holding several sales lately 
at greatly reduced prices in all depart- 
ments of the store, preparatory to 
moving into the new building which 
will be ready for occupancy within the 





next 60 or 90 days. Shoe prices have 
been generally reduced 20 to 30 per 
cent. The new store is one of thie 
largest retail clothing stores outside of 
New York or Chicago, and the shoe 
department will be the largest in any 
store in the South. Charles Brady, 
president of the Southeastern Shoe 
Retailers’ Association, is the manager 
of the shoe department at the Muse 
store. 


Salvaged Shoes Sold 


Several thousand pairs of shoes and 
hosiery salvaged by the insurance 
adjusters following the recent fire 
which gutted the Whitehall Street 
store of J. S. Field and Company have 
been sold by the J. B. Shelnutt Com- 
pany at a special fire sale the early 
part of January. About 2,000 pairs of 
ladies’ shoes that were in storage and 
not injured by the fire were sold by 
Field’s at fire-sale prices when the 
store was reopened the early part of 
the month. 


Southern Tariff Congress 


It is expected that more than 100 
chambers of commerce of the various 
larger cities throughout the South will 
be represented at the meeting of the 
Southern Tariff Congress to be held 
in Atlanta January 27, 28 and 29. 
Nearly 100 industries and industrial 
and commercial associations will also 
send representatives to the mevting. 
The purpose of the congress is to 
bring about tariff to protect products 
manufactured in this country. 





A $75,000 Fire Loss 
Loss of about $75,000 was caused by 
a fire which broke out in the basement 
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of Ward’s shoe store, 21 Peachtree 
Street, the entire store and stock of 
shoes being ruined. Sam Smullian is 
manager of the store. The blaze 
spread to nearby buildings and for a 
time threatened the Kimball Hotel. 
The total loss is expected to reach 
more than $300,000. 


Interstate Commerce Ruling 


The Interstate Commerce Commis- 
sion has rendered a decision to the 
effect that rail and water rates on 
shoes from New York, Boston and 
other northern points, to Macon, Ga., 
and Augusta, Ga., have been fully met 
by rates subsequently established. Com- 
plaint was filed by various interests 
against these rates, alleging that they 
were unreasonable. 


Young’s Stock Purchased 


Burt’s shoe store has purchased the 
entire stock of women’s footwear from 
Young’s Shoe Parlor. Both companies 
are located in Atlanta. Young’s Shoe 
Parlor has gone out of business. 


A Willensky Banquet 


H. Willensky & Sons Company, whole- ° 


sale leather merchants of Atlanta, re- 
cently entertained the members of the 
field force and the city staff at a 
banquet in the Winecoff Hotel. Several 
interesting talks were made by officials 
of the company and salesmen on the 
road, an expression of optimism pre- 
vailing as to the future outlook. 


Cuban Business Figures 


According to the annual report of 
Dr. Guy King, Cuban consul in Atlanta, 
the total amount of export business 
between Atlanta and the island of 
Cuba during 1920 amounted to $976,- 
354.88. Of this amount a total of 


$186,809.19 represented leather prod- 
ucts, this export ranking second only 
to machinery and railroad equipment. 
Most of this business was done during 
the first nine months of the year, the 
last three months resulting in a con- 
siderable depression. Otherwise, Dr. 
King stated, the total would have 
reached a million and a quarter dollars. 


New Wholesale Firm 


With an authorized capital stock of 
$150,000,*the Leonard Shoe Company, 
a wholesale concern, has established for 
business in Birmingham, Ala., to cover 
the entire Southeast. S. P. Leonard of 
Atlanta, owns the controlling interest 
in the new company. S. P. Kennedy, 
W. C. Kennedy and George Yancey of 
Birmingham, constitute the board of 
directors. Mr. Leonard is president 
and treasurer, and W. C. Kennedy, 
secretary. 


A $40,000 Fire Loss 


Loss estimated at about $40,000 
was caused by a fire which broke out 
in the basement of the B. & B. Shoe 
Company, 2121 First Avenue North, 


‘Birmingham, Ala., and for a_ time 


threatened destruction to stock and 
buildings valued at a quarter of a 
million dollars. Leather and _ shoes 
valued at about $30,000 were ruined 
in the B. & B. shoe store, and about 
$10,000 damage was caused to fixtures 
and equipment. 


Firm Name Changed 


The name of the Union Shoe Store 
of Gadsden, Ala., has been changed to 
the O. K. Shoe Shop, and it is now 
managed by J. W. Roberts and Bryant 
Beverly, both of Gadsden. It was 
recently purchased by W. M. Smith 
also of Gadsden. 


Memphis 


SUNNY SOUTH NEWS 


Memphis, Nashville, New Orleans 
and Birmingham on Wing 


1921 opens with warm weather. 

January shows up in the first half 
with warm days, the merchant can go 
in his shirt sleeves and be comfortable, 
at least that was so until the present 
week when it is cool enough for an 
overcoat. This rather suits the people 
south of the Ohio River who through 
December were appalled at high coal 
prices. It does not take long for the 
shoe to change to the other foot, but 
the climates in the South are so uncer- 
tain, it may be frigid temperature in 


February and nearly as cold in March 
and April. There are some Winters 
when the snow does not get off the 
ground, and others so mild that light 
wearing apparel has the call. 


Style Shoes Wanted 


Immediately with the warm days, 
boots and rubber shoes were marked 
down, and in the fashionable footwear 
Some reductions have been made at 


leading stores, though no great reduc- , 


tions at any of them: Those that have 
been emphasized are chiefly in connec- 
tion with clearance sales or values on 
certain days. The trade is still clam- 
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Where to Buy 


Engraving and Printing 
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183 Esoex St. Boston 
71\ Rerbia St. Brockton, 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 














COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











Where to Buy 


Window Trim Material 

















Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 











QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
aber directory for all the trade, 
presentin § answers briefly to cur- 
rent problems in merchandising. 
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[Where to Buy 


Miscellaneous 














A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 
VANITY NOVELTY WORKS 








913 Gates Ave., Brooklyn, N. Y. 





SHOE BUCKLES 


OF EVERY DESCRIPTION 


2 BF ADED AND METAL 


BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTAGUE ST BROOKLYN.N.Y. 








Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS, 
HOUSE ORGANS 
Send for Samples and Prices 
F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 











“SILVERITE” 
Lamb Wool Soles—Bound and Cord Edges 
bog ed oy No. 65 Lamb Wool | am 
“A Service Ton et Stes — ~" Send for our com- 


rs sso. aoe ; St., Boston, Mass, 


D. W. COULTAS CO. 


Manufacturers 


RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - 








R. I. 








OHIO AND:VICINITY SHOE 
DEALERS ATTENTION! 
Aono of 


QOESANS 


© SAN- oars Fon mooEan MOOT wean) 
Cyerietite Stock. 
— gService. 


S- RUBBER CO.F 
une FS ey A Ohio 











orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your : 
, Catalog or oe Wale, if on ‘Place the the 

printin, , with us; or we will Sell 3 

at at $1.2 each. : 

SEND FOR FULL PARTICULARS 


N.H, GROVER CO., R 63, 161 Summer St., Boston : 








SYSTEMS IN SHOE 
STORES 


Equipment. Accessories, Specialties; 
what to use and where to get it, 
is a part of “Recorder” 
merchants. 


service to 
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orous for the style and they are also 
going strong on quality and seem to be 
willing to pay the price. The staple 
farm products of the South have de- 
clined very materially, however, and the 
average shoe merchant of course is a 
man who “has a heart.” 


IN WHOLESALE CIRCLES 


Nashville and Memphis New Firm 
Starts Business 





Richardson-Crockett Shoe Company 
is the style of a new wholesale shoe 
house at Nashville, Tenn., located at 
110 Public Square. All the officers and 
directors are experienced shoe men. 
W. E. Richardson is president of the 
store. Dan Jarvis, formerly traveling 
in the shoe trade in Tennessee and 
Texas, will look after the buying and 
sales. R. P. Crockett, secretary and 
treasurer, will look after the credit 
department. He is an experienced shoe 
man and is now president of the Nash- 
ville Credit Men’s Association. The 
salesmen, all directors, include also: 
J. W. Cochran, E. P. Kirkpatrick, 
John T. McCreery, Joe E. McCreery, 
R. H. Preston and F. M. Means. The 
latter will travel Alabamaand Tennessee 
with headquarters at Birmingham. 
Leon Preston will travel Kentucky. 


CONSOLIDATION OF INTERESTS 


To Take Place Between House of 
Goodbar and Carruthers 


Negotiations are reported as about 
perfected for the consolidation of two 
important wholesale shoe interests at 
Memphis, Tenn., the Carruthers Shoe 
Company and Goodbar & Co. Ewing 
Carruthers, vice-president and mana- 
ger of Goodbar & Co., will be in 
active charge of both houses. It is 
intended to carry on the Goodbar 
business with no change of policy until 
July 1. A recapitalization and reor- 
ganization is then to be had. The Good- 
bar firm last year enjoyed one of the 
largest businesses in its history, but 
the death of J. M. Goodbar, its founder, 
and other conditions made a reorganiza- 
tion desirable. The store was founded 
in 1866 by Captain Goodbar and as- 
sumed its present trade name in 1876, 
as Goodbar & Co. 

The Carruthers Shoe Company a 
younger firm, also on South Second 
Street, in the central business section, 
has from its incipiency been a vigorous 
and active firm. The consolidation will 
give Memphis one of the largest whole- 
sale shoe interests south of St. Louis. 


The Milwaukee Delegation 


Memphis, Nashville and many neigh- 
boring cities in the South were repre- 
sented at the Milwaukee convention of 
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the N. S. R. A. Reuben Stieffel of 
Goldsmith’s, R. E. Caradine, of the 
Caradine Shoe Company, Memphis, 
and Arthur Springer of B. Lowenstein 
Bros., Inc., headed the Memphis 
delegation. 





Clothiers to Meet 


On February 22, 23, 24 Nashville 
will entertain the annual convention of 
the Tennessee Retail Clothiers’ As- 
sociation. Headquarters, Hermitaye 
Hotel. A. Arthur Halle, well-known 
shoe and clothing merchant of Memphis, 
is president of the body. The heads of 
many large and influential men’s shoe 
and clothing stores attend this con- 
vention, which is primarily for the 
clothing interests, but incidentally dis- 
cussing credits and business problenis 
in general. The last annual was held at 
Knoxville. 


Convention Plans 

Memphis is making elaborate prepa- 
rations through the Memphis Retail 
Shoe Dealers’ Association for the enter- 
tainment here March 14-16 of the 
annual convention of the Tri-State 
Shoe Retailers’ Association for Tennes- 
see, Arkansas and Mississippi. Presi- 
dent Reben Stieffel states that his ad- 
vices indicate a good representation 
from the principal shoe stores of these 
States and the program will be one of 
much trade interest. 

Sales Held at Booterie, Caradine’s, 
EEE’s and Fountain’s 

The Booterie, fashionable women’s 
shoe store, South Main Street, Mem- 
phis, is putting on its semi-annual 
clearance sale, with special values 
listed at $7.75 and very attractive 
showings. 

Caradine Shoe Company, 63 North 
Main Street, Memphis, is featuring 
several special values for January. 

The EEE Shoe Company starts its 
grand 13 day semi-annual sale next 
Saturday. C. D. McRae says that 
business has been quiet this month, but 
he is a thorough optimist for a good 
Spring business and anticipates satis- 
factory everyday business meanwhile 
Mr. McRae operates one of the largest 
retail shoe stores South and the various 
departments and floors represent the 
finest in arrangement and styles. 

Fountain’s at Greenwood, Miss., in 
the heart of the Delta, is putting on a 
special January sale in their shoe 
department. 


NEWS BRIEFS 
Notes of Interesting Happenings 
Here and There 
“Pat’’ Godbold is now traveling for 
the wholesale shoe firm of Murray- 
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Richardson-Dibrell Shoe Company of 
Nashville. 

V. D. Price, formerly with Gupton’s 
Shoe Store, Nashville, has accepted a 
position with Shine’s Walk-Over Store, 
424 Union Street, Nashville. 

Allen Meadors, of Meadors’, Nash- 
ville, attended the Milwaukee conven- 
tion. 

The Guarantee Shoe Company, 1905 
Third Avenue, Birmingham, have a 
retail store and in their advertising 
parlance say for themselves, ‘The 
Store of Smiling Service.” Also this, 
“Everything a shoe store should have 
and nothing high priced.”’ 2,000 pairs of 
women’s walking boots, browns, tans 
and blacks featured in their holiday 
sales. 

The Newark Shoe Store, South Main 
Street, Memphis, is putting on as a 
feature a stock from one of the Dela- 
ware stores, and many regular and good 
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values. They remain open Saturday 
evenings and enjoy a very large trade 
with the labor people as well as other 
trade. 


The Economy Shoe Store, 423 Union 
Street, Nashville, are having good 
January business. They are featuring 
felt slippers, women’s moccasins, felt 
comforts, Romeo and Juliets in black, 
gray, wine, brown, green, purple, 
champagne, wistaria, etc. 


Crossett’s Shoe Store, 109 St. Charles 
and 703 Canal Street, New Orleans, 
has two entrances on busy thorough- 
fares. They issue catalogues, do mail 
as well as city trade and have one of the 
finest equipped retail shoe stores South. 
They feature Garside and Crossett 
lines. 

Jacobs Bros.’ Walk-Over Boot Shop» 
807 Canal Street, New Orleans, recently 
celebrated their sixth anniversary. 


West Virginia 


SHOE TRADE BRISK 


Monthly Sales Day Program a Big 
Success 

Great success marked the monthly 
Sales Day program conducted by the 
Merchants’ Bureau of the Bluefield, 
W. Va., Chamber of Commerce 
recently. From the time the stores 
were opened there was a rush of shop- 
pers on all stores that participated in 
the program, merchants reported. 

In some instances the bargains did 
not hold out, but those who were dis- 
appointed and did not get the article 
desired were listed, their name and ad- 
dress being taken, and were told that 
large shipments would be available 
within the next two weeks and that 
these articles would be supplied to 
them at the regular Sales Day price. 

Shoppers did not overlook the shoe 
merchants and a brisk trade was re- 
ported by them. 


Requested to Co-operate 


Retail shoe merchants of Hunting- 
ton, W. Va., have been requested to 
co-operate with the Huntington chapter 
of the Red Cross in the forthcoming roll 
call in every way, and in particular by 
the display of the posters delivered to 
them by Boy Scout couriers. 


A 20 Per Cent Reduction 


The Vogel shoe store of Cumberland, 
Md., has announced a 20 per cent re- 
duction in prices of shoes, effective at 
once. Wearers of Vogel shoes know the 
prices which have prevailed at this well- 
known shoe shop, and these familiar 


and popular prices have been cut one- 
fifth—$15.00 shoes are selling at $12.00 
and $10.00 are selling at $8.00. 

The. Vogel store has a large lot of 
odds and ends in women’s shoes, for- 





H. C. L. Solved 


It looks like “‘Lige” O’Hara, 
clerk at the Bailey House at Wes- 
ton, W. Va., has partially solved 
the high cost of living problem 
for himself. There is a playing 
pup at the famous old hostelry, 
presumably Lige’s. In the busi- 
ness section of the city is a shoe 
shining parlor owned by Ike 
Donaway. Ike works hard for a 
living. To get the brightness of 
his leather lusters before the pub- 
lic he hunts up pairs of old shoes, 
shines one and leaves one stuc- 
coed with untormented clay. 
The dog repeatedly goes to 
Donaway's place and does away 
with his samples. The pup al- 
ways steals the polished shoe. 
Lige now has many full pairs, but 
how did he ever get the pup 
trained that way? 
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Where to Buy 


Miscellaneous 
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Convert your ge sho latest 
clas beaded strap effect, Made inal aoa 
ry Waitii 


Peshion Ons Ornament Co., 198 ii eal a 








WM. SUMNER SMITH 
Exclusive Distributor of 


RUBBER fee SARs 


NEW YORK CHICAGU 
W. Broadway 326 W. Monroe St. 








KELLYKARDS 


Have } been the standard retailers’ 
window cards for Poy years 
ASK US ABOUT LLYKARDS 
“The Signs of of Lie 
F. B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 











Perfection Pneumatic 
Arch Cushion 


ed to Prevent 


‘allen Arches 
ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 














Where to Buy 


Shoe Polishes 

















The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 




















merly worth from $8.00 to $12.00 which 
are now being sold at $4.95. The 
broken stock enables Vogel to give his 
patrons the benefit of values. 


To Open Shoe Store 


Frank H. Feld, for several years 
floor walker at the Kaplan department 


Best In There Thetr ee 


87, 


Waire 
Caagan roundel 





for white buck, ete. 
NATIONAL SHOE 


for white kid, ete. 
MFG, CO., Ine. 
PHILADELPHIA, PA. 











INFORMATION tic 


‘“‘Where to Buy’ constitutes a 
source of ‘esmindes so that he who 
runs through these pages may read 
—and learn. 
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WOMEN’S OXFORD LEATHER TRIM 
No. 780 English toe : ; ; j ‘ F $2.25 


A Rubber and Canvas Sport Shoe 
with Style, Comfort and Durability 


“Camco” outing footwear has earned 
the esteem of the public and is proving 
its popularity with dealers by steadily 
increasing sales. -#  # 


Cambridge Rubber Company 


Cambridge, Massachusetts 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR 
RUBBER CLOTHING MOULDED GOODS 
RUBBER FABRICS 
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store at Weston, W. Va., will shortly 
open a shoe store in the Bland Bailey 
building in that city. Mr. Feld has had 
previous experience in the operation of 
a shoe store. 


MILWAUKEE VISITORS 


Schwable and Seale of Huntington 
—J. D. and C. Livingstone of 
Clarksburg 

Fred Schwable of Zenner-Bradshaw 
store’s shoe department, Huntington, 
W. Va., attended the annual meeting 
of the National Retailers’ Shoe Asso- 
ciation in Milwaukee, Wis. Mr. Schwa- 
ble has preparations under way for 
making the Zenner-Bradshaw shoe par- 
lors one of the most popular in the 
State. He says the highest grade of 
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women’s footwear which heretofore sold 
at from $19.00 to $21.00 will decline to 
$14.00 this Spring. 

R. W. Seale, manager of the Mc- 
Mahon-Diehl Company shoe depart- 
ment, Huntington, W. Va., attended the 
National Shoe Retailers’ Convention at 
Milwaukee, Wis. Mr. Seale will visit 
New York, Boston, Philadelphia and 
Chicago before returning and inspected 
the latest fads and fancies in footwear. 
He will buy for the early Easter season 
while absent from the city. 

J. D. and C. Livingstone of the firm 
of Livingstone Brothers shoe store of 
Clarksburg, W. Va., attended the 
tenth annual convention of the Na- 
tional Retailers’ Association at Mil- 
waukee. 


Lynn 


SOME NEW McKAYS 


Idea—Suede Strap on a 
Russia Calf Boot 


A novel idea is to inlay a suede strap 
on a Russia calf boot, and to carry that 
inlay from the shank of the shoe over 
the tongue, to create something en- 
tirely new in shoe trimming. Another 
idea is to overlay a strap on the side of 
the shoe, and carry it over the tongue, 
to get a new colonial effect. Maybe the 
shoe is of black kid leather with a tongue 
of patent leather, overlaid with dull kid. 
Any one of a dozen and more designs of 
this sort are worked out in the new 
sample line of Briggs, Hutchison Com- 
pany. Also, they have some Spring- 
time shoes of light Russia calf leather, a 
new shade. One oxford pattern has a 
square throat, and a right and left wing 
tip, lightly perforated. 


Novel 


SPORT SHOE STYLES 


White Buck with One and Two 
Straps 


A new shoe from the factory of Donn 
D. Sargent Company has an ivory white 
sole, a white buck upper, and a tip, a 
ball strap, and a Tuxedo foxing of 
Russia calf leather. One pattern pro- 
vides for one strap, and another for two 
straps. The straps button or buckle, 
as the buyer prefers. The shoe is com- 
pletely outlined with perforations, and 
so are the straps, excepting the one 
strap. 

With Fibre Soles 


Several Lynn firms are showing 
samples of sport shoes with fibre soles, 
or with rubber soles. For instance, one 
firm has some white shoes, with colored 
straps and trimmings, and white rubber 
soles. Another firm has some Russia 


calf sport shoes, with fibre soles, and the 
edges of the soles are finished up with a 
gloss, like the edge of 4 regular leather 
sole. Also, they are getting dime toes 
on rubber and fibre sole shoes, and that 
calls for some good shoemaking. 


No Free Models 


Pattern makers of Lynn are shutting 
down on free models and are beginning 
to charge $2.50 for each model that is 
made. If a shoe manufacturer accepts 
the model, and orders patterns made on 
it, the charge is refunded. 

It seems that it takes 30 years, more 
or less, to acquire the skill that is neces- 
sary to the designing of models, and that 
it takes about $2.50 worth of time and 
labor to make the models. Hence the 
charge. 


NEW BALLET SHOES’ 


Dropped Toe,‘**‘Hooked In’’Arch and 
Low Heel 

A last with a dropped toe, a “hooked 
in” arch and a low heel, which is differ- 
ent from any that the regular run of shoe 
men see, is used in making ballet shoes 
at the factory of W. F. Hooley Com- 
pany, 18 Exchange Street, Lynn. 

A ballet dancer dances on her toes, 
while an ordinary person walks on the 
soles of his feet. So that’s why the lasts 
for ballet slippers have a dropped toe, a 
“hooked in’’ arch and a low heel. When 
the ballet dancer is on her toes, the sole 
of the shoe “hooks into” the arch of the 
foot, and helps to support it in its 
strained position. 


Skin Tight Fitting 
Also, the ballet dancer sometimes 
spins on her toes like a top. So a 
special box is put into her shoes and 


: that box is padded with wool. 
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Soft toe 
ballet shoes are made for children of 
schools of dancing and deportment. 
Another curious thing about ballet 
shoes for professional dancers is that 
they are one of the few kinds of shoes 
that are fitted skin tight and just right. 





Good Service Shoe 


A woman’s shoe, made in Lynn, 
has a long time tanned sole (180 
days tanned), an orthopedic heel 
of rubber and an upper of first- 
grade kid leather selected for 
strength, as well as pliability. 

Of sole leather is the counter, 
and it is carried forward to the in- 
step of the shoe, so that it will 
support the arch. Also, the shoe 
has an extra arch re-inforcement. 
The shoe is welt sewed and is 
made over a walking last. It is 
about as serviceable a shoe for 
every day wear as there is. 











BOTTOMING IMPROVEMENT 


Factory Installs New Tanks for 
Tempering Sole Leather 


The Watson Shoe Company will 
undertake further improvements in the 
bottoming of shoes. In its new factory, 
it has set up its sole leather department 
beside its upper leather cutting room, 
so that its sole leather will be handled 








Where to Buy 


Women’s Shoes 























TURKISH SLIPPERS - 
IN STOCK AGAIN! 
No. 10! Sofie tertiioh : om 
Im, ntinople. 

hay Immediate ‘Delivery. 


ee! oe One een St-- New £9: 


| Sizes and Colors 
A STO Ne’ 








A DESIRABLE LINE OF 
LADIES’ HIGH GRADE FOOTWEAR 
Straps - - ‘ords - - Boudoirs 

Inquiries promptly answered - - - 
mien = Immediate deliveries assured. 
PORELL-MAGEE SHOE CoO. 
17 Railroad “- - = = Haverhill, Mass. 
Boston Office : 131, Essex Street 
(With Raymond Sales Company) 








WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


Inquiries oe ee a 


Felstiner-O' Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mass. 
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“Lawrence Leathers are Reliable Leathers” 


-G-U-N M-E-T-A-L 


The Calfskin the Consumer knows by name 





Gun Metal Calf in Black and colors is 
made exclusively 


by A. C. Lawrence Leather Co. 


A. C. Lawrence} L 


161 South Street 
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AT MILWAUKEE 
No. 4 Brown Gun Metal Calf 


—made a distinct “hit.” This color was the 
choice of the critical shoe buyers at the Con- 
vention—they saw in it not only a handsome 
shade of rich brown but also a matching of the 
latest style tendencies in colored calfskins. Color 


No. 4 Brown is a 


Seasonable Success of the First Order! 


No. 19 Baywood Gun Metal Calf—a new 
shade—is a live brown of beauty and character. 
This color is being freely sampled and bids fair 
to make a “ten strike.” You will want to show 
No. 19 Baywood In your latest styles. 


Samples Freely Furnished on Request. 


Leather Co. 


Boston, Mass. 


CINCINNATI ROCHESTER PHILADELPHIA 
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WHITE DIAMOND 


White Diamond is the logical white shoe cleaner 
because it cleans instead of covering the dirt or 
stain, restoring the fabric of the shoe to its original 
condition so far as cleanliness is concerned. 


Always used as a dry powder it never causes the 
shoe to shrink or crack or to change in color. 


As it is a dirt and stain remover, 
some type of flannel cloth should be 
utilized in cleaning a shoe, because 
of its absorbent qualities. 





Ordinary dirt, ink stain, grease 
spots, alike give way before the 
magic power of White Diamond. 


In its waterproof qualities it 
stands alone. Rub the powder well 
into the fabrie of the shoe and you 
may go out in the rain without even 
empening the white fabric of your 
shoe. 


Canvas, Nubuck, kid, suede are 
all cleaned by White Diamond with- 
out leaving a faint trace of disfig- 


THE ONLY uring marks. 


WATERPROOF meg ye Le az, users number 
more than half a million. . 
OEANER How about you? 


MILLER-WALKER LABORATORIES - DETROIT, MICH. 





















































TO THE MERCHANT ff A SENSATION! 


WHO CAN HANDLE CASE 
LOTS OF A WIDTH 


Does a line of full 
Louis covered heel 
straps and colonials, 
in latest styles, that 
can be retailed at 
Easter for $5 to $6, 
in Suede, — etc., 
appeal to you Re 
McKays that rival turns Ke ‘It takes the guess out of 
in flexibility and style. 3 Shoe Fitting’’ 

If so let us make 9 
a 3 [7 gives the correct length and width of 


saa kK the foot in one operation. 
Send for ’ 
Catalogue @ It assures absolute accuracy of fit. 


“Styles” . Ky It has an extremely favorable psycholog- 
Here’s one of our styles hy ical effect upon the customer—convincing 


. ty him that your service, your store and your 
Gray Suede With Saddle Effect ty merchandise are dependable. 


The Clarke Foot Measurer 









































Harrison - Lockwood Co. § Clatke-Emerson Mfg. Co. 
Factory — Haverhill, Mass. 3 Worcester, Mass. 
Boston Office: 108 Lincoln St. Ng Write us—for the full story! 
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in the same light and with the same. 


care as its upper leather. It has new 
tanks built especially for tempering 
sole leather. More than that, it has a 
hot-water heating system that will 
keep the air of the workrooms in just 
the right humidity, as well as heat, for 
keeping sole leather in temper during 
the process of manufacturing shoes. 
These are points in shoemaking which 
have not been commonly considered 
hitherto. However, they will lead to 
better shoemaking and better shoes, 
even in the Watson lines, which already 
are at very high standards. 





New Children’s Styles 


Some Lynn manufacturers are de- 
veloping light and dainty patterns in 
shoes for children. Also, they are using 
new colors, and new combinations of 
colors. The children’s trade, it is 
believed, shows some very good oppor- 
tunities for the development of styles. 

Of course manufacturers will stick 
all the while to orthopedic lasts and 
standardized shoemaking. 


Threads Cheaper 


Recent price lists show quite a reduc- 
tion on threads. For instance, thread 


New 


AT-ONCE ORDERS 


Merchants Return from Milwaukee 
—Normal Spring Business Expected 


Many of the retail shoe merchants 
of New York City returned home from 
the Milwaukee convention with a more 
hopeful outlook upon the immediate 
future. A normal healthy Spring busi- 
ness is expected here, but the retail 
merchants are not over-sanguine. Some 
of them stated that they had placed 
orders at the Milwaukee style show, 
while others are now placing orders 
with Brooklyn manufacturers and pro- 
ducers in other centers. Local repre- 
sentatives of shoe manufacturers lo- 
cated in all parts of the country assert 
that orders within the past two weeks 
have shown a decided picking up, 
although buying is still on a restricted 
scale. Few of the retail merchants are 
placing orders for delivery more than 
two months hence, and most of the 
orders now booked specify ‘‘at once” 
delivery, which is interpreted to mean 
as soon as the factory can make and 
ship the merchandise. 


Up to Capacity 


So far as Brooklyn is concerned most 
of the factories there are. now running 
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for sewing soles on McKay shoes is 
quoted in Lynn at $1 a pound against 
$2 a pound as a peak price. And a 
cord thread, used for stitching uppers, 
is quoted at $1.70 per 6,000 yards 
against $2.80 as a peak price. 


Believe Level Reached 


“In view of the fact that the down- 
ward trend of prices has practically 
reached its level for the present, season, 
we are pleased to submit our revised 
price list, based on present market 
conditions. It is our opinion that these 
prices will prevail during the entire 
season.” 

This paragraph is from a statement 
by Charles O. Timson Shoe Company 
of Lynn to its customers. 


Improvement in Soles 


To use soles an iron or two heavier 
and a point or two finer in quality is a 
general tendency of shoemaking in 
Lynn. These soles are brought up 
snug to the shoes by the stitchers, who 
stitch a tight seam and the edges are 
beveled, even wafer thin, and are 
trimmed quite close. So the shoe 
bottoms, while really substantial, look 
light and dainty. 


York 


pretty well up to capacity with suffi- 
cient orders to keep them going until 
April, at least. 


IN WHOLESALE TRADE 


Recovery Stronger in Women’s 
Than in Men’s Lines 

The recovery in the wholesale trade 
naturally has been stronger in women’s 
shoes than in men’s footwear, although 
manufacturers of the latter also report 
a decided improvement. Orders are 
coming in slowly, however, and are 
confined to fancy footwear rather than 
to staple styles. Heavy shoes are still 
being ordered and some salesmen report 
sales of high shoes and oxfords in about 
equal numbers. 


SOMETHING NEW 


Wanted by Retailers of Women’s 
Shoes 

Retailers of women’s shoes are still 
on the lookout for something new and 
several of them said that little in the 
way of actually new styles was de- 
veloped at the Milwaukee meeting. 
Some of the early Spring shoes being 
shown here include strapped pumps in 
kid and calfskin with welted soles, 
perforated tips or imitation straight 
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tips and military heels. This style of 
shoe is not expected to cut into the 
Louis heel strap pump business, but is 
anticipated as a partial replacement of 
the straight or brogue oxford, the 
demand for which appears to be 
waning. 


Sport Shoes Popular 


There is a stronger interest in sport 
shoes and some retail merchants are 
showing fairly large lines in their Palm 
Beach showings. These are character- 
ized by a great number of canvas and 
linen shoes and a smaller showing of 
the buck and kid leather types. Col- 
ored leather trimmings are more preva- 
lent than all white. 


Perforated Straight Tip 


In the men’s trade the brogue is 
being superseded by the perforated 


‘straight tip, or the wing ball strap. 





Shoes a la Costume 


Harry Collins, the well-known 
costumer, is now making shoes 
to, match some of the special 
costumes he produces for society 
women. The entrance of this 
prominent couturier into the 
shoe field opens up a vista to 
trade that some of the high- 
class New York shoe shops are 
developing more strongly. Some 
stores have arrangements with 
the high-class dressmakers, where- 
by customers of the latter are 
sent to the shoe shops to match 
up the costumes with the proper 
footwear. 











Such shoes already have been shown 
by some of the leading retail mer- 
chants and are reported to have found 
favor with the public. 


High Shoes Reduced 


Most of the retail merchants here 
are confining their sales’ efforts to 
closing out their Winter stocks. The 
reductions in high shoes have been 
particularly drastic. Oppenheim, Col- 
lins and Company are offering a varied 
line of high shoes at $4.90 a pair, many 
of which, according to Charles Thomp- 
son, manager of the store’s shoe section, 
cost as much as $11 a pair. Other 
retail merchants are making low prices, 
from $5 to $8 a pair on high shoes. 


Cammeyer’s New Store 


Cammeyer’s have prepared a simple 
but effective announcement to be serit 
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out to their customers when the new 
Fifth Avenue store, between 53d and 
54th Streets, is opened in the early 
Spring. The company’s old Fifth 
Avenue store, between 35th and 36th 
Streets, will be discontinued when the 
new store is opened. 


Heavy Grains Favorites 


Saks & Company last week conducted 
a small but successful sale of men’s 
high and low Scotch grain shoe at $8.75, 
reduced from $13.50. The success of 
the sale demonstrated the trend toward 
heavy grain leathers which is expected 
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to carry through until the hot weather, 
at least. At the same time the com- 
pany also sold a limited number of 
patent leather dress oxfords at the 
same price. 


New Arrivals at $10 


James McCreery & Company in their 
new department for women’s shoes are 
featuring “new arrivals” at $10 a pair. 
This price is one that is being strongly 
featured by several retailers on new 
merchandise coming into stock now. 
It applies to many of the double-strap 
pumps, suggested for Spring wear. 


Haverhill 


A MILWAUKEE PRIZE WINNER 


Rickard-Claremont Exhibit 
Awarded a Silver Cup 


Exhibits of Haverhill-made shoes at 


the Milwaukee style show came in for . 


a large share of admiration from the 
thousands of merchants and other 
visitors. The Rickard-Claremont ex- 
hibit was judged the leader in its line, 
and as a recognition of its leadership 
was awarded a large silver loving cup. 
This concern had not only attractive 
shoes on exhibit but living models show- 
ing them. As a whole, the exhibits of 
the various Haverhill concerns were 
productive, not only of many compli- 
ments, but a substantial amount of 
orders. 

Haverhill men’s opinions of the show 
is that it was well worth while, not 
only as a_ get-together meeting to 
retailers and manufacturers, but as 
starting something in the way of a 
substantial amount of business for the 
Spring season. 


FACTORIES ARE BUSY 


Easter Rush On for Goods Wanted 
for At-Once Shipment 


The largest amount of goods pro- 
duced in 12 months is now being 
turned out at the Haverhill factories. 
The Easter rush is on and goods are 
wanted without delay. Largely as a 
result of orders placed at the Milwaukee 
fair, Haverhill concerns making women’s 
novelty footwear are well sold up for 
Easter delivery. The short period 
between now and the week before 
Easter, when goods should be in mer- 
chants’ stocks, causes rush work in all 
departments of Haverhill factories. * 

Novelty floor goods in women’s foot- 
wear are quickly snapped up by eager 
buyers. One manufacturer expresses 
the situation when he says: “If we had 


our factory full of novelty floor goods 
ready for at-once delivery we could sell 
them all within a few days, and at good 
prices.” 


At Manufacturers’ Meeting 


Members of several Haverhill shoe 
concerns were present at the annual 
meeting of the National Boot and 
Shoe Manufacturers’ Association at 
Hotel Astor in New York, January 18 
and 19. Among these were: L. H. 
Downs of C. K. Fox, Inc.; F. J. Bradley 
of Hazen B. Goodrich & Co.; Herman 
E. Lewis of Herman E. Lewis, Inc., 
and others. Fifteen local shoe manu- 
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facturing concerns are members of the 
national association. 


NEW FACTORY 


To Be Erected by F. E. Adams Shoe 
Company 

F. E. Adams of F. E. Adams Shoe 
Company, whose factory at Seabrook, 
N. H., was recently destroyed by fire, 
says in regard to his future plans: 
“We are planning a new factory of 
fireproof construction, either brick or 
concrete, to be built near our former 
location. Building operations will begin 
as soon as possible. The Seabrook 
Board of Trade and a citizens’ com- 
mittee are co-operating with us along 
these lines and when our new plant is 
completed it will give us greatly im- 
proved facilities for production. Mean- 
while we have obtained temporary 
quarters. With new lasts and patterns 
we will be ready to go ahead and 
resume the filling of the many orders 
which were on hand at the time our 
factory was destroyed.” 


S. Porter Gardner Dead 


S. Porter Gardner, formerly promi- 
nent in Haverhill shoe manufacturing, 
died last week at his home in this city. 
He retired from active manufacturing 
many years ago. During the past 
quarter of a century he has been 
identified with banking interests in 
Haverhill. 


Brockton 


Store’s Annual Dinner 


THE 1921 FAIR 


Plans for October Shoe Style Show 
Being Developed 


Plans for continuing the very suc- 
cessful shoe style show held in connec- 
tion with the Brockton Fair last October 
are being developed. Frank E. Pack- 
ard, general chairman of the committee 
in charge of the style show, has re- 
turned from Milwaukee and brought 
with him many new ideas for the 
present year’s show in October next. 
It is planned to use the entire base- 
ment of the Exhibition Hall for the 
exhibit of Brockton shoe manufactur- 
ing in its various departments. A 
broad center aisle will enable visitors 
to inspect these operations at close 
range. The style show in the majn 
hall will be on a larger and more 
elaborate scale than that of the past 
year. 

Manufacturers in Brockton and 
the Brockton district are planning to 
make the strongest possible exhibit of 
men’s and women’s welt shoes. 


The Metropolitan Shoe Store, one of 
Brockton’s leading retail establish- 
ments, held its seventh annual dinner 
in this city recently. W. M. Dunbar, 
proprietor of the store, was host. 
Following the dinner there was an 
informal social session and a talk by 
Mr. Dunbar. In addition to the regular 
employes the guests included: J. K. 
McQuinn and Louis W. Dunbar, re- 
spectively president and secretary of 
the Brockton Moccasin Company. 


JOHN CLAPP DEAD 


Made City’s First High-Priced Boots 

John Clapp, one of the pioneer shoe- 
makers of this city, died at his home 
January 11 in his 84th year. He was 
born in the neighboring town of 
Randolph and when a lad of but 14 
he began to work on shoemaking at a 
time when only custom work was done. 
He went to Boston, took measurements 
for orders and later delivered the 
boots, for which he received about $15 
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of an order for more. 


WHITMAN & KEITH COMPANY : 


Designers and Makers of Men’s and Women’s Fine Shoes ‘ 
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a pair. About 54 years ago he came 
to North Bridgewater (now Brockton), 
when the town numbered about 8,000 
inhabitants. Mr. Clapp interested 
others and made the first high-priced 
boots ever produced in the town. 
Later, he made shoes under his own 
name. For four years he was super- 
intendent of the D. W. Field factory in 
this city. He also worked in Haverhill, 
Pittsfield, North Adams. About 15 
years ago he took the position of 
superintendent of the W. L. Douglas 
No. 2 factory, later occupying other 
positions with that concern. 





Dinner Fund to Charity 


Action taken by the Executive Com- 
mittee of the Brockton Shoe. Manu- 
facturers’ Association resulted in a 
unanimous decision to omit the annual 
dinner of the organization and to 
donate the amount of its cost to local 
charity. This sum (approximately $400) 
will be divided among the following 
organizations: Brockton Family Wel- 
fare Association, Brockton Catholic 
Charity Association, Brockton Feder- 
ated Jewish Association, Brockton Joint 
Shoe Council Relief Committee. 


Manufacturers as Bank Directors 


Recent annual meetings of local 
banks have elected and_ re-elected 


several members of the shoe manu- 
facturing trade as directors of the 
institutions and added others to the 
directorates. The shoe manufacturer 
members of the Home National Bank 
include: P. B. Keith of The Preston B. 
Keith Shoe Company, W. L. Douglas 
and Herbert L. Tinkham of W. L. 
Douglas Shoe Company, Fred F. Field 
of Field & Flint Company, John S. 
Kent of M. A. Packard Company, 
Myron L. Keith of George E. Keith 
Company. Additional directors are: 
Lars Peterson of Brockton Co-operative 
Shoe Company, and Charles S. Mar- 
shall of C. S. Marshall Company. 


Other Bank Officials 


Harold C. Keith, treasurer of George 
E. Keith Company, was chosen at a 
recent annual meeting of the Brockton 
National Bank, as vice-president of 
that organization to fill the vacancy 
created by the death of the late George 
E. Keith. 


G. H. Leach of George E. Keith 
Company was added to the Board of 
Directors. Shoe manufacturer direc- 
tors re-elected include: Daniel W. 
Field, Charles Howard of Howard & 
Foster Company, John J. Hurley of 
Hurley Shoe Company, W. A. Hogan 
of T. D. Barry Company, and Harold 
C. Keith. 


Boston 


BUSINESS IS BOOMING 


Retail Merchants Still Conducting 
Special Sales—Some Lively Buying 


The retail shoe stores and shoe de- 
partments of Boston have presented 
some lively scenes the past week. Big 
reductions in prices have been offered 
and some very attractive new styles 
have been shown. So busy are the 
proprietors and salesmen that it is not 
at all uncommon for them to remain 
until eight o’clock and even later clear- 
ing away their counters and getting 

_Teady for the next day. 


Milwaukee Reports Inspirations 


Reports from the big Milwaukee 
convention are being enthusiastically 
received from Boston delegates. These 
reports have had a stimulating effect 
upon retail merchants, wholesalers and 
manufacturers. All the trade here 


have been on the alert to know and hear 
every item of news, and many were the 
questions asked on what were the best 
sellers, the model shoe store, and so 
forth. Every one of the Boston men 
attending the national convention has 


come home with the doctrine of opti- 
mism and is spreading the glad tidings 
that 1921 is going to be a year of 
prosperity and greater accomplish- 
ments in the shoe trade. 


Retail Salesmen Meet 


With such a message did Percy E. 
Thayer, president of the Boston Retail 
Shoe Salesmen, return from Milwaukee. 
Mr. Thayer came home Saturday 
morning and on Monday night the 
Boston Retail Shoe Salesmen’s Asso- 
ciation held a meeting and dinner at 
the Hotel Seville, at which President 
Thayer was one of the _ principal 
speakers, and was kept busy answering 
questions on convention doings both 
before and after the meeting concluded. 

The message which Mr. Thayer con- 
veyed was that all of the talks made 
at the convention were in optimistic 
vein and that everything looked rosy 
to him for 1921. He gave a definition 
of an optimist as one who saw a light 
in the darkness where there was no 
light; the pessimist was one who came 
up and blew out the light; he compared 
the grouch to the cockroach. He told 
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* of Norman Johnson’s talk on “Sales- 


manship”; that Mr. Johnson had 
stressed the idea it was necessary to 
restore the lost art of salesmanship. 
“That is what you and I are trying to 
do,”’ said Mr. Thayer. “It is what our 
association is trying to accomplish—to 
produce better and more efficient sales- 
men, or as the ‘Boot and Shoe Re- 
corder’ puts it, ‘To get more shoes 
sold right.’ ”’ 


Scientific Salesmanship Analyzed 


And to tell more about this meeting 
of the Boston Retail Shoe Salesmen— 
one of the very best talks ever 
given was made by Charles E. Fish of 
the Phoenix Life Insurance Company, 
who took for his theme, ‘Scientific 
Salesmanship.” Mr. Fish gave a clear 
and analytic presentation of the ele- 
ments necessary for scientific salesman- 
ship and the benefit derived from 
“confidence in yourself, in your goods, 
in your firm and in the public.” 


The Parts of ‘*You”’ 


He asked the men to take the word 
“‘You,”’ and to ask themselves which of 
the three parts of “You’”—physical, 
mental and spiritual—dominated. 

He gave ten requisites which the 
scientific salesmen should possess: In- 
dustry, convincingness, initiative, ap- 
pearance, knowledge, system, character, 
thrift, health and schooling. 

A Resolution on the death of the 
late Paul Merton, former member of the 
association, was read, after which the 
members stood in silent tribute while 
“‘Nearer My God to Thee” was softly 
played on the piano. Two new mem- 
bers, C. J. McNamara of Rice & 
Hutchins, Inc., and Samuel Pizer of 
E. W. Burt Company’s store, were 
admitted to membership. 


A $2.00 Sale 


Among the special offerings which 
were made this week was a lot of 
women’s oxfords in browns and blacks 
at $2.00 the pair. These were offered 
at William Filene’s Sons’ Company’s 
bargain basement. 


At $3.35 and $4.65 


At the shoe department of Gilchrist, 
salesmen were kept busy with a sale 
of shoes at $3.35 and $4.65. There 
were also boots and oxfords offered at 
$7.65. More business was done on the 
$7.65 grades than on the $3.35 and 
$4.65—the $3.35 sold at about 50 
cents under cost. All kinds of heels 
sold, although the biggest business was 
transacted on military heels. The 
crowd commenced to arrive at 11.30 
Monday and fairly swarmed the depart- 
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Announcing the Departure 
of Our Salesmen on Their 


Spring enip 














AMES CLARK salesmen are now in their respective territories 
with Complete Lines of Spring Footwear. 


In our Spring Lines are the very last word in Novelty Footwear for 
women—embracing a wide range of Sirap Pumps as well as all the 
popular staples in Oxfords. 


Our new Spring Line has been priced at the New Low Level. Prices 
are so attractive that if you order for Immediate Delivery you will do 
a very profitable Pre-Easter business. 
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ment for the rest of the day and most 
of the week. 


Who Wears Size 23? 


The answer is a young white man at 
Camp Devens, who is about seven feet 
tall. This information was given by 
Edward N. Chalmers of the E. W. 
Burt shoe store, 196 Washington Street. 
The width of the young giant’s shoes is 
EE. At the present time, Mr. Chal- 
mers is showing in his window a pair 
of size 16C shoes, made for a white 
man down in the Kentucky mountains, 
but which were returned as the man 
had to have a little wider pair made. 

“Business is good all the time,” 
said Mr. Chalmers. “We sell men’s 
orthopedic shoes. I have started a 
salesman to work this morning. Previ- 
ous to that I have for seven years run 
the store alone, with the aid of an 
errand boy.” 


AT $5.85 


Crowds Flock Shoe Department of 
Shepard Norwell Company 


The shoe department of Shepard 
Norwell Company “‘pulled off’’ another 
big sale on Monday of this week on 
Dorothy Dodd boots. The shoes were 
divided into three sections. An attrac- 
tive window and case at the entrance 
of the Winter Street side of the store 
proved clever publicity. Sizes 3 to 54% 
sold in the thoroughfare of the store; 
sizes 6 to 8 in the shoe department, and 
sizes 2 to 3 at the rear of the shoe 
department. There were nine cashiers 
to look out for the sale in the thorough- 
fare. Girls made the sales and every 
pair was fitted. Special chairs and 
stools were arranged and the shoes 
fitted by experienced men. 

The system operated as follows: the 
woman selected the shoes she wished, 
assisted by the saleswoman, the cus- 
tomer then went to the fitter; when 
the woman finally decided that she 
wished the shoes the cashier took the 
money. Even after fitting, if customers 
are not satisfied with the shoes, they 
can either exchange: them or get their 
money back. Cuban heels were the 
biggest sellers. 

J. G. Lamgevin, assistant to C. B. 
Merrill, manager of the shoe depart- 
ment, was right in the midst of things 
and was smilingly directing here and 
there, greeting customers in his usual 
genial manner. 


Blue Arctics 


Some women’s four-buckle arctics 
with blue tops have been good sellers 
of late at the shoe department of 
William Filene’s Sons’ Company. 





Novel Pump Decorations 


Feminine shoppers of last week saw 
something brand new in the Temple 
Place window of Thayer McNeil Com- 
pany. This was a new decorative idea 
for black satin pumps. In the first 
place, there was an attractive rhine- 
stone buckle and standing upright 
from the buckle at the instep was a fan 
effect in bright cerise or green satin 
ribbon. These little satin ribbon fans 
gave the pumps a very smart ap- 
pearance. 


PERSIAN BROCADES 


Shown in Shoe Window of R. H. 
White’s Company 


Assistant Manager R. L. Upton of 
the shoe department of R. H. White 
Company has the knack of cleverly 
featuring very attractive shoe fashions. 
The past week the beautiful shoe win- 
dow which was trimmed under his 
supervision had a showing of richly 
brocaded pumps; the cloth from which 
these shoes were made was imported; 
some of these were in sabot effect, with 
gold kid piping and instep strap; some 
had black satin quarters. Mr. Upton 
said that recently a pair of these 
beautiful footwear creations had been 
made to order, in size 1314, for the 
wife of one of Boston’s wealthy Chinese 
merchants, who by the way always 
orders her shoes made at the R. H. 
White Company’s shoe department. 


NEW MARITIME ASSOCIATION 


Organized by Boston Chamber of 
Commerce 


The Boston Chamber of Commerce 
has organized a maritime association as 
the first step towards restoring Boston 
to its former position as a leading port 
of the country. The chamber voted 
$10,000 for the work, provided that 
the members of the new association 
should subscribe an equal sum. The 
latter have raised $14,000, thus making 
the chamber’s appropriation immedi- 
ately available. The association will 
absorb the present maritime bureau of 
the chamber. 

Edward Blodgett, a prominent marine 
lawyer, organized the new association 
and ‘is its first chairman. 


SOUTHERN SHOE WHOLESALERS 


Held Successful Semi-annual Meet- 
ing, January 10 


The semi-annual meeting and dinner 
of the Southern Shoe Wholesalers’ Asso- 
ciation was held at Hotel Brunswick, 
Boston, on the evening of January 10, 
with Second Vice-president Herbert E. 
King of Bristol, Tenn., in the chair in 
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the absence of President W. J. Martinez. 

President Martinez was prevented 
from coming owing to a Serious accident 
which he suffered a few weeks ago. The 
members of the Association sent him a 
telegram of sympathy. 

The evening’s program, as arranged 
by Secretary E. K. Marshall of Charles- 
ton, S. C., was very informal, and con- 
sisted principally of brief addresses by 
the special guests of the evening. These 
included President E. M. Scattergood 
and Secretary Louis M. Taylor of the 
National Shoe Wholesalers’ Associa- 
tion, Irving C. Fisher of the Associa- 
tion’s Rubber Committee, F. J. Bowne 
of Utica, N. Y., and Secretary Thomas 
F. Anderson of the New England Shoe 
Wholesalers’ Association. 


Optimism for 1921 


Most of the addresses dealt with the 
business situation and outlook as affect- 
ing the shoe and leather industries, and 
the dominant note sounded by all of the 
speakers was one of optimism for 1921. 

Two slogans for the shoe trade to 
adopt, as expressed by several of the 
speakers, were: “Do not accept cancel- 
lations from anybody,” and “Do not 
guarantee prices.” 

It was one of the snappiest and most 
successful gatherings of the many that 
the Association has held in this city. 


Everett with Etherington 


W. W. Everett, who has for some 
years been connected with the Shoe and 
Leather Reporter and the Shoe Retailer 
as publicity manager, has become asso- 
ciated with Leonard Etherington, ad- 
vertising specialists, 44 Binford Street, 
Boston. ; 


ANNUAL LADIES’ NIGHT 


At Boston Boot and Shoe Club, 
January 26 


The Annual Ladies’ Night Reception, 
Banquet and Entertainment of the 
Boston Boot and Shoe Club is to take 
place at the Copley-Plaza Hotel on 
Wednesday, January 26. 

The chief speaker will be Dr. Payson 
Smith, Commissioner of Education of 
Massachusetts, one of the most brilliant 
educators in the United States. Dr. 
Smith’s address will deal with some of 
the fundamental educational needs of 
the hour, a matter in which both the 
men and women who are to hear him 
have a deep interest. 

The musical program will include 
selections by Robert Cunger, baritone, 
and Mrs. Claudia Rhea Fournier, con- 
tralto, both artists of the highest repu- 
tation. In addition there will be instru- 
mental music by the Ladies’ Phil- 

(Continued on page 109) 
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ee _ Building Plus Business 
for Dealers Everywhere 





This is the ‘‘U.S.’’ Portland—a leader 
ates among modern overshoes. What- 
a 4 a 4 ever the nature of your trade — city, 
Wicket tort 8 town or country—this popular mer- 
epee ng chandise will lead to profits and 
satisfaction. The sturdy upper, the 
firm union between fabric and foxing 
by a special lapped construction, and 
the rugged railroad sole place it ina 
class by itself. As a trade builder for 
shoe retailers everywhere the ‘‘U.S.”’ 
Portland has no superior. 




























United States Rubber Company 





Always specify 0 


SPRING-STEM 
Rubber Heels 8 
when ordering ‘ 


leather shoes. 
They wear longer. 
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Processes in Gum Shoemaking 
From Fitting Uppers to Completed Shoe Ready 


for Vulcanization 


In the “Recorder” of January 1, we 
commenced a detailed description of 
the various gum shoe processes, ending 
with the placing of the rag heel, and 
taking our readers up to the moment 
when the uppers are put on the last. 
Putting on uppers requires patience and 
skill. To the novice it would appear 
that an upper becomes scrapped if you 
look at it on account of its flimsy and 
sticky mature, yet an experienced 
upperer puts on a hundred a day with- 
out scrapping one. 


Skill and Patience 


The last is placed on the table, the 
upper taken in both hands between the 
thumb and forefingers, centered on the 
gauge mark, and pulled down over the 
toe, then the sides, and smoothed out 
to the heel. One side is drawn round 
the heel, and the back seam line set 
by cutting off the surplus; the other 
side is then drawn round lightly that 
the impression of the location 
of the seam may be left on the 
rubber, then it is cut, and 
stitched up the back with a 
serrated roller. 


Free from Dirt 


The surplus gum is trimmed 
off the bottom with a knife 
lightly drawn round the edge 
so as not to cut through and 
returned to the mill room to be 
used over again. It is very im- 
portant that gum upper scrap 
be free from cément, dirt and 
friction or it cannot be used 
as upper stock again. 

The upper is then rolled to 
unite it firmly with the lining 
and wiped with a damp cloth 
to remove any dirt or foreign 
substances. A rubber heel tip, 
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| ‘Rubber Footwear. 
The Market Situation - Prices and 
Style Information - Trade Notes 











Butterfly Effects 


The fashion of heather top 
arctics was being discussed re- 
cently in one of Boston’s big shoe 
departments. 


A query in the Rubber Foot- 
wear Department of December 25 
issue was the cause, ‘‘Will Novelty 
top arctics appear next?’ Say 
arctics with Scotch plaid tops, 
cravenetted? 


I remember, said the retail 
shoe merchant, about 25 years 
ago in a Massachusetts city 
arctics for women and children 
had vamps stitched in fancy 
colors. Butterflies in red, or 
white, or blue were a favorite 
decorative scheme. They were in 
one-buckle effects. 














The Uppering Operation 
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if the shoe takes one, is put on, care 
being taken to pull the ends under at 
the instep. 


Outsoling Men’s Work 


The outsole is cemented and allowed 
to dry before being applied. The shoe 
is held in the hand, facing outward 
and the sole placed with right. The 
left, first at the toe, then the shank 
and heel, after which it is rolled on 
with a heavy roller and stitched at the 
edges. This work is usually done by 
men on account of its heavy character. 
Machines are now being developed 
which press the sole on by compressed 
air, water and mechanical pressure. 


The Final Touches 


The shoe is now complete and 
passed to the vulcanizer where it is 
varnished to give it a glossy appear- 
ance and placed in a heated chamber 
for a certain length of time to be cured. 
In the packing room, the shoes are 
stripped from the lasts, the surplus 
lining trimmed off, inspected, wrapped 
in tissue, packed in cartons and cases 
and sent to the shipping room to fill 
the waiting orders. 


PLANTATION RUBBER 


Buying Quiet—Buying In- 
terest Comparatively Light 





The situation in plantation 
rubber was uninteresting. De- 
mand, which as heretofore came 
from dealers almost entirely, 
large factory interests keeping 
out of the market, could only 
be characterized as moderate, 
while the fact that sellers were 
few served to keep prices on a 
steady basis, the aning quota- 
tions being 20'%c for ribbed 
smoked sheets spot and Janu- 
ary arrival, which positions 
continue very scarce, 2lc for 
January-March, 21 4c for Janu- 
ary-June, 22c for April-June 
and 26c for July-December, 
with first latex pale crepe held 
at a premium of %c. There 
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BLUM’S 
KREEP-A-WA FELT SLIPPERS 


SALESMEN 


Are now displaying this famous line in all states. The 1921 
offering is far superior to past seasons and with the addition 


of a new factory prompt deliveries are assured. Be safe 
rather than sorry! 


UNIVERSALLY KNOWN AS 


“THE SLIPPER BEAUTIFUL” 


_ BLUM SHOE MANUFACTURING COMPANY — 


lactor7es at 


Dansville, New York, 





Jan. 22, 1921 
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Rolling Upper After Joining Back Seam 


: was no change in Paras, the market 





remaining quiet at the prices quoted 
on the preceding day. 
; Some Quotations 
Para—Up-river, fine..... 18 @.. 
Up-river, coarse....... 13 @.. 
= Bes ME ck kt a 
Island, coarse......... ll @.. 
Caucho ball, upper.... 14 @.. 
Caucho ball, lower..... 2 « @.: 
2. Ae: ia a 
= Plantation—First latex, 
GR citing sess > BB Bs, 
Brown, crepe, thin, clean 14 @.. 
Brown crepe, rolled.... 12 @.. 
Smoked ribbed sheets... 20144@.. 
SS Centrals—Corinto....... 13 @l4 
Esmeralda.......%.... 13 @14 
Guayule, wet......... 20 @22 
Balata, block, Ciudad.. 70 @.. 
Balata, block, Panama. 47 @4 
Balata, sheet.......... 72 @80 


Scrap Rubber 





¥ 


Conditions in this department are a 
repetition of what has gone before. 





There is next to no demand and it is 
hardly worth while quoting prices as 
they mean little. 

Boots and shoes......... 
Arctics, trimmed........ 
Arctics, untrimmed.... .. 
Tires—Automobile....... 1 
Bicycles, pneumatic...... 1 
Hose, steam, fire........ 
Inner tubes, No. 1...... ‘ 
Inner tubes, No. 2....... 
Mexican—Scrap......... 
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Robert Colbert Dead 


President of Golbert Last Company, 
Worcester, Mass. 


Robert Lyons Golbert, president of 
the Golbert Last Company, Worcester, 
Mass., died this week at his home at 
290 Lincoln Street, after several months’ 
illness. 


Mr. Golbert was 
born in’ Boston in 
1837 and_ received 
his early education 


The Completed Shoe Ready -to Be Vulcanized 
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Rolling on the Outer Sole 


in the public schools. At the age of 
17 he moved to Worcester and entered 
the last factory of Samuel Mawhinney 
to learn the business. Mr. Golbert’s 
marked ability led to his being taken 
into the firm and he served in its various 
capacities for 40 years, being the super- 
intendent and manager most of the 
time. The company then moved to 
Brockton, but Mr. Golbert remained 
in Worcester. 


At the age of 60 he started a new 
factory on Church Street and after six 
years won a firm standing. The factory 
was moved to better quarters and in ~ 
1905 was incorporated. 


Mr. Golbert was a member of many 
lodges, the Worcester Board of Trade 
and the Worcester Mechanics’ Asso- 
ciation. In 1865, Mr. Golbert married 
Mary Elizabeth Field of Nantucket, 


now decease 1. 





Right—Rolling Bottom Work After Putting On Joining 
Strip (Note Leather Heel in Place). 


Left—Shoe Ready 
for Uppering 
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ARE YOU GETTING A NORMAL VOLUME 


OF BUSINESS? —IF NOT— WHY NOT— 





WE ARE—WHY— 


Because our 20 years of 
successful analysis of 
your requirements, plus 
our willingness to mete 
out at the right time a sell- 
ing plan and basis very 
befitting to today’s mer- 
chandizing policies of the 
volume operator has 
brought it to us. 


Because our line of STER- 
LING VALUES backed up 
by shoes of Real Style and 
Real Quality—construct- 
ed from none other than 
leading lines of Calf and 
Sole Leather with all Al 
materials, fit the price 
and value demand. 





Before laying out your future merchandising policy we 
request your inspection of this line of CALF LEADERS 
priced to be placed on the FEET OF THE SHOE WEARING 
PUBLIC AT RIGHT RETAIL PRICES— $6.00 to $7.00 





MILFORD SHOE COMPANY 


SALESROOMS 
36 Lincoln Street, Boston 


443 Marbridge Bldg., New York City 





Factory: Milford, Mass. 






SAMPLE No. 1001 
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The feature of the market is the 
moderate but steady improvement. 
The volume of business at the Mil- 
waukee convention was sufficient to 
encourage a more general placing of 
shoe orders in other sections of the 
country. With some of the large shoe 
factories running at. capacity in the 
near future, as it is reported they will 
be, this means a steady buying of 
leather. Tanners and leather mer- 
chants are more optimistic as to the 
future, and the very low prices prévail- 
ing on hides and leather encourage 
the shoe trade to supply their needs. 

There is no question but that there 
is a great need for leather and leather 
products in foreign countries. The 
exchange situation has proven a set- 
back to foreign business, but with the 
prices now prevailing and an improve- 
ment expected in exchange it is be- 
lieved that the demand for export will 
increase. 

There are some labor difficulties in 
the East where shoe manufacturers and 






















reductions. The tannery and shoe 
factory workers are still holding out 
for the higher wages and bonuses 
which prevailed a year ago and during 
the close of the war. Those high levels 
cannot be maintained, particularly on a 
declining scale of living costs. 








Calf Leather 


Improved trading has been reported 
in most branches of the upper leather 
market. The recent advances in raw 
stock have given a firmer tone to calf 
leather quotations, and while there is 
no material change over the past few 
weeks tanners are holding more rigidly 
to terms. The standard tannages in 
colors are quoted at 45c to 50c per 
foot with 50c the average price for full 
grain. Suede finishes are held at 65c 






Weekly 





tanners have been obliged to make some- 


The Le mrs arse 
of Leather 
Supplies and Prices 
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Buying Move Begins 
Orders Placed for Shoes Reflect Activity in Leather 
District---Tanners Holding Firm to Prices Asked 


to 75c for the best, with 50c to 60c 
for the medium and lower grades 
accordingly. 


Side Leather 


There has been more activity in side 
leathers, and shoe manufacturers have 
taken up considerable in the aggregate 
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during the past two weeks. The prin- 
cipal call is for colored sides, and there 
is not as large a supply of full grain in 
the top grades as might be desired. 
There is a firmer tone to prices as a 
reflexion of the advances in raw stock. 
Full grain colored chrome sides of the 
standard tannages are quoted from 30c 
to 40c, with snuffed 3c to 5c lower. 
The combination and bark tanned 
sides bring from 15c to 30c. These 
prices are lower than have prevailed 
in several years. 


Glazed Kid 
A better business prevails in kid 








Comparative Leather Prices 


While there is no standard of leather quotations today in view of the wide range 
and absence of active trading, we give herewith a list of prices of reported sales as. 
compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 


en  TOFOLEE FCP LET OLT OT 
se IELCO TEC OO CIO Tae 


Calfskin (black) .. 


Glazed kid tedlens, best quality). pds Shee aie 
Glazed kid (medium, black and colors) ... 
Glazed kid (cheap to medium).......... 
Side leather (colored) .................. 
Sella Semteae: (MAOR) 85 855k UT, GAA. eRe 
Ss PIE, WE) 2.5 citer ict Sepa tetads .. Siar 


Jan. 19, 1921 
$0. 60 @$0. 75. 


Jan. 19, 1920 
$1. 25@$1. 40 


Sole Leather (Price per pound) 


TE Ey ae eee eee 
Hemlock seconds (mid)................ 
NN SESE Pe EOE OT I, T 
I ne aaa iheis. ac os Same eee 
NN Sosa 35 5, oye ss 5 doo tig a Aap 


Raw Hides and Skins (Price per pound) 


Native steers, as used in sole leather, harness, etc. 
Heavy Texas steers, for sole leather. .... 


Light native cows, for side upper leather .. 
Branded cows, for light sole leather .. 


No. 1 buffs, for heavy upper and side fenthie 
No. 1 Chicago City calfskins, for fine calf leather. 


Kips, for upper leather . . 
B. A. hides, for hemlock pe, beahii 


ate, 1.25@ 1.35 50@ .60 
1.05@ 1.30 .45@ .55 

t awa 1.25@ 1.40 .65@ .75. 
ee —@ 1.00 .40@ .50 
2 gS .18@ .55 —@ .40 
Weel, .55@ .85 .30@ .45 
.50@ .75 —@ .40 

.55@ .75 —@ .40 

Shas .85@ 1.05 .40@ .50 
saekes .90@ 1.00 .40@ .50 
aeleen $0.56@$0.57 $0.38@ —. 
SE 54@ .55 34@ — 
ee. .84@ .85 .50@ .60 
Pe .95@ 1.05 .60@ .70 
.82@ .84 50@ — 
$0.40@$0.41 $0.18@$0.19 

fed —@ .34 —@ .15 
—@ .40 —@ .13 

ee ae —@ .12 

.28@ .30 .10@ ..12 

.50@ .75 .10@ .20 

.40@ .60 .09@ .18 

—@ .39 —@ .16 
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Whydo some shoes lose their shape? 


The other shoe retained its shape 
after months of wear, and the inner- 
sole was as smooth and durable as the 
day it was built in the shoe. It was a 
Korxole (cork) innersole. 


You can trace the answer to the 
innersole. 


The innersole is the foundation of 
the shoe, and it must be the strongest 
part. If it is weak, the shoe will soon 
lose its shape and go to pieces. 


A striking example of the importance 
of the innersole is shown in the illus- 
tration. Both shoes were worn by 
the same individual. Both were high 
grade shoes. 


Yet one soon spread out of shape, 
and the uppers tore away from the 
welt. This shoe had a leather innersole. 


When you buy footwear think of © 
this illustration and be sure to order 
your shoes built with Korxole inner- 
soles. Your customers will appreciate 
it. 


Let us send you the very interesting 
booklet, “What Does the Public 
Want?” 


Armstrong Cork Company, 132 Liberty Street, Lancaster, Pa. 


“The Flexible Cork Innersole That’s Built Into the Shoe” 
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than for many months. 
shades in tan have been in best de- 
mand although there have been good- 
sized sales of blacks. Prices are firmer 
all around, and kid tanners are not 
making any trades at a cut price as 
they were some weeks ago. Raw stock 
prices are at a very low level and kid 
tanners maintain that they will be 
higher from now on rather than lower. 
The standard tannages are quoted at 
from 60c to 70c per foot, 40c to 50c 
for medium and 25c to 35c for lower 
grades. 

Activity is lacking in patent leather 
trading with standard tannages in full 
grain sides quoted at from 40c to 50c. 
There is a better outlook for export 


business with the rise in foreign. 


exchange. 
Sheep Leather 


Improvement is noted in the sheep 
leather market and conditions should 
be better with kid prices advanced. 
The standard tannages of sheep in 
colors are quoted at 22c to 25c and 
downward according to grade and 
quality. 


Sole Leather 


There is a better tone to the sole 
leather situation and buyers are in the 
market sampling and getting a line on 
prices for their future supplies. Sole 
leather tanners have been letting stock 
go at below replacement values, but 
they maintain that this program is at 
an end. Sole cutters have been large 


purchasers of late of union and oak, 


backs. No. 1 dry hide sole is quoted 
at 38c, middle weights at 36c to 37c 
per pound. Union sole is quoted at 55c 
per pound for steer backs and 50c for 
cow backs. There is more inquiry 
being made for chrome sole, especially 
by manufacturers of sporting and out- 
ing footwear. Oak sole is much lower 
in price than a year ago. Bends -are 
quoted at 60c to 70c as against 96c 
to $1 per pound a year ago at this 
period, and No..1 backs at 50c per 
pound as against 82c to 84c a year ago. 


BOSTON 
(Concluded from page 101) 


harmonic Orchestra, A. H. Handley, 
manager. 

At the conclusion of the after-dinner 
exercises there will be the usual two 
hours of dancing. 

There will be a reception in the lobby 
of the hotel, commencing at 6 o'clock, 
and the banquet will begin at 6.30 
P.M. The reception will be in charge 
of a special committee. 
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LIVINGSTON PAUL DEAD 


Fatal Injury Received in Hockey 
Game—Well Known in Shoe Trade 


Word has reached Boston of. the 
death in Philadelphia, Sunday; Januery 
16, of Livingston Paul, the son of 
Howard Paul, a member of the firm of 
Paul Brothers, the well-known shoe 
wholesalers of that city. 

Mr. Paul, who was 22 years of age, 
formerly was with the W. H. McElwain 
Company of Manchester, N. H. Death 
resulted from injuries received while 
playing a hockey match between two 
teams of the Philadelphia. Ice Hockey 
League. Mr. Paul was well known 
among the younger men of the shoe 
trade in which his democratic tastes 
and cheerful optimism under all condi- 
tions had won him many sincere friends. 


CORRECT FITTING DISCUSSED 


At Round Table of Boston Retail 
Shoe Salesmen’s Institute 


At the January 12 meeting of the 
Boston Retail Shoe Salesmen’s Institute, 
“Correct Fitting’ was the subject dis- 
cussed. This session proved one of the 
most interesting of the course, although 
the lessons so far have been so at- 
tractive to the group that it was unani- 
mously decided to assemble at 6:30 
P. M. instead of 6:45, and to continue 
until at least 9:30 P. M. 


Visitor from Florida 


One of the visitors at the January 12 
gathering was R. R. Wilkinson, Mana- 
ger of the Shoe Department of Cohen 
Bros., Jacksonyille, Fla. Mr. Wil- 
kinson has been following the course 
with interest and on his recent trip to 
Boston called on Director Evans and 
said that he would like to attend the 
Wednesday session. Mr. Wilkinson 
gave a talk on “Fitting.”’ He offered a 
prize of $5.00, $3.00 and $2.00 for the 
three best essays on “The Ideal Prac- 
tical Retail Shoe Salesman.” 

A silent tribute was paid to- Mrs. 
Libby, mother of one of the students, 
and a message of sympathy was sent to 
Mr. Libby. A greeting was sent to 
President Thayer of the Boston Retail 
Shoe Salesmen’s Association. 

Announcement was made of the 
congratulatory letter from Hanan & 
Son sent to Mr. Morgan of their Boston 
store on his winning the individual 
store prize of $5.00. There were talks 
by ‘two foot experts, and Professor 
Starch of Harvard University gave a 
report. 

This week’s meeting was held on 
Thursday evening. 
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PUBLICITY MEN AFFILIATE 


O’Connell-Ingalls Advertising 
Agency Is Organized 


John F. O’Connell, for eight years 
publicity director for the United Shoe 
Machinery Corporation, and Arthur W. 
Ingalls, of the Ingalls Advertising 
Agency, have established the O’Con- 
nell-Ingalls Advertising Agency, with 
offices in the Ames Building. Both 
members of the firm have had long and 
thorough training in the advertising 
and publicity fields. 

Previous. to entering the employ of 
the United Shoe Machinery Corpora- 
tion Mr. O’Connell was a reporter on 
the Herald, New England correspondent 
for the New York Tribune, and a special 
writer and contributor to System and 
other business publications. 

Mr. Ingalls is a graduate of Harvard 
of the class of 1909. He has been head 
of the Ingalls Advertising Agency for 
the last twelve years. For a long time 
he represented the late Elbert Hubbard 
in New England, handling his publica- 
tions and advertising campaigns in this 
territory. 





St. Louis Travelers 


To Take Part in Missouri, Kansas 
and Nebraska Meet 


The St. Louis Shoe Travelers’ Asso- 
ciation has taken action to participate 
in the entertainment of the convention 
of Missouri, Kansas and Nebraska re- 
tail shoe merchants, which will be held 
in St. Louis February 28 and March 1 
and 2. One of the three days of the 
convention will be devoted to the trav- 
eling salesmen, who will serve as hosts 
and also arrange for entertainment of 
the visitors on that day. 

The traveling men also contemplate 
a style show during the convention, and 
a committee will have charge of the 
preparations for the affair, including 
J. C. Woodworth, with Howard & 
Foster, Brockton, Mass.; J. P. Cham- 
bers, with the Pedigo-Weber Shoe Com- 
pany, St. Louis; A. G. Milius, with the 
Hamilton Brown Shoe Company, St. 
Louis, and L. F. Trampe, with the 
Boyd-Welsh Shoe Company, St. Louis. 
The association’s delegates at the Na- 
tional Shoe Travelers’ Association con- 
vention at Des Moines were as follows: 
W. T. Johnson, B. F. Williams, H. R. 
Estes, H. H. Bauer, W. H. Goldman, 
L. F. Trampe and Fred P. Marx. In 
addition plans are being made to in- 
crease the membership of the associa- 
tion, the St. Louis Association of Shoe 
Manufacturers and Wholesalers having 
expressed willingness to co-operate in 
developing complete membership of 
St. Louis house representatives in the 
organization. 
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STYLE NO. 150 
“*TINY-FOOT”’ 


ar 
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A Feature Slipper (Full Lined),. built for utmost comfort, 
and yet makes the foot look small. 
Made in ten two-tone effects. 

SAMPLES ON REQUEST 
Our Mr. Miller will be in Boston, at the Hotel Essex, 
January 22 to 28. 
It will be worth your while to look him up, and glance over 
our line. 
Our next ad will feature our individual Style No. 104, 


- “The Opera.” 


MAID-RITE FELT SLIPPER CO. INC. 


(Rosemill Products) 
163 Livingston Street Brooklyn, N.Y. - 
























A Shoe That’s Selling Strong, Right Now “ 
Price $6.00 : 
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NUMBER 332 _ 

A “‘Keith’s Konqueror’’ Brogue for Women. Made up in tior 
our usual careful way of tan calf and carries a 1-inch heel “9 
AA-D — Sizes 2-8 nn 

unu 

The PRESTON B. KEITH SHOE COMPANY sho 
BROCKTON (Campello Station) MASS. C 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street R 
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ROCHESTER RETAIL SHOE 
DEALERS’ ASSOCIATION 
Accomplished Big Things in 1920 


George W. Schmanke, secretary of 
the Rochester Retail Shoe Dealers’ 
Association, has just made public his 





Cc. E. SHIELDS 


President Rochester Retail Shoe 
Dealers’ Association 


annual report. It is announced that 
15 new members have been added to 
the roll of membership, making a total 
of 55 members in good standing. 

The part which Rochester retail shoe 
merchants played in shelving bills 
detrimental to the retail shoe trade, 
notably the Pure Shoe Bill at Albany 
and the famous McNary Bill at Wash- 
ington, is lauded in the report of the 
secretary. The need for strengthening 
the organization to fight measures that 
menace the retail business is stressed 
by Mr. Schmanke. 


1921 Officers Elected 


The following officers for the year 
1921 were elected at the last meeting: 
President, C. E. Shields; first vice- 
president, Philip Leckinger; second 
vice-president, Donald Burke; third 
vice-president, Isadore Friedman; secre- 
tary, R. L. Fitzgerald; treasurer, A. L. 
Robinson. 

No meeting of the association was 
held on Friday, January 14, owing to 
the fact that many of the retail mer- 
chants were at the Milwaukee conven- 
tion, but a big revival meeting was held 
here on Friday, January 21. News of 
the N. S. R. A. convention was dis- 
pensed at the rally meeting which was 
unusually enthusiastic because of the 
shoe style show being given in the city. 


Congratulations to Milwaukee 


Rochester shoe men who have re- 
turned from Milwaukee are loud in 
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Rochester 


their praises of the big conclave. They 
claim that the volume of business done 
at the national meeting augurs well for 
the return to normal times and will do 
much to encourage buying all over the 
country. Everybody here has been 
watching eagerly to see how the 





A. L. ROBINSON 


Treasurer Rochester Retail Shoe 
Dealers’ Association 


Rochester Style Show will compare in 
point of volume of business with the 
Milwaukee show. 
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SOME SALES 


‘Cut to the Bone’’—A 20 to 40 Per 
Cent Reduction 


Following a personal letter appeal, 
William Pidgeon, Jr., of 77 State Street, 
has just announced his prices “Cut to 
the Bone.’”” Men’s shoes are being sold 
for from $5.85 to $9.85 and women’s 
shoes for the same price, excepting 
orthopedic shoes. 

William Eastwood & Son Com- 
pany’s stores are conducting a sale of 
new Spring oxfords in tan calfskin. 
They are Rochester-made oxfords and 
the leather is the best grade of tan 
calfskin, with plump out-sole—all leath- 
er throughout, including toe boxing 
and counter as well as insole. The 
price is $9. 

It has just been announced here 
that in spite of unsettled industrial 
conditions, the Eastwood stores in 
Rochester and Buffalo sold more shoes 
in 1920 than in any previous year. 

Gould, Lee & Webster, Main Street 
East, and East Avenue, also are con- 
ducting a 20 to 40 per cent reduction 
sale on shoes, hosiery, spats and 
findings. 

Nearly all the shoe stores in town 
have cut prices to an extent. Henry J. 
Klee’s haberdashery store on East 
Main Street is closing out its shoe line 
at mark-down prices. 


St. Louis 


RETAIL MERCHANTS BUYING 


For Spring and Summer— Mostly on 
Novelty Lines 


Since the first of the year all the 
St. Louis shoe houses, both manufactur- 
ing and jobbing, have experienced a 
very definite change in the trend of 
business, although the aggregate of 
orders is not yet extremely large. It 
is, however, a fact that there is much 
more interest being taken by retail 
merchants in merchandise for Spring 
and Summer and they are either order- 
ing or are taking up the matter of 
orders seriously with the houses and 
the salesmen. As a result of the condi- 
tions developing the salesforces are to 
be kept in their territories and their 
visits to headquarters will be limited 
to the shortest possible time, even be- 
ing eliminated wherever possible in 
order that as much as possible of the 
retail trade may be seen within the 
period in which orders may be taken 
and shipments made.in time for pre- 
Easter selling. 





Convention Buying Good 


Returning wholesalers and salesmen 
who went to the Milwaukee convention 


of the N.S. R. A. also report that there 
was a very lively interest taken by the 
retail trade in Spring and Summer 
lines and that the buying was more 
than usually satisfactory for a conven- 
tion. However, the reports were general 
that the present. interest seemed to be 
the most active in fancy numbers for 
show window use and to liven up the 
stock, rather than in large orders for 
full stock requirements, although the 
impression was gained that the orders 
placed would be followed reasonably 
soon by more definite orders for sea- 
sonal requirements. In other words, 
an exceptionally large proportion of 
the orders placed was in the perish- 
ables rather than in the staples or 
semi-staples which hold their value 
longer in the stock. 


PRICE CONCESSIONS 


Made by Retail Trade on Broken 
and Discontinued Lines 

St. Louis retail merchants are push- 
ing out their goods at price concessions 
with the evident intention of getting 
rid of all broken lines and discontinued 
numbers at the earliest possible mo- 
ment, but no “bread and butter” stuff 
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HUNKINS 


TURN SHOEMAKER 
Says: 


Juvenile Turns 
VALUE is an 


In the Betier Grades : 
3 essential today 


“Factory Stock Service” VALUE ne ‘ 
Up-to-the-Minute 
x STYLE is a liability 


H. H. FREELAND BUT 
Manufacturer QUALITY 


Established 1896 ROCHESTER, N. Y. 








"8 STVLE 


Are Our Objectives 





You Witt Prorir by waiting for our salesman. 


Stock Catalog on Request | W. O. HUNKINS & CO. 
Haverhill, Mass. 








Philadelphia Representative 
W. J. LIGGETT, 610 Roosevelt Bivd. 


























THE ADVANTAGES OF 


HOTEL 


G saex 


ATLANTIC AVE end ESSEX ST. 
400 Reoms-500 Baths “1% Aday and up 


Perfection ABSOLUTELY FIREPROOF 
° P | ; The shoe and leather men are con- 
Circlettes gregating here in usual numbers for 
the January period of sampling and 
' selling. Numerous lines are to be 
2) seen in Boston now that promise 
best of business possibilities to buy- 
ers. When you land in Boston, reg- 


With the Sharp ao and Broad Wear- ister here. Better still, wire reserva- 
= —s tion immediately. 


They don’t scratch floors They do protect THE HOTEL ESSEX CO. 
BOSTON 


They don’t wear slippery They do stop uneven wear 
They. don’t drop out They do prevent runover heel 
— McCARTHY BROS. 


PUT ’EM WHERE THE WEAR COMES PROPRIETORS 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 22, 
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seems to be included in the offerings 
at the cut prices and when such goods 
are priced in the stores the figures do 
not yet seem to indicate that such 
goods have been placed on a full re- 
placement basis to the consumer. The 
footwear that is at present being 
offered, where comparisons are made, 
seems to run at about 50 to 60 per cent 
of the former price, but it is not often 
stated when the “former price” pre- 
vailed, so that analysis of the reduc- 
lions is not altogether accurate. Several 
of the stores are running salés of reduced 
price goods in the vicinity of a $6 basis 
and the values offered seem to be good, 
but they are not all as yet within the 
limits which attract the public to spend 
its money with any marked freedom. 
The business reported is good, but the 
volume is not of an extent to cause any 
special comment. 





WITH $50,000,000 CAPITAL 


International to Reincorporate as 
Delaware Corporation 


The International Shoe Company 
has announced plans for a financial re- 
organization of the company and its re- 
incorporation as a Delaware corpora- 
tion with $50,000,000 instead of the 
$25,000,000 at present authorized under 
the present articles of incorporation. 
The new company is to retain the 
present name of the International Shoe 
Company. It is to take over all the 
liabilities and all the assets of the 
present company and the reincorpora- 
tion is stated to have been made neces- 
sary by the expansion of the business 
which has also required capital expan- 
sion. The letter to the stockholders 
announcing the plan which has been 
approved by the board of directors 
states that stockholders’ approval will 
be asked at a meeting to be held 
March 14. Although the new in- 
corporation is to be under the laws of 
Delaware the State of Missouri will be 
requested to license the new company 
for the continuation of the business 
with headquarters at St. Louis as at 
present. 


Shipments Over $78,000,000 


The letter of President Rand an- 
nouncing the plan also states that the 
shipments of the company have in- 
creased from $21,500,000 in 1912 to 
$78,000,000 and more in 1920 and 
this increase in business compelled the 
issue for capital requirements of $4,000,- 
000 of preferred stock which had been 
held in the treasury since the organiza- 
tion of the company in 1911. But this 
issue, consuming all the stock the 
company was authorized to issue, did 
not provide all the capital required, 
hence the new plan. The new pre- 
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ferred stock will pay 8 per cent instead 
of 7 per cent as at present. 


Business Conduct Unaffected 


The reorganization will have no 
effect upon the conduct of the business 
as at present constituted. The same 
officials and executives generally will 
be in charge, the plan being formulated 
simply to make the operations of the in- 
stitution more flexible and afford facili- 
ties for handling to better advantage the 
increasing volume of the tanning, 
manufacturing and sales operations. 
Since the announcement of the plan 
the stock of the company has held up 
well on the local exchange, the range of 
quotations for the common stock being 
between $160 and $172 per share, the 
first-named price being the quotation 
at the close of last week. 





Factory Unemployment Low 


The United States Department of 
Labor has found that the shoe in- 
dustry of St. Louis has been hit the 
least of any shoe district in the country. 
According to the figures given out the 
reduction of employes during the recent 
readjustment period has been only from 
10 to 12 per cent. The survey made 
began December 15 and therefore is 
of the lowest rate of employment. 


New Walk-Over Store 


The Walk-Over Shoe Company has 
opened an up-town store at Grand and 
Washington Avenues which will handle 
both men’s and women’s shoes, but 
with especial reference to the women’s 
trade. The new store fronts on two 
streets with show windows on both 
fronts. Manager A. W. Lutz, who has 
charge of both the down-town stores 
of the company, will have charge of the 
new establishment, but with a store 
manager under his direction. 


Wizard Increases Capital 


The Wizard Foot Appliance Company 
of St. Louis, waich has been extending 
its business very rapidly in recent years, 
has increased its capital from $25,000 
to $250,000 in order to handle its 
present business more effectively and 
also to extend its operations. Its head- 
quarters are in the Advertising Building 
at 1627 Locust Street. 


New Welting Concern 


The St. Louis Welting Company, 
which will manufacture welting for 
Goodyear welt shoes for St. Louis and 
other manufacturers, has acquired about 
8,000 square feet.of space at 14th and 
Locust Streets and will get into operas 
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tion at once. Those interested in the 
new concern are Edmond B. Smith, 
formerly in charge of the production 
end of the Brockton Rand Company of 
Brockton, Mass., and Chester W. Mel- 
ville of Brockton. The former will be 
president and have charge of the 
manufacturing end of the business and 
the latter will be treasurer in charge of 
the financial and sales end of the 
business. 





High Heel Legislation 


Massachusetts Osteopathic Society 
Files Bill, Effective January, 1925 


Boston, January 17—Among the 955 
bills filed for consideration by the 
Massachusetts Legislature is the follow- 
ing, sent in by R. Kendrick Smith, 
president of the Massachusetts Osteo- 
pathic Society: 

“Tt shall be unlawful after January 1, 
1925, for any individual, firm, partner- 
ship, or corporation, to manufacture, 
sell, display, possess or wear shoes hav- 
ing heels of greater height than one and 
one-half inches, and whoever manu- 
factures, sells, displays, possesses or 
wears shoes, the heels of which shall 
exceed 114 inches in height after Janu- 
ary 1, 1925, shall for the first offence 
be fined not less than $25 nor more 
than $500, and for each subsequent. 
offence be fined not less than $500 nor 
more than $1000, or imprisonment for 
not less than 30 days nor more than a 
year, or both.” 

Dr. Smith gives as the reason for 
these drastic provisions that high heels. 
cause deformity, which while not so. 
bad in itself is materially injuring the 

race. The doctor said that it was not 
so bad for society women, who wore 
high heeled slippers in the evening 
only, because in the day time they wore: 
comfortable shoes for shopping and out- 
door sports—the real danger was to. 
working girls who buy high heeled 
shoes because they are pretty and who. 
can afford but one pair both for party 
purposes and for work. 


Utah Osteopaths Busy 


Salt Lake City—A bill to compel 
women to wear shoes with heels that 
do not exceed 114 inches in height has 
been placed before the Utah legislators.. 
The Salt Lake City Osteopathic Asso- 
ciation is at the back of it. Prominent. 
members of the association claim that 
serious injury is being done by the 
wearing of high heeled shoes. This 
view is supported by a prominent 
member of the regular school of medi- 
cine, but most of the medical doctors. 
regard the bill with indifference. 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 








The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 


The shoe is for 
the foot and not 
a store. house for 
appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 
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CHICAGO TRAVELERS’ 
LUNCHEON 


President Kalisky Recipient of 
Traveling Bag—Many Guests 
Present 


A special luncheon of the Chicago 
Shoe Travelers’ Association was held 
at the Palmer House, Saturday, Janu- 
ary 15. 

At the speakers’ table, besides Presi- 
dent Joseph Kalisky, were W. M. 
Oakman, ex-president of the National 
Shoe Travelers’ Association; Ex-Presi- 
dent James Kaltenburn; George J. 
Nichols, vice president, National Shoe 
Travelers’ Association; Al Smith, presi- 
dent, Pittsburg Shoe Travelers’ Asso-: 
ciation; Sam Vaisey, president, Roches- 
ter Shoe Travelers’ Association; Jack 
Jones, ex-president, Boston Shoe Trav- 
elers’ Association; Thomas A. Delany, 
president, Boston Shoe Travelers’ Asso- 
ciation. 

Short Talks 


Each of these gentlemen made a 
short talk in which several problems 
facing the fraternity were discussed. 

Mr. Delany, on behalf of the Chicago 
Shoe Travelers, presented President 
Kalisky a traveling bag as a testimonial 
of the high regard in which the Chicago 
boys hold their president, who has 
recently been re-elected for the ensuing 
year. 


DINNER TO SALESMEN 


Samuels Shoe Company Heads and 
Travelers Discuss Conditions 


The Samuels Shoe Company, St. 
Louis, recently gave a dinner to its 
salesmen, followed by a smoker, at 
which the problems of the coming sea- 
son were discussed. Including the 
heads of the company there were about 
twenty-five present. E. R. Samuels 
presided, while talks to the salesmen 
were made by Theo R. Samuels, Julian 
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G. Samuels, Alex Light, salesmanager, 
and the advertising manager, A. R. 
Petrie. The salesmen are a on their 
territories now, and reports coming in 
indicate considerable revival of interest 
jn the retail trade in the Spring and 
Summer lines. 


“FOLKS MUST WEAR 
Rubbers,”’ Says W.E. Schmidt of 
Lambertville Rubber Company 


For fifteen years, W. E. Schmidt of 
Logansport, Ind., has covered Indiana 
and Ohio territory for the Lambertville 





W. E. SCHMIDT 


“Smithy” Ready to Start After Orders 
for “Snag Proof’’ Rubbers 


Rubber Company. One of the ways in 
which he celebrated Christmas Day was 
to pose for his picture beside the car in 
which the “Snag-Proof” line is carried 
over the country by him. In his hand, 
he is holding aloft up one of the Lam- 





bertville boots, just the way he does 
when he is selling the company’s product 
to the retail shoe merchants in his terri- 
tory. Mr. Schmidt moves lively when 
on his trip and finds his machine of 
great help to him in his cross-country 


runs. 

“T cannot see any reason why business 
should not be good this season,” said 
Mr. Schmidt recently to the “Recorder” 
representative, “since people must wear 
rubbers. My company’ guarantee 
prices for the entire year to all who place 


- orders, therefore, I feel confident that 


merchants will desire to avail them- 
selves of this protection when they are 
convinced that they cannot lose on 
prices.” 


ROCHESTER ELECTS OFFICERS 


Fred S. Brill, President; C. L. Clark, 
Vice-President 


Friendly rivalry marked the annual 
election of the Rochester Association 
of Traveling Shoe Salesmen held on 
Tuesday, January 4. Following the 
regular monthly luncheon at the Powers 
Hotel, ballots were cast. Non-resident 
members and those not able to be in 
Rochester for the election were allowed 
the privilege of absentee voting. A 
large number took part in the election. 

F. S. Brill of the Charles A. Eaton 
Company, Brockton, Mass., was elected 
president to succeed Sam Vaisey of the 
Burrows Shoe Company of Rochester. 
All the other offices were filled by well- 
known shoe travelers, as follows: Vice- 
president, C. L. Clark, C. P. Ford & 
Co., Rochester; second vice-president, 
F. W. Rice, Utz & Dunn Co., Roches- 
ter; third vice-president, L. B. Shafer, 
Moore-Shafer Shoe Manufacturing Co., 
Brockport; fourth vice-president, F. W. 
Stevens, W. B. Coon Company, Roches- 
ter; secretary, A. C. Edson, Joy, Clark 
& Nier, Inc., Rochester; treasurer, J. W. 
Castle, Burrows Shoe Company, Roch- 
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HARNEY, TRACY, CREHAN CO. 
FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 


LEACH 


SHOES 
JOBBERS ONLY-—— 


Misses’, Children’s and Infants’ 
medium priced turn shoes in all 



















leathers and combinations. For 
Domestic and Export trade. 


Write or wire to factory. 


E. F. LEACH 
184 Market St., Lynn, Mass. 














SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


Mt. Jewett Burke Muskegon 
Boston, Mass. 


St. Marys 
332 Summer St., 


MYER T. ORNSTEEN SHOE CO. 


HAVERHILL, MASS. 


Manufacturers 
of Women’s 
McKay Boots 
and Shoes. 


“‘The Shoe of 


See eet nage 


OurNew Factory Capacity 3,000 Pairs Daily 
Boston Office, 212 Essex Street 
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QUALITY FELT SLIPPERS 
for 


MEN — WOMEN — CHILDREN 


Visit our Boston Office—H. R. 
Holden & Co., 134 Summer Street, 
F.J. H. Jones, N. E. Representative. 


MARTIN FELT SLIPPER CO. 
76A May Street - Worcester, Mass. 


HOUWMOUOM OOM 


SUITS LIL eniiiiiiiieriii i 








No. 32217 Basket 
Complete—75c. each 


Everlasting Decorative 
Flowers and Plants, 
Vines and Garlands. 
My illustrated catalogue 
in colors, No. 32, mailed 
free for the asking. 


FRANK NETSCHERT 
61 Barclay St. 
NEW YORK 


























FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 








WHAT IS YOUR ADVERTISING 
DOLLAR BUYING? 


High prices of materials and increased overhead have made 
necessary a stricter economy along mercantile lines. 

Advertising should be considered as well as the commodities 
in which merchants deal. 

By choosing only those publications whose circulation is ac- 
curately measured, you not only practice economy in your adver- 
tising, but are assured that your money is buying a definite quan- 
tity of circulation. 

The Boot and Shoe Recorder’s circulation is measured by the 
Audit Bureau of Circulations. Advertising placed in its columns 
is an economical investment. 
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ester. The last two were re-elected to 


office. 


VALUE OF THE NATIONAL 


“Notable Victory for Salesmen”’ in 
Revision of Tax Ruling 


A letter has been recently sent out 
by Sol Wolerstein, Secretary, and 
“Tim” Healy, President, of the Nation- 
al Council of Traveling Salesmen’s 
Associations, Inc., to all members of the 
National Council of Traveling Sales- 
men’s Associations, Inc., commenting 
upon the “‘Notable Victory for Sales- 
men” in the revision of the former ruling 
of the Commissioner of Internal Revenue 
in not permitting salesmen traveling 
on commission to deduct in making up 
their annual income returns the entire 
expense of railroad fares, meals, Pull- 
man berths and other incidental ex- 
penses. 

The amended version of the Tax Rul- 
ing was given in full in our issue of 
January 1 on “The Shoe Traveler 
Page.” 

The letter continues: 

“The persistent efforts of the Na- 
tional Council of Traveling Salesmen’s 
Associations to procure a revision of 
this ruling has at last been crowned 
with success. 

“The success achieved in this, one of 
the many matters in which the National 
Council of Traveling Salesmen’s As- 
sociations is interested for the welfare of 
salesmen, was brought about by efforts 
which required many visits to Wash- 
ington, memorializing legislators, etc. 

“Mr. Salesman, is this not concrete 
proof of the value the National Council 
of Traveling Salesmen’s Associations 
has for you? If so, tell your friends.” 


AT BOSTON SHOE TRADES’ CLUB 
Recent News by “‘T. A. D.”’ 


Among recent visitors at the Boston 
Shoe Trades’ Club was W. E. Gerrish 
of Plant Bros. & Co. of Manchester, 
N. H. ‘‘Bill’ returned from his trip 
just before the. holidays and while 
confessing that orders were at a variance 
with former seasons, he had the real 
Christian spirit and said, ‘‘Praise be 
the Lord, that they were not less.” 
Those who do not know “Bill’’ can 
easily recognize him as the fellow with 
the perennial carnation carefully pinned 
in the buttonhole of his coat lapel. 


CHARLES M. McCARTHY DEAD 


Popular Salesman for C. P. Ford & 
Co., Inc. 

Charles M. McCarthy, who traveled 
Ohio, Illinois, including Chicago and 
lowa, for C. P. Ford & Co., died De- 
cember 24 at his home in Buffalo. 
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Although young in years, Mr. McCarthy 
had a sales record of which a veteran 
salesman might be proud. He was a 
great favorite with the trade, who 
missed him last season when he was 
obliged to remain at home on account 
of heart trouble. His death did not 
come suddenly, as he had been ill for 
many months. He was one of the most 
popular members of the R. A. T. S. S., 
and took an active part in their affairs. 

Mr. McCarthy leaves a wife and two 
young children and six brothers, two 
of whom, Ray and Hilary, travel for 
C. P. Ford & Co., Inc. C. P. Ford & 
Co., Inc. sent out a card to the trade 
announcing the death of its esteemed 
worker, and the President, Treasurer 
and Advertising Manager of the firm 
were present at the funeral. 


**“MONTY’S”? MARIONS 


At Rochester Shoe Style Show, 
January 17-22 


The Marion Shoe Company, Marion, 
Ind., will be ably represented at the 
Rochester Shoe Style Show, January 
17-22, by their New York State sales- 
man, George J. LaMontagne. Room 
507, Powers Hotel, will be Marion 
headquarters, and ‘Monty,’ as_ his 
friends call him, expects that this 
prominent position next the elevators 
will result in the Marion men’s line 
getting more than its share of attention. 


Brimful of Enthusiasm 


“Monty” is widely and favorably 
known to the New York State trade 
and is just brimful of enthusiasm for 
his ‘‘Western Quality and Eastern 
Style.” During the past season bis 
sales volume has proved so very satis- 
factory that he called on his trade con- 
tinuously up to the last several weeks, 
and got some real business. 

The confidence his customers have 
in him as a salesman, and the satis- 
faction resulting from buying and sell- 
ing Marion shoes are doubtless re- 
sponsible for Mr. LaMontagne’s suc- 
cess under adverse general conditions. 


Connolly on the Job 


James J. Connolly, who travels for 
William Reynolds, Jr., Providence, and 
who is authority on the latest style 
in shoe ornaments for women’s foot- 
wear of fashion, started Monday on a 
trip to Newport, Fall River, New 
Bedford, Providence, Pawtucket, War- 
ren, Westerly, Bristol, Taunton, the 
Attleboros and Woonsocket. The above 
towns will comprise his circuit of calls 
for the next few months, after which 
he will go back to his enlarged territory. 
The reason for this present concentra- 
tion of effort is his recent illness. He 
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is regaining health very rapidly, how- 
ever, on which fact his many friends 
in the trade are congratulating him. 


Hidden Talent 


The last meeting of the Boston Shoe 
Travelers brought forth some hidden 
talent, as big occasions generally do. 
This time was made famous by the 
appearance of Frank P. Fanning of the 
Geo. E. Keith Company. “Frank” 
took the floor several times and cer- 
tainly did the ‘“‘spread act”’ in his speech- 
making and parliamentary tactics in a 
way that kept past President Curry 
on the alert all the while. 

Besides being a good and rapid-fire 


* speaker, his reputation as a distributor 


of shoes and order taker has been 
established long ere this late date. 


A Michigan Boy 


“Bob” Jones of the F. M. Hoyt Shoe 
Company isn’t so very well known 
about the club, but that is because he 
is a ‘““Michigander”’ and spends most of 
his time and money in that land, but 
when he is about Boston you can 
generally locate him about the Boston 
Shoe Trades’ Club. He is among those 
visitors who are proud of New England 
supremacy in shoe building as he can 
easily prove by the neat bunch of auto- 
mobile stocks he has tucked away in a 
safety deposit vault, all gotten through 
his selling of New England shoes. 
“Bob” is a prince to meet on the road 
and his smile is a welcome picture when 
he comes East. 


**The White Fellow” 


Arthur Brown of the Outing Shoe 
Company is a very well known type of 
the eastern salesman who travels 
through Virginia, West Virginia and 
Pennsylvania. He is called ‘‘the white 
fellow’? down there, whether it be that 
he sells such a tremendous bunch of 
white shoes, or because he is such a 
generally good fellow, we will not say, 
but we do know that he has both 
qualifications. 


J. O. Ford Dead 


J. O. Ford, salésman for the Rice & 
Hutchins Cleveland company, passed 
away suddenly at his home in Niles, 
Ohio, January 7. His widow leaves for 
Baltimore tomorrow morning with the 
body, where funeral services will be 
held. 

Although in poor health for some 
time, Mr. Ford ever showed grit and 
determination and was an indefatigable 
worker. Being always honorable and 
square in his dealings he cemented 
himself very closely to his customers 
and will be greatly missed by all. 
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Sure there are BROWNIES;---here are two real ones that 
will do you a lot of good right now! | 


Fine, rich looking 


BROWN SATIN 


(SKINNERS) 


IN STOCK 
NOW 


Just the right shade—a nice 
bronze brown. Lots of life to 
it. Snappy, quick selling styles. 
Order now for immediate busi- 




















B-340—Brown Satin One we ness and in anticipation of the B-335—Brown Satin One Strap, 
14 LXV Heel. B, C and D. Easter rush. Baby Louis Heel. B, C and D. 
SR res eee ge ee oe RR ere > $3.75 





SILVER GRAY SATIN 1 straps like illustrations, B-355 Baby Louis heel and B-360 4% LXV heel at 
$3.75, will be ready for delivery about February Ist. 


We carry IN STOCK, ready for instant delivery, the same styles in BLACK and WHITE SATIN, B-110 
4 LXV heel and B-140 Baby Louis heel at $3.25. 


And remember, the place to come for popular priced SATINS is always 


HANNAHSONS SHOE CO., : : Haverhill, Mass. 


Minimum Orders, One Dozen Pairs. Terms 2% 10 Days 






























































IN STOCK | « 
WOMEN’S COMFORT OXFORDS Di 
Co 
——— PRICE - - $1.75 —— on 
ma 
up. 
mo: 
eve 
( 
cus 
FULL JBROGUE! CORDOVAN less 
BALSWITH JRUBBER DOUB- ? qua 
LER, ON THE HAGUE LAST. poi: 
edu 
peo, 
ber 
evel 
‘o. X400—Women’s Cabretta Plain Toe is fe 

Deford, Rubber Heels, Cushion Innersoles, 
Packed 36 pair to case. Sizes 4 to 8, 5 to 8. mal 
PU ipbiicciceccimehiocacuediad $1.75 this 

No. X300—Same as above, with Stock 
WEN cock naascecdenseseeean $1.75 mea 
TERMS: Net 30 days, F. O. B. Boston gray 
Con 
tion 
tetai 

POOLE PATTING ELIOTT SHOE CO. 

MANUSAC TUS 677-679 Atlantic Ave., A 
BROCKTON , MASS BOSTON, MASS. . 
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NEW YORK CONVENTION 


Of Eastern Division of Scholl Sales- 
force 

The 1921 convention of the Eastern 
Division of the Scholl Manufacturing 
Company is over. A great many 
things can be learned from it. Wonder- 
ful ideas of interest to both the shoe 
manufacturer and retailer have loomed 
up. The convention was the biggest, 
most enthusiastic, and most successful 
ever held. 

One of the interesting topics dis- 
cussed was the way and the means to 
lessen the complaints on the wearing 


, quality of shoes and it was definitely 


pointed out by H. P. Shrigley, assistant 
educational director for the Scholl 
people, that a surprisingly larger num- 
ber of complaints on wear with which 
every shoe retailer and manufacturer 
is face to face is caused by some abnor- 
mal condition of the feet. Proof of 
this was convincingly given by the 
means of stereopticon views and photo- 
graphs which the Scholl Manufacturing 
Company aim to exhibit for the educa- 
tion and the benefit of every shoe 
tetailer and manufacturer in the country. 


“Get Together” Exchange 


Another important topic that was 
gone into deeply is the aim of the 
Scholl Manufacturing Company to co- 


Group Photo Taken at 1921 Convention of the Eastern Division of the Scholl Manufacturing Company 


operate and be helpful in the establish- 
ment of local shoe retailers’ associations, 
such as have been established in the 
West. The object of this association 
cannot be more vividly illustrated than 
it was by the remark of the editor of a 
trade paper who was present and when 
asked for his opinion said, “If you are 
a shoe merchant and I am a shoe mer- 
chant, and I give you a dollar and you 
give me a dollar, we are both as rich 
as we were before, but if you give me 
your idea and I give you my idea, we 
both have two ideas.”” This national 
association is intended to be a clearing 
house of selling and merchandising 
ideas and “get together exchange” 
where shoe merchants may discuss their 
problems and find ways and means to 
overcome them. 


Address of Dr. Scholl 


Tuesday, January 11, was house, 
policy and advertising day. Dr. Scholl 
addressed the men assembled in the 
morning. His address was brimful of 
ideas and was well received. F. J. 
McCarthy, the Eastern advertising 
manager, laid bare the plans for the 
wide-sweeping national advertising 
campaign which is to be broader and 
wider in its scope for 1921 than has 
ever before been attempted. George 


._ Ferris, eastern office manager, also 


made an address. 
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On Thursday, January 13, the com- 
mittee entertained A. D. Anderson, 
editor of the ‘“Boot and Shoe Recorder,” 
and after lunch Mr. Anderson enthused 
the men by his encouraging forecast for 
1921. Dr. Williams, eastern sales 
manager of the organization, was ever- 
present with his smiling countenance 
and was presented by the men with a 
gold watch as a token of their gratitude 
to him for his co-operation during the 
year just then ending. Dr. R. M. 
Hunt was chairman of the convention. 
He was assisted by J. W. Scott, J. C. 
Rintelen, and Dr.-J. L. Macdonald of 
the Scholl salesforce and J. E. Bolen. 


TWO SINBAC MEN 
Herman B. Khol and A. E. Reynolds 
Join Salesforce 

Herman B. Khol, who for a number 
of years has represented the George E. 
Harrison Shoe Company in Iowa, will 
hereafter represent Sinsheimer Bros.— 
the Sinbac line—in that same territory. 
Mr. Khol is a close observer of condi- 
tions and is entering upon his new 
position with a most optimistic view 
of the future of conditions in Iowa. 

A. E. Reynolds has recently assumed 
the position of manager of sales’ and 
publicity of the Sinbac line. Mr. Rey- 
nolds was formerly with the System 
Company and more recently with 
Armour and_Company. 
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Changes in Business 


Current Events in Failures, Suspensions and Ac- 
tivities in the Shoe and Leather Trade 


Failures 


Boston—Algolten Shoe Co., Max Goldferb, pro- 
prietor, wholesale boots and shoes, reported 
recently assigned for the benefit of eoetinens, 
and an a pene oy Pom petition in bankruptcy has 

r been fi 

Everett, Mass. tena Weiner, boots and shoes, 
reported on the 28th ult. the above made 
an assi t to J. I. Reismen, and a meeting 
of itors was held at 31 Albany Street, 
Boston, on Friday, the 3l1st ult. 

Haverhill, Mass.—Hil & Gerber, leather, re- 

assi to Simon Scarensier; 
iabilities, $50.000. 
Liberty Durgin, Inc., shoe manufacturers, 
assigned to George F. Carleton, F. J. 
mpson, and F. H. Tilton 


Donat Brouillard, boot and shoe 
ms to have filed We in Fe wan 2 


liabilities of 2: y 
Holyoke, Mass.—G. tt Shop, reported 
fs offering to pe 3 at Boe cent. 
y, Mass.—M. L. Brown Co., shoe 
oe, Harry T. "Talty 
pinianter amber Ch A Ala: we G. y= = ery etc., 
petiti into 
Dothan, Ala.—H. Behrman, shoes, etc., reported 
petitioned into bankruptcy. 
Huntsville, Ala.—W. H. Collier & Co., shoes, etc., 
E. T. Terry has been ap; inted re- 
Involuntary petition in iptcy 
was recently led. 
Ala. have died Supply y Co., shoes, etc., 
ave a vo untary petition in 
posted iabilities of $19,- 
323, and assets of $13,100. 


—* k.—I. Weinstein, shoes, etc., reported 


Helena, A Ark. —Barney Gould, Sample Shoe Store, 

in financial culties and 

is ‘offering pon deg 25 B rs cent settlement. 

Owes $20,000; assets said to be about $5,000. 

Los Angeles, Cal.—Grass- Mayer & Duncanson, 
—. etc., reported petitioned into 


Bridgeport, Conn.—I. Nyden, shoes, dry goods, 
ttc. Reported has filed a voluntary pe' 
in bankruptcy, listing liabilities of $20.1 18, ‘of 
which all but $250 is unsecured, and assets of 
$5,000, of which $4,000 is stock, on January 3, 
1921, offered a settlement of 20 per cent. 
Fort Meade, Raing —Philip m, shoes, etc., re- 


etc. 
ted abilities $310,000; assets, $155, poe 
ering to —— at 35 per cent c 
Augusta, Ga.—S. — 4 
bankrw R 


petitioned into bankruptcy 
Douglas, Ga Peterson x PRclinham Co., shoes, 
Macon, eg ee CL ee o., ene etc., reported 
petitioned into bankruptc 
Valdosta, Ga.—Leon oy _ etc., reported 


Caines, Ill. —Geo. K. Harrison Shoe Co., whole- 
sale shoes, reported petitioned into bank- 
ruptcy y Sse creditors whose claims ag- 

oy Oskye, shoes, etc., reported petitioned 


into bankruptcy. 
Macon, Ill.—I. A. Chappell, shoes, etc., reported 
Newport, Ky.—Sam Fogel, shoes, etc., reported 


Alexandria, La.—I. Lm y (Boston Shoe Stere), 
shoes, etc., reported asking extension. 
Detroit, Mich, ~ Gabriel Zieglert & Co., shoes, etc., 
petitioned into bankru ptcy. 

ilies Weiner (9 feondene. 40 Monroe 
Avenue), sh etc., petitioned into 
bankruptcy R receiver appointed. 
1 offering to compromise at 30 per 


Bahtinere, Md.—Patapsco Shoe Co., wholesale 
assets to be sold at auction 


8. 
main inn.—Lew Silverman, shoes, etc., re- 
Belzoni, Miss.—J. M. Powell & Co., shoes, etc., 
reported extension. 
Charleston, Miss.— -Thornton Co., shoes, 


dtc., nyperted petitioned into toy. 
Rockport, Me—8. E. & Ht Lc thopheed & Co., 
etc., reported into bank- 
son Rich 


Owosso, . Lebowski, shoes, etc., re- 
i into bankruptcy. Reported 
assets, $4,519 and liabilities $15,361. 


— River, Minn.—G. O. Malmstrom, shoes, 

Tintah, "Minn .—Tinta Co-operative Co., shoes, 

St. om wheletele dom, 
ported li: - 


offering to 
compromise at 50 per cent, payable 30 
cent cash, eee a10 
per cent in 
Detroit, Mich. MM. ~ Rosenbloom, Rosenbloom 
Leather Co., pg reported Maurice A. 


Rosenbloom, doing business as the Rosen- 
bloom oe Co., is in bankruptcy. 
Noting, . He cop hancut Bros., shoes, reported 
at 


com) 
Atlaneio Chia Fey tonata acne tihoalety 
7 ), —— Atlantic py omy re- 
promise at £. 
Camden, No J-Polieck & Glick, shoes cron 
mee 


receiver. eported ities 
about $12,000 and assets estimated at $6,500 
Brooklyn, N. ¥.—New Idea Shoe Mfg. Co., Inc.,- 
shoe manufacturers, fining t com- 
promise at 20 cent. 
Sengetee, N.Y.— oe Seen eerie Sien Ot ont and 
. Mishkin), cham, etc., reported petitioned 


N * -).—- >a 
ew Yor! ~~ — owitz, 
a meeting of creditors of the above was held 
on December 30, at which it developed that 
he had recently suffered a loss by fire amount- 
to some $3,000, and that he owes about 
500, distributed among 10: creditors, and he 
has to turn over his insurance to his 
creditors to be divided pro rata and to pay the 
balance in full under an extension, paying $100 
a week to a trustee ning Jan a ss, 
and continuing until he ro 100c 
dollar. Settlement will be secured by a Sith ot of 
sale to trustee for the benefit S poco a 


The majority of creditors 
ome’ this ee as the best Zs the i im 


er eo , ae and a- reported at an 
adjourned meeting of creditors of the above, 
an arrangment was made whereby settlement 
was —a at 55 per cent, 10 per cent in 
cash and the balance, 5 per cent a month 
secured by endorsed notes, a notes ~— 
endorsed by Edward Klein. All creditors 

understood to have accepted this eottloment 
and <a for the consummation of 


“aes & Novick shoes, reported an invol- 
— ition in bankrup has been filed 

yman Kaplan pee uel Novick, 

ike under the above name, by at- 


represen: 
ting $987. assignment to Archi- 
was 
Hickory, N. C.—B. M. Williams (Williams Cloth- 
ing Co.), shoes, etc., reported petitioned into 


Elliot, N. D.—John H. Elliot, shoes, ete., reported 


Trenton, a ica volo Aronson, oes re- 
filed voluntary petition in 

Atlantic City, N. J.—Louis PE ay “Soniony 

ne *” shoes, insolvent ont 

20 per cent to creditors. 

Newo sae J.—Sam Goldstein, pened 

ect 


necessary arrangements 
setilement SS ete os So ae paying 
about 20 per cent in cash and the balance in 


notes, endorsed. 
Strafford} N. H.—C. W. Haselton & Co., Inc., shoe 
manufacturers, reported assi q 
Gackle, N. D.—Golden Rule Store (Sam Krasnoff), 
shoes, etc., reported petitioned into bank- 
oe N. —Te Loan Co 0., 
ity, oon. J.—Stone Shoe Co. (Henry 
» reported petitioned into bank- 
ruptcy. Reported meeting of creditors called 
for Jemuesy 22. 
Camden, N. J.—Pollack & Glick, shoes, etc., re- 
a 


cei 

; Sap ee N.Y. 
venue), manufacturers, reported peti- 

tioned into bankruy 
New ¥ > Shoe 

petitioned into bankruj ptcy. 

ceiver appointed. 


Co., I reported 
” Inoeell oo 
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Changes 
Worcester, Mass.—J. Drelinger, shoes, etc., wi!! 
close ne 
Ala.—Leonard Shoe Co., wholesale 


shoes, ted with capital of $150,00( 
Waterloo, imeoyert mich ¢ Gon shoes,fnorper: 


pon yan e ital ei $30,000. 

7 ng & Logan, ‘shoes, etc., G. K. 

pei Mai 7 Anderson Shoe Co., shoes, adver- 
tising to sell ou 
Marshall, Mo. — a & C , shoes, etc., re- 
geld: out to D. L. 1. Cooper. 

B ‘ Y.—Berland Children’s Shoe Co., 
Inc. she ant manufacturers, incorporated wit! 
cal 


lerman "Shalt 820 Manhattan Avenue), 
tinue. 


increased to $350, 000. 


Hazleton, + fee tes. wholesale shocs, 
discontinued. 
bere = B- Pa Ot pee Supply Co., shocs, 
porated capital, $10,000. 
Pe my Vi rose J. Ives, shoes, etc., succeeded by 
Ives. $. Everest. 


| gtd 


The failures, embarrassments, etc., in the shoe, 
leather and kindred lines in the’ United States and 
pp for the week ending January 15 numbered 

66 against 55 for the ne ing week and 17 for the 
corresponding period of 1920. The failures of the 
week were as a rule of an unimportant nature. 





How the Wilson Process 
.Works 


The following description of the Wil- 
son Process has been prepared to give 
merchants a clear understanding of the 
many features embodied in this new 
method of making shoes. 

Constructed from the start in the 
same manner as a welt shoe, the Wilson 
Sewed Shoe is lasted with the use of an 
insole of good quality, which is the 
foundation of any good shoe. The 
insole is channelled on both sides. 

The Wilson Sewed Shoe is made with 
the upper drawn over the last and tem- 
porarily fastened, the same as a welt 
shoe. The uppers and linings are then 
fastened to the lip on the insole in the 
regular way as in a welt, preparatory to 
sole laying. 


No Tacks in the Wilson Sewed Shoe 

The tacks are then removed and the 
bottom filled, after which the sole is 
laid ready for stitching. 

In order to insure a tight inseam and 
give flexibility, the outside channel 
of the outer-sole is cut to the extreme 
edge, forcing the operator to sew on a 
bevel, which is accomplished by using 
a special needle and a light cord thread 
of great strength, which leaves this 
shoe to be stitched seven to nine 
stitches to the inch, which is con- 
siderably more than the inseaming on 
a turn. 

By stitching as described, the shoe 
is prevented, it is claimed, from spread- 
ing or losing its shape. 


Special Closing Machine 


The channel of the insole is then 
closed by a special machine which 
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the company is manufacturing, giving 
the shoe the appearance and smooth- 
ness of a welt on the inside and the 
exterior appearance of a turn. 

This construction permits the use of 
any weight of sole leather and a variety 
of edges, including close or extension. 


May Use Leather Box Toe 


Another important feature is, that 
this being a straight lasted shoe, the 
use of a leather box toe, which will not 
break down, is permitted. 


Good Repair Job Possible 


This shoe, having a good insole as a 
base, makes a good repair job possible, 
a point that has interested shoe dealers 
particularly. By moistening and rais- 
ing the inside channel and preparing 
the insole in the usual manner, stitching 
the shoe through the upper and insole, 
either by a straight needle or by hand 
sewing and then turning- down the 
channel to its original position, a per- 
fect job of sole replacing is easily made 
by any shoe repairer. 

The factory system of making the 
Wilson Sewed Shoe has been so per- 
fected that it can be produced in mod- 
erate floor space in large quantities and 
has been accepted by many who hereto- 
fore have handled nothing but bench- 
made turns as being superior in many 
ways to that method of construction. 





Joseph Byron Dead 


Joseph Byron, connected with A. C. 
Lawrence Leather Company since Feb- 
ruary, 1902, as manager of book leather 
department, died January 18 at the 
age of 80, after a brief illness with 
pneumonia. He was a man of an 
unusually fine character and was be- 
loved throughout the trade. He was a 
resident of Watertown, Mass., and is 
survived by five children, Miss Mary 
Byron, Miss Jane Byron, Mrs. Dr. 
A. C. Pearce, Mrs. R. W. Howe and 
Mrs. H. R. Colson. 


To Run Six Days 


Boston, January 19—Newspaper de- 
spatches say that Endicott, Johnson 
Company will run their factories six 
days a week, instead of five days, as 
they have been doing up to this time. 











WANTED TO PURCHASE 








PRA. hest cash price 
retail and wboleale stocks of show of any 


“Guaity no bi ity. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, 
610 Broadway, yn 


Phone, Stagg 1757 
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We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close-outs 


NO QUANTITY TOO LARGE 

We also purchase entire stocks 

from retailers or manufacturers. 
d us particulars of what you 

have for sale. 

Short Term Leases Taken. 

We pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 


Telephone Canal 9597—9598 
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DO YOU CONTEMPLATE 


pense or going out of business? 


, a value for your entire or surplus 

. 

Leases having a short term to run taken over. 
years. 


Establis 
I, OLENICK 
413 Broadway, New York. Tel. 9531 Canal 














CASH PAID 


We will send a representative to investigate 
and make offer upon request. ” 


Kalter Cerf. Mercantile C Co., Inc. 
City 


591 Broadway 





The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 
SF Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attractive 
fixture for the store, also a 
Jong wearing and useful one as 
well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 















York Ci 
Phone! Spring 5160-S1¢1.S162 








MISCELLANEOUS 


AN@ eid-extahiiched ladies’ ready-to-wear business 
will erect a new building and will —- * 
very desirable space for an exclusive ladies’ shoe 
department. y information further required will 
~ Bd gladly furnished. Address C373, caret Boot 
oe Recorder, 207 South St., Boston, Mass. 











“FISHER” 
L + ay 
Ef HEEL end eo 
SUPPORT 
Without mF Ay Ae to 


e Counters *, yore age 
— from Runni 
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Over. 
plied. No Repair eat sheokd 





The New Improved 
“E, W.” 
SHOE STRETCHER 

—— 
4 a to Range 12. 
across the se end or of > % 
pve ae or width to 
F. W. WHITCHER CO. 











Milbradt Rolling | 
Step Ladders 
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- SETTEES 











SHOE STORE 
CHAIRS 










WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 
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page per issue: 


$3.50 

7.00 
10.50 
14.00 


$4.00 

8.00 
12.00 
16.00 





“Recorder”’ rates for space less than one-eighth 


l time 7 times 13 times 26 times 52 times 


$2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


$3.00 








ITIONS WANTED—Four cents 
Minimum amount accepted, 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


word for 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 





SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





WANTED~ Salesman for women’s medium- 
priced welt shoes in Iowa, North and South 
Dakota. Address C393, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


GALESMEN WANTED—We desire immediately 
a salesman to cover Texas and Oklahoma 





with our factory-made in-stock line of children’s 
— turn ee. ae 1 fe 5, which oa st 
popular prices; a children’s ighest grade 

turn shoes, sizes 2 to 6, designed especially for the 
——" exclusive trade, and spring heel turns, sizes 
3 to 8. Our line consists of 60 samples, every 
number shown carried in stock, ready for im- 
mediate delivery. We not only "pay the highest 
rate of commission for selling, ck our line 
with strong advertising direct to the trade. This 
is a real opportunity for a salesman who has estab- 
lished shoe trade accounts in the above territory. 
We wn this line only to those salesmen — can 


ne large volume of pepe. 
imperial Shoe Co., Rochester, N. Y. 


ALESMEN—Who know the retail trade in 

Greater New York, Pennsylvania and Con- 

necticut. Address K384, care Boot and Shoe 
Recorder, 127 Duane Street, New York City. 


ri live wire for Wisconsin and the 
Dakotas to represent Rochester’s leadin 

factory line of Juvenile turns. Old establi 

— gly accounts in the territory. Superb 








factory s' service, liberal commission. Our 
line will work in mighty well with a short line of 
women’s shoes or a short specialty line. Applicants 
will a state length of time = have covered 

Address H. "a Manu- 
} thea Petablished 1896, Rochester, N. Y. 


We real salesman, for a real line, 
Rochester's leading f yt line ‘of rPee = 
shoes. Snappy at p 
factory stock service unsu 
, short ono’ | line, li 
line’ can be handled 


Terri 
this season—New York State, a portion on of i fine 
sae pee ioaiens Jars pos Applicants 
. iy state @ lars in letter of a — 
Address H Freeland "Roches 














eS for Wisconsin, Minne- 
sota and the D: One h d and fifty 
open accounts in the territory and a short, snappy 
line always three years ahead of the field. 
famous Fox line infants’ soft sole shoes. No 
better side line in this country—it’s a real one. 
Small, compact sample line. In application state 
how jong 3 you ave covered the territory and full 


—— F. J. Fox, manufacturer, 
lochester, N 
vi... in any part of the United 


as side line numbers stra 
uae ." pe oxfords. Three samples is all 
= will carry. Commission, 7 per cent. Reply- 
Lome line carried, territory covered and 
Address C390, care Boot and Shoe 
Reccoder, 207 South St., Boston, Mass. 

Wr sie, line ol salesmen of ability to carry 
side line of medium grade turn comfort 
shoes. Made by one of the largest, most a 

shee manufacturers in Ge 7. ag 











Outs hustlers ae an can —. 
State all in first letter. Address C394, care 
and Shoe Recorder, 207 South St., Seaton. 7 J mag 


Lec salesmen for middle West 
to = side line ff Sevenie font 
nd sandals. Liberal 


fi spe fu ll Hi 

ry ae ve full particulars. enry Kleine 
SALESMAN WANTED Experienced i 

salesman for our popular-priced ¢ hie 

dren's farm shoes, since Ito and 4 to 8. A stock 

t commission 

sthe beet he cary oo 

are now rea Address Flexible 








GHOE SALESMEN WANTED —To carry as a 
side 1. beaded shoe ornaments. State terri- 
tory co . Address C380, care Boot and Shoe 
Reseodee, 207 South St., Boston, Mass. 
SALESMAN WANTED—To carry as a side 
line on commission, our line of infants’, chil- 
dren’s and -misses’ turn shoes and sandals in 
Indiana and Michigan. Trade established. Only 
live shoe salesmen with established ne will be 
considered. Lock Box 186, Orwigsburg, 
Win stock are eer onery a line of 
in stock turns. Can 
carried as a side ine Onl live wires with 
established trade need apply. Six per cent com- 
ood itory fi 


mn. open. rom 
pa Address C386, care Boot and 


Shoe Recorder, 207 South St., — Mass. 


St 


ed 
paw ho ke a ME Tg Seay 


the Le ey years. No stronger side line 
on the market. 10 per cent commission. Short 
snappy sample =. and a line backed up by fac- 
tory service . Please do not a 
if you srl p with ater ne ine ad ano 
‘ou are a fo Sho Canoe Full particu- 
ars d in application. . Fox, manufac- 
turer, Rochester, N. Y. 
ALESMEN calling on retail shoe stores to 
carry as ate 5 line, up-to-date on os a Semen. 


Liberal com: erritory gi 
tected. ‘haavem nes C341, care Boot po | Shoe e- 


corder, 207 South Street, Boston, Mass. 


Salesmen Wanted 


Large Chicago Shoe wholesale and 
manufacturing company have a few open- 
ings in middle and northwestern States 
for live, up-to-the-minute shoe salesmen, 
men who have made good treveling for 
smaller houses or under another salesman 
or progressive retail shoe salesmen who 
want to enlarge their opportunities may 
qualify. Only salesmen able to produce 
large I of busi need apply. 
Give full particulars and references in 
first letter. Address C392, care Boot and 
Shoe Recorder, 189 W. Madison St., 


Chicago, Ill. 


























SALESMAN WANTED 


Experienced traveling shoe sales- 
man wanted. One who has es- 
tablished business and a follow- 
ing. For the right kind of a man 
itis an opportunity of a lifetime. 
A man with a few thousand dol- 
lars can purchase an interest in 
a growing St. Louis Ladies’ Shoe 
Mfg. Company, if he comes up to 
all qualifications as a good sales- 
man. Money is not essential or 
required. It is a good salesman 
we are after, and willing to pay 
toget him. We intend to make 
the proposition attractive. Has- 
beens and never-was, need not 
apply to this ad. We are looking 
only for men of ability. To that 
kind of a shoe salesman, we can 
offer him the best proposition in 
the shoe line. Replies strictly 
confidential. Address C375, care 
Boot and Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 











CASE LOT SALESMEN WANTED 


To sell Children’s shoes in all grades and prices. 
Warehouse and factory stocks to draw from. 
Immediate shipment and service an important 
factor. All lines made to order when shoes in 
stock not as dealers may wish. New concern 
high-priced i 


trade wanted only. This is positive. 
H.C. BRowN | Company 


CHILDREN’S SHOES 
GONERAL OFFICES. 155 LINCOLN STREET BOSTON MASS 











WANTED 


SIX SPECIALTY 
SHOE SALESMEN 


One for Pittsburg and statatons one Toledo, 
Detroit and Cleveland and four for West- 
ern and South Western terri 
We make children’s turns, 1 to 8, and 
Sut nee ee ae ee ae 
ers on terms of 7 4 — 
Give full information 
with, dao cuaes Oak haiiics aan 


ble dealers in ee Gee as references 
ouinaation in the 
—— 











WANTED 


A first-class, experienced salesman to 
sell our line of ladies’ fine shoes in the 
States of Indiana and Illinois. We have 
an established trade, and this is an excel- 
lent opportunity for a high-grade man. 
Personal application at the factory will 
receive fullest consideration. 


Address 


WISE, SHAW & FEDER CO. 
Cincinnati, O. 
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SHOE 


Annual Subscription in the United States, $5.00. Per copy, 25 cents. 
No Subscription Accepted for Less Than One Year. 

Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


Cable Address BOOTRECO 


RECORDER 


Root Newspaper Ass'n. 
Entered at the Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 





4 Ar sold for the right purpose, to 


tribution. 


Canadian, $6.00. Foreign, $10.00 


Member of Audit Bureau of Circulations 








SALESMEN WANTED 


HELP WANTED 








Experienced shoe salesmen with estab- 
lished trade to cover Southern, Western 
and Middle States with a manufactured 
line of felt slippers, starting January 1, 
= — on straight commission or 

No objections to non-conflicting 
chee e. Tell us the whole peri in 7 thn sonna 
first letter with references. ree- 

















WANTED—At once, competent man to take 

charge of our department. Must be 

hostler, well experienced, and a settled man. 

State salary, e jence, and give references in 

= letter. Ad Fountain’s Store, Greenwood, 
Miss. 























man-Thompson Shoe Company, oot. Poul, LINE WANTED 
Png Ne with live sales force and wide acquaint- 
ance in Texas and Oklahoma wants good, 
focaton in line on > ° i xq zn best 
Dallas. oom for stoc jesired. 
POSITION WANTED J. B. Carter, 907 Commerce, Dallas, Texas. 
POSITION, WANTED—As buyer and manager LS a ees i eer 
experience bes been Established trade. Address W. K. R., 2410 12th 
n x an hi de fro Ann in Ts cay — ” 
Twelve years ‘experiance, Marri oy Ave., Los Angeles, Calif. 
References. ress C389, care Bet Shos 
Recorder, 207 ae St., Boston, Mass. 
[is barge ov money of & dies daperemant. SHOE TRUNKS WANTED 


buyer or manager of a department. 
Ten years’ sidered Twenty-eight years old. 
Single. a. a live wire. Can furnish A-1 
ref ‘ en M. Aronson, care Elks’ 
Home, Little he ies 
OUNG college man with knowled, 
Y of the —— shoe mage ay sae 


shoe ufact offering 
man urer 
References furnished A mo 








connection wi 
9 unity. 

383, care Boot ont Shoe Recorder, 127 Duane 
St., New York City. 


WANTED 


Not a Job, not a Position, 
but— 


AN OPPORTUNITY 


with a Progressive Manu- 
facturer who believes in, 
and is planning for a 
Bigger and Better Shoe 
Business in 1921. 


American, age 33, mented, Rg 4 
education, actively engaged in shoe 
and leather industry for ten years, 
during eight of which} held the position 
of sales = advertising manager. 
Thorough ly familiar with all grades of 
men’s and boys’ shoes. Knows the 
market and can produce results. Past 
record will bear closest inves tion. 
Address (C379, care Boot Shoe 
Recorder, 207 South St., Boston, Mass. 





























HELP WANTED 








Wanted a to got the shoe man with 
aay ae t the right man will let 

ve an Gece in the business. 
This is a retail shoe business in good town 
in Alabama, in gg ee since 1891 and 
doing a = y a ery 
year. o one n apply except a - 
class shoe man. Ad C383, care Boot 
so Shoe Recorder, 207 South St., Boston, 

ass. 

















Shoe Trunks 


Wanted to buy—two men’s shoe 
trunks; in good condition. Ad- 
dress Box 756, Haverhill, Mass. 














FOR RENT 


Ses floor office space for rent, New York 

district. ees for sample display. 
Addnos K385, care Boot and Shoe Recorder, 127 
Duane St., New York City. 











WANTED TO PURCHASE 


Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 








Wire or Phone us 
Correspondence Confidential 
stablished 1890 
GLAUBERG & CO. 

296 Church St., New York, N.Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 











The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


Slow Sellers 


BUY Entice Stocks CASH 
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Doty & Scrimgeour Sales Co., Inc., New 


Elastic Tip Company, Boston 
Emery & Beers Co., New York City 
Fashion Ornament Co., Brooklyn, N. Y. .88-89 
Kelly, F. B., Co., Inc., Rochester, N. Y... 
L. G. & S. S. Co., Boston 
Martine, M. B., Inc., New York City 
Milbradt Mfg. Co., St. Louis, Mo 
Netschert, Frank, New York City 
Onken, Oscar, Co., Cincinnati, Ohio 
Scholl Mfg. Co., Chicago 
Vanity Novelty Works, Brooklyn, N. Y.. 
Whitcher, Frank W., Co., Boston 112, 121 
Wizard Lightfoot Appliance Co., St. 
2d Cover 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Griffin Mfg. Co., New York City 

Johnson, Edw. H., Trenton, N. J 

Meyer, J. C., Thread Co., Lowell, Mass. . . 

Miller-Walker Laboratories, Detroit, Mich. 
National Shoe Polish Mfg. Co., Inc., 

Philadelphia 
United Shoe Machinery Corp., Boston. . . 
United Shoe Repair Machine Co., Boston 


MISCELLANEOUS 


Atlantic Printing Co., Boston 
Boot & Shoe Workers’ Union, BoSton... . 
Brooklyn Purchasing Syndicate, Brook- 


D’Avesne Translation Bureau, Boston.... 

First National Bank of Boston 

Glauberg & Co., New York City 

Grover, Nelson H., Boston...........-- ‘ 

Hooper Printing Co., Boston 

Hotel Essex, Boston 

Kalter Cerf. Merc. Co., Inc., Max, New 
York City 

New York Export Purchasing Corpora- 
tion, New York City 

Olenick, I., New York City 

Root, F. S., Co., Boston 

Tolman Print, Brockton, Mass 

University Electrotype Foundry, Cam- 


Van Praag Co., New York City 








) 


: 


FOX) 


Lots of shoes stand wear, but few stand 
observation after two weeks of duty. 


Fox Shippers, Pumps and Oxfords have 
the knack of retaining their debutante fresh- 


ness. 





For wear on all occasions, Fox Footery 
keeps its grace and style to the end. Then 
customers visit the dealer for another pair. 











Charles K. Fox, Inc. 
Haverhill, Mass., U.S.A. 


CHICAGO : GREAT NORTHERN BLOG. NEW YORK: MARBRIDGE BLDG. 
BOSTON: 54 LINCOLN ST. BROADWAY & 34TH ST. ROOM 632 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 





BOOT AND SHOE RECORDER Jan. 29, 1921 








99 ed oa —— <= 
_—— he oe ot 














_—— IC 
OOo I 


4 
; 
i! 
Au 
Ln 
7 


— = a 
x ooo ee ee 


———— = ==. 
ac _ as br 


os 
Oooo ee . 





x oc 











_— 


“I Want A Pair of Shoes 
Like Those In The Window 


—the ones that stand out from 
all the others.’’ 


BS licangy are the actual words of a customer in one of the big city boot shops lately. 


The shoe he wanted was made of our 


Tony- Red Calf 


What Made It Stand Out Apart F —_ The Others? 


fact that we use nothing but pure aniline dyes in producing Tony Red Calf 
with no pigment finish to rub off. 


This point about Tony Red Calf is without doubt one of the greatest reasons for its 
outstanding popularity today, although THIS IS THE ELEVENTH CONSECU- 


TIVE SEASON IN WHICH IT HAS BEEN A FAVORITE. 


E are naturally pleased at the better business indications which 
are now apparent, but especially so at the fact that practically all 


our business is on Tony Red Calf. 


This shows beyond a shadow of a doubt that Americans recognize merit 
in leather as in anything else, and that they unquestionably prefer Tony 


Red Calf at the present time. 
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Let’s Get Together 


You need shoes 
to sell at seven-fifty. 





Oxlecds You need early delivery | 
Pumps 


Sailors We have on-the-floor 
In the popular numbers. 


Kid 
Colt And the price is 
$5.00 








Canvas 
IN-STOCK 





See samples at 
183 Essex St., Boston 





Welts exclusively 





3 
: 
: 
: 
: 
: 


Williams Clark & Co. 


LYNN MASS. 





We almost forgot to say 


Easter comes March 27th 
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EDITORIAL 


The shoe merchant who, 
with courage and vision, 
prepared for Spring, 1921, 
is to be congratulated. 


Months ago, it was evident 
that there was to be a 
wonderful demand __ this 
season for smart pumps 
and oxfords from women 
who want the newest and 
best. At the Retailers’ 
Convention in Milwaukee 
and again last week in New 
York, where important 
groups of retailers congre- 
gated, this fact was empha- 
sized by the many orders 
placed; all of them to be 
delivered as quickly as 
possible. 


Dawn gray ooze, which we 
are featuring, black satin, 
Madura brown kid and 
brown Russia calf are the 
popular leathers and the 
Meadowbrook, Ventnor 
and Chatham pumps are 
the season’s leading styles. 


If you sell exclusive styles 
in women’s high grade 
shoes our instock depart- 
ment will be of special 
interest to you. 


Vratsan tatty 





Hallahan-made shoes 
for women are famous 
for fineness of leather, 
skillful shoemaking and 
perfect fit. 
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Style 35 
Black Satin Chatham Pump 


- Of finest quality—low Louis heel, 


134 finish, 945 last, turn sole. 
Price $7.50 





Style 27 


Mahogany Russia Calf 


Goodyear welt white stitched over- 
weight soles, 890 last, 134 military 
heel, straight tip with new center 
design and pinked edge. 

A very smart oxford. 


Price $7.00 


New York Office Chicago Office 
Frank D. Duncan Burton T. Duncan 
34th St. and Broadway Great Northern Building 


Marbridge Building 
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The Chatham Pump 


Of finest black satin, turn sole, 860 
last, 214 Louis XV heel. 


oe tr. ts 





Finest Brown Ooze Calf 


Ready to Ship Feb. 10th 


The fashionable rich dark brown 
One strap Ventnor pump, 
860 last, turn sole, 214 covered wood 





HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave. 10th to 11th St, PHILADELPHIA 


Bolton-Page Co., Ltd. 
126 Finsbury Pavement 
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Style 26 
Madura Brown Glace Kid 


Goodyear welt circular vamp whole 
quarter lace oxford, straight tip, 
905 last, 174 leather Cuban heel, 
fudge wheel edge, medium weight 


sole. 


Price $7.75 


Style 14 
Finest Black Glace Kid 


Goodyear welt circular vamp whole 
quarter lace oxford, straight tip, 
935 last, 184 leather Cuban heel, 


sole. 


Price $7.00 


fudge wheel edge, medium weight . 
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Hallahan 





Style 33 
Finest Dawn Gray Ooze Calf 
Ready to Ship Feb. 10th 


Two strap Meadowbrook pump, 
pearl buttons, turn sole, 860 last, 
21% wood LXV heel. 


Price $9.25 


Style 8 
Madura Brown Glace Kid 
Goodyear welt circular vamp imi- 
tation heel foxing lace oxford, 890 
last, 134 leather Cuban heel, 
straight tip with punch center, per- 
foration on vamp’and eyelet stay, 
white Goodyear stitched, medium 


weight sole. 
Price $7.75 








NOW 
IN STOCK 


eady to 
~ Ship 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule 
of sizes and _ widths 
carried in Stock. 


AAA 41% to 8 

AA 31% to 8 

A3 to8 

B, C and D 24% to 8 
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WHAT Is Going To Sell 
Shoes This Spring? 


There are many answers to this question. 
Every manufacturer, every merchant has 
his personal opinion. 


THE LINDNER ORGANIZATION 
believes that STYLE will greatly influ- 
ence the woman customer. 


So we have made up a line of Spring 
Sport Shoes, with substantial style the ob- 
ject. Freakishness has been disregarded, 
and we have preferred good judgment 


A Lindner representative is ready to 
visit your place of business and show 
you complete Spring samples. A card 
or wire will bring him. 


Lindner Shoe Co. 
Carlisle, Pa. 


Philadelphia New York City 
929 Chestnut Street Marbridge Bldg., Room 454 
Boston Los Angeles 
183 Essex Street Angelus Hotel 
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Did You Get the Answer to 


SPAT) ( QUESTION 


You know now what the style in 
spats will be if you saw the STAND- 
ARD Spats exhibit at the Milwau- 
kee Convention. But, perhaps in 
the hurry of the Convention, you did 
not have time to place your order. 
Then place your order now. We'll 
send you the samples to choose from. 


Perhaps, on the other hand, you did 
not attend the Convention at all 
and have not yet learned the an- 
swer to ““The Spat Style Question.” 
The only thing to do, in this case, is 
to send for samples of STANDARD 
Spats. They are the only answer to 
the Spat Style Question for 1921. 


SPATS 


MADE srRatuh NEW YORK 


Orders placed at the Convention indicate that 
STANDARD styles are the only styles accepted by 
the high class trade. Send for samples and you will 


see why this is so. 


S. RAUH & COMPANY 


310 SIXTH AVENUE 


“t NEW YORK 


For 50 years the World's largest and foremost Makers of Fine Spats 
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HAVE YOU AN EYE 
ON SPRING TRADE? 


Men high up in finance and indus- 

try have declared that the coming - 
Spring will give birth to an era of 
prosperity. People cannot go bare- 

foot, neither can their children. 

Shoes are an absolute necessity— 

people must buy them. 


shes Settieieia If the declarations of prominent 
field mouse top. Lenox last. low business men come to pass, the re- 
: tail shoe merchant will be the 

“man of the hour.” During the 
past two years he has borne abuse 
and denunciation. He and his fel- 
Son ae low merchants have been con- 
demned as a whole—condemned 


No. 7839—Infant's spring heel 
—s —_— : unjustly, in almost every case. 





No. 7837—Child's low heel, 8 
1 $3. 





NOW is the time for YOU to buy 
children’s shoes. Select them care- 
fully. Buy them at a price with 
which you can eventually please 
your customers. 


3 W’S LENOX SHOES 


will bring you new customers, and 
will make your old customers 
grateful. 


Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. - PHILADELPHIA 


New York Salesrooms: Bush Terminal Sales 
No. 8583—Brown kid vamp, Building, 42nd and Broadway 

field mouse top. Vogue last. * : 

8}-inch fox. 24% to 8; 
C, D and widths. ..... $5.00 
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Between You and Me. 


E have been in the shoe manufac- 
WV turing business a great many years 

—to be exact, fifty odd years. 
In all that time we have tried to impress 
our honesty of purpose on the shoe mer- 
chants who have so largely contributed to 
our success. 
We have tried always to give a little greater 
value than our customers might anticipate, : 
and, as we look over the list of those cus- 
tomers who have been with us year after 
year, we feel that we have at least in a 
measure succeeded. — 
The advertisements which will follow this 
one will be nothing more nor less than in- 
timate talks and discussions between us, 
our customers and our prospective cus- 
tomers. ‘ 
We are going to be perfectly framk, and 
through our frankness we shall try to ex- 
press something of our ideas and ideals. 
We feel you will be interested. 


50 Years 
‘of 
Unvarying 
Shoe Quality 


Very sincerely, 
Beals-Pratt Shoe Mfg. Company 


Vice-President 


MULL TL LLU HATH 


Milwaukee, Wis. 


Watertown, Wis. 


BOSTON 
PITTSBURG 
CHICAGO 
SAN FRANCISCO 
DALLAS 
ST. LOUIS 
HAVANA, CUBA 


Our No. 1073—Brown Boarded 

Veal Blucher, White Fibre Mid- 

dle Sole, 4% Wingfoot Rubber Our No. 985—Gun Metal Bal, 
Heel, Adams Last. To special 14 Wingfoot Rubber Heel, Spark 
order only. Last. Carried in Stock. 


BEALS-PRATT SHOE MFG. CO. 
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The Sale of Shoe Trees 
Should Be Encouraged 





Frankly shoe trees are not used enough as 
yet in this country, but the wearers of good 
shoes are fast realizing their necessity. If 
the shoe merchant through suggestion and 
demonstration will give further impetus to 
shoe tree sales much business will result. 


When you suggest—when making the shoe sale—that a pair 
of Miller Shoe Trees will keep the shoes in shape, lengthen 
their life of usefulness and preserve their appearance, you 
appeal to the common sense of your customers. 


The after-service rendered by Miller Trees means a satis- 
fied customer—one who will naturally remember your . 
helpful interest—and who will come to you again. 


So tell the story of Miller Trees—demonstrate them—for 
you will be rendering service by your suggestion and at 
the same time making a legitimate unforced profit. 


Won't you request a catalogue? 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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“Decidedly Thompson” 


STOCK OXFORDS READY TO SHIP—NOW 


Our Catalogue Ready Now Showing Sixteen 
of the Newest and Up-to-date Shoes 
on the Market from the “Style 
Headquarters” 


Samples on Request 


cnet Si aicsdaponietaneaguaen ara isa 
consist nA he ANN essa ts Satine cuisine wags .29 


Price $8.00 
Brown Cord. Ox., Admiral 
Last. Widths AA-D. 

Code Word—NAT 


S 640 
Price $8.50 _— 
Brown Cord. Wing rip Ox., 
bi Last. idth? 


Code Word—NEW 


2 REAL me 


Price $7.50 
Gallun’s 26 Russ. Calf 
Wing Tip Ox., Vandyke 
Last. Widths AA-D. 

Code Word—NATTY 


S 632 


Price $7.00 
Gallun’s 26 Russ. Calf Ox., 
Vandyke Last, Goodyear 
Wingioot Rubber eel. 
Widths AA-D. 

Code Word—NEWEST 


‘TRE SON BROS..SHOE (0 


MEN'S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass. 
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Brooklyn Exhibit in Solomon Juneau Hall 


BROOKLYN 
PRIZE 


FIRST 


GEO. W. BAKER SHOE CO. 
BALLY COMPANY, INC. 
JAS. A. BANNISTER CO. 

D. H. CHANDLER SHOE ‘CO. 
J. & T. COUSINS 


LIST OF BROOKLYN 


A. GARSIDE & SON 
JOHN GRAMER & SON 
GRIFFIN & WHITE 
JULIUS GROSSMAN, INC. 





Pe sie Ol Scenes Snag aN ou . js . > stile 
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Ist Prize Cup Won By Brooklyn Group 


TNS 
AS USUAL 


EXHIBITORS 
CONVENTION 
S.R. A. 


WM. HENNE & CO. MORSE: & BURT CO. 


JOHNSTON & MURPHY j DR. A. POSNER SHOE CO. 
KOZAK & McLOUGHLIN , STRASSBURGER-STILES CO. 


J. J. LATTEMANN SHOE CO. WICHERT & GARDINER 
MAETRICH & EYRE WILSON PROCESS, INC. 
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Dunham Brothers Com- 
pany, Brattleboro, 
Vermont, are our New 
England Distributors. 


The Weyenberg Man 


Complete Line of Men’s and Boys’ Work and Dress Shoes 
— Lowest Possible Prices—Quality Better than Ever. 


PLAY SAFE WAIT FOR HIM! 


Weyenberg Shoe Mfg. Co. 


Milwaukee, Wis. 
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‘In Stock” Service 


New Catalogue will be mailed in a few days, showing what 
styles and patterns in Men’s and Boys’ Work and Dress 
Shoes are on our Floors ready for immediate shipment. 


If you didn’t get your Copy— Write To-day! 


Weyenberg Shoe Mfg. Co. 
Milwaukee, Wis. 


. ‘ 4 
We make all the Shoes we sell and we make more than any other manufacturer in the Northwest. 





























































































































































































































































































































































































































































































































































































































































































































} DEPARTMENT 6. CAMPELLO. BROCKTON, MASS ® 
HEADQUARTERS MEN'S AND WOMEN’S SHOES IN STOCK 



























































SHIPMENT 


WALK-OVER STOCK 




















Cc] BENCHING, CHECKING AND PACKING 0D 





Titi iii rir 
JSSSRSSSSSESRSSRRESeeeeeeeee 


[SRSSSRSSSCCESSSERSeeeeeeees 


SSSSSSeSeeeeeeeeeeesi 


tii 
























































fe ee ee ee ae ee ee eee 


ISSSSSSSESERST Ee eeeeeees! 
Lia 


RRR ST. LOUIS OFFICE 





































































































Stitt 


5 ee ee ee 
ISSSSSSSERSESSeeeee el 


IBSSSSSSSESSeeeeseees 
ee ee a ae a ae a ee ee 






















































































































































































































































































































































































DEPARTMENT 6, ST. LOUIS BRANCH 
C) 1521-23 WASHINGTON AVENUE CJ 



























































OVER SHOES IN STOCK - DEPARTMENT 6 
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Massachusetts, and in the branch department 


Avenue, St. Louis, Missouri. 


This affords Walk-Over dealers a unique opportunity to get same day 


delivery of goods they need the most for immediate use. 


at 1521-23 
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GEO. E. KEITH COMPANY 


MAKERS OF WALK-Ov@R SHOES FOR MEN AND WOMEN 











CAMPELLO, BROCKTON MASS., U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES 








WALK 





AND THE WORLD OVER. INCLUDING NEW YORK. LONOON AND PARIS 
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The YVETTE © 


ON THE FLOOR A DISTINCTIVE 
FOR IMMEDIATE STYLE OF THE ™ 
DELIVERY M BEST GRADE 
WORKMAN- 

J |S XS SHIP 
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2194 BLACK SUEDE 
2196 BROWN SUEDE 
2198 GREY SUEDE — 
AA to C = 

~ 

$7.00 SS 


w 


SN 
wcrc 


WITH PAT. LEA. 
BROWNS WITH 





= TAN CALF 
FULL LOUIS \ BLACKS WITH 
COVERED HEELS ‘ BLACK CALF 


DIAMOND TIPS 


W.T.HOLMES COMPANY 


‘ EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET +: + PHILADELPHIA 














DO YOU KNOW THAT~ 


SNAPPY SHOES WILL BE SCARCE 
FOR EASTER ORDER NOW 























SPORT SHOES ARE NO SPECULATION 


"THERE'S nothing surer than that SPORT FOR variety—graceful design—exclusive, 
FOOTWEAR is in for another big run patterns—all at very reasonable price 
this spring and summer. you should certainly order from 








THE OUT O' DOOR LINE 


OF THE 


DONN D. SARGENT COMPANY 


WOMEN'S GOODYEAR WELTS AND McKAYS 


FACTORIES AT SALEM, MASS. 




















ALL SPORT STYLES MADE WITH VAUGHAN’S IVORY SOLES AND HEELS 














BOOT AND SHOE RECORDER 


We can scarcely venture to hope that the average shoe 
jobber or retailer will ever go deep enough into the technical- 
ities of shoe manufacturing to become impressed with the 
vital importance of welting. 





We make no bid for his patronage, nor do we attempt in 
any way to suggest that he ‘“‘specify’’ our welting when 
placing his shoe orders. 


But we do believe that you, Mr. Shoe Manufacturer, will 
inspire confidence in the lasting qualities of your shoes, if 
you can educate your retailer through your salesman to the 
importance of this almost hidden part of your shoes; if you 
can let your salesmen tell their trade, that when it comes to 
welting you have incorporated the utmost in quality—that 
your shoes are made with the “‘recognized standard of excel- 











lence.”’ 


BARBOUR GROOVED 
ENDLESS WELTING 


MFRD. BY 


Brockton Rand Company 


BROCKTON, MASS. 
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with original designs in every form 


.of hecninadi ornament. sy th samples | nd pn es acknowledged. 


bs Dalympi, Pulsifer Co. : 2 Haverhill, Mass. 










































































IN-STOCK 


Ready to Ship 


Style 373 


BLACK ROYAL KID RITZ 2 STRAP 
FLEXIBLE McKAY IMITATION TURN 


WIDTHS: A—D 
PRICE $4.00 
ORDER, BY NUMBER 


3? 


Mi M.CREIGH Te x 
rea eT Mase di 


“AZ 
\ 
YW 

































































BOOT AND SHOE RECORDER Jan. 29, 192) 


That 
at 


uali 


( 
EN I Ns ye 
°4 SOR ie: @) 





No. 1057 
THE FIRESIDE 


HEN your customer sinks 

one of our luxurious, proy 
designed shoe chairs a feeling of comit 
and content—and confidence results. 


In this frame of mind how much easie 
to make a satisfactory sale—to im 
upon that customer your understandit 
the importance of his- purchase. 























The Store of 
F. E. FOSTER & CO. 
115 N. Wabash Ave. 
CHICAGO 


American Seating Company’s chairs and 
fitting stools are carefully and correctly 
designed and made beautifully as well. 
Their installation stamps your store as a 
modern progressive one. 


Write us for complete catalog and full details 


AMERICAN SEATING (OMPANY 


General Offices 1016 Lytton Bldg. CHICAGO 
New York Office, 119 W. 40th St., Room 601 
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Twelve of Our New Numbers 


For February 10th Delivery | 
These Will Start Early Selling For You 


120—Black Ooze Calf Instep and Ankle Strap Pump, 
18-8 Full Breasted Covered Heel, Imitation Turn Sole. 
This style in big demand. AA to C; 2 1-2 to8 $6.85 
115—Exactly same as above in Black Satin with Baby 
Louis Heel 
2572—Black Satin Dorris Beaded Strap Pump, 19-8 Full 
Breasted Covered Heel, “T. S.”. Process Flexible Sole. ‘ 
The Newest Style in Footwear. AA to C; 2 1-2 to 8. 

$7.35 


2574—Exactly same as above in Brown Satin $7.35 No. 810 - - $6.00 


2564—Exactly same as above in Gray Ooze Calf. .$7.50 
2563—Exactly same as above in Brown Ooze Calf. . $7.50 
2562—Exactly same as above in Black Ooze Calf. .$7.50 
2565—Black Ooze Parisian Two Strap Pump, 19-8 Full 
Breasted Covered Heel, “T. S.” Process Flexible Sole. 
A very attractive number. AA to C; 2 1-2 to 7.. .$7.35 
2570—Exactly same as above in Gray Ooze Calf. . $7.35 
810—Black Satin Two Button One Strap Pump, Beaded 
Ornament on Strap, 18-8 Full Breasted Covered Heel, 
Turn Sole. A Big Leader. AA to C; 2 1-2 to 8. . .$6.00 
818—Brown Satin Two Button One Strap Pump, Beaded 


Ornament on Strap, 18-8 Full Breasted Covered Heel, 
Turn Sole. A very snappy number. AA to C; 2 1-2 to 


ome tne 


215—Mahogany Calf Oxford, 14-8 Military Heel, Good- 
year Welt Sole. A very neat walking oxford. A to D; 
2 1-2 to 8 


No. 2565 - - $7.35 No. 215 - - $4.50 


Book Your Orders Now to Insure Prompt Shipment 


TOBER-SAIFER SHOE CO. 


Novelty Footwear in Stock 
= 1312 Washington Ave. .. St. Louis, Mo. 
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inspired by the inherited spirit 
of old New England Craftsmen 
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to build shoes as well 
as they can be built 
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such is the standard of every loyal 
Regal Shoemaker # 2 ws ww 
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Va \Y LESLIE LOW  \ihoe \ 
mk N — — A someone y \ Cs ani Leslie Low is but one of the scores 
a \ ie boa XG ts who have been moulding a supreme 
\\\ oa WX. \ type of workmanship into REGAL 
SHOES for over a quarter of a Bio; 


century 4 we 





Sales Rooms 


NEW YORK CITY SAN FRANCISCO 
1369 Broadway Cor. Fourth and Market S 
(at 37th St.) 910-912 Pacific Bldg. 


E. M. Webster C. E. Nelson 


Main Office, Boston, Mass. 
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The REGAL PALL MALL 


Made from Gallun’s No. 26 
op grade Russia Calf with 
heavy single sole and 8-8 Good- 
year Wingfoot Rubber Heel. 


Stock No. Price Code Word 


Twenty-eight other Reca 
In-Stock Sryzes ready for 
Immediate Delivery... . 
Write us! 


What are Regal agents assured of ? 


In hundreds of cities and towns throughout the entire country are 
merchants who have the privilege of being exclusive distributors 
for REGAL SHOES in their vicinity. 


These Regal Agents are progressing because they are selling shoes 
designed and built by real shoe craftsmen. 


The public knows good shoes, and they demand quality as well 
as reasonable prices. 


It is not surprising, then, to find Regal Agents moving their Stocks 
rapidly, because they are giving the public DEPENDABLE QUAL- 
ITY at REASONABLE PRICES. . 


Write to the Main Office, Boston, for the “‘Exclusive Regal Agency 
Plan.’’ 


$7.50 ‘Powell’ 
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When a Woman 
buys 
Evening Slippers 











Her next thought 
is naturally of 


Hosiery to match 


You can make every pair of 
evening slippers mean another 
sale to you—a sale of— 


> Re 
= 
Pease 


“Onyx” @ Hosiery 


“ONYX”? is available in all the fashionable evening 


shades. We make a specialty of hosiery to match 
the finest footwear. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24TH STREET - - - NEW YORK 


Sole Selling Agents for 
PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 
; Chicago Office: North American Building, State and Monroe Streets Philadelphia Office: 1033 Chestnut Street 


Boston Office: 31 Bedford Street Buffalo Office: 210 Pearl Street, Mutual Life Building 
San Francisco Office: 259 Geary Street 














Of all the elements of shoe quality—of appearance, 
service, comfort and all-around satisfaction— 
none are more important than the selection of 
hides and the tanning of the leathers. 


The human element is the big factor in the pro- 
duction of leathers of surpassing merit—the sort 
of leathers on which, in upbuilding good will for 
your store, you safely may place dependence. 


The innumerable fine points of fine leather mak- 
ing cannot quickly be learned. - Three generations 
have contributed to the knowledge, the research 
and the ability on which is founded P & V 


supremacy. 


Pfister & Vogel Leather Co. 


Milwaukee, U. S. A. 
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THE SHOE ABOVE THE MARK 
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TALKIN’ TURKEY | 
‘4 65 



















IN STOCK 








MADE IN 
BROCKTON 












RUBBER HEEL—C TO D: 6 TO 10 
SAME IN GUN METAL SIDE NO. 531—$4.65 












| | 
KOKO SIDE, SPEEDWAY LAST | 
| 





This is the kind of product that has flooded our factory division 
so that we’re sold up on men’s till April Ist and on women’s till | 
April 15th. But our stock department is just bulging with new 

styles for quick delivery. Search anywhere you may, you won’t 
get shoes like ours at prices like ours. This is show-down time 
and we’re strong with a line of men’s and women’s welts that 
will bring more business your way. ‘Call us’’—and see for 
yourself. May we send a price list—or samples prepaid? 















100 STYLES, MEN’S—WOMEN’S: SHOES—OXFORDS 


cxtcaco ‘cnseo S amond hoe TR sane» 
PITTSBURG 


DETROIT 


CLEVELAND 196 CHURCH ST., NEW YORK CITY PEREADELPHIA 
FACTORIES ~ BROCKTON, MASS. 
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The Last Word In S 


HIS new “Mecca” is beyond ques- 
tion the leader of all other strap 
patterns. 


At Milwaukee and since we have booked 
large orders on same—from dealers 
whose style ideas place them in the very 
front rank. 


Made with quarter inlay (as illustrated) 
in Tan or Black Calf with Fawn or Gray 
Suede Inlay. Made without inlay (per- 
forated marker only) in Calf, Kid or 
Suede. 


Made of White Cloth or Nubuck with 
colored trimmings. 














If you are one of those dealers who lead 
the way in your city ¢ 


Get in Touch with Watson 





WatsonShoe Company 


FINE WELTS EXCLUSIVELY 
MASSACHUSETTS 
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C Onis durable buch ~ 


finished cabretta » 
inakes a temptingly 
dainty shoe ata price 
that urges the ultraz 
pessimist to purchase 
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ONCENTRATION of our efforts has enabled us 
to offer that which the times and the trade 


require. 
—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 


other way. 
° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





This illustration represents one of the styles that can 
be. delivered promptly, in black and russia calf. 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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President Orr Said It 


At one of the Milwaukee Convention sessions, James P. 
Orr, President of the National Shoe Retailers’ Association, 
told the retailers that in his opinion the time to buy had ar- 
rived; he advised them to place orders at once, to buy care- 
fully, ‘but to buy. 


This was sound advice based on good judgment formed 
after a close study of market conditions and tendencies. 


The advice given by President Orr is precisely what we 
have been telling shoe retailers—buy, but buy carefully. 


Our system of distribution inaugurated years ago pro- 
vides the very means by which retailers may keep their stock 
up to date and up to normal consumption but with a mini- 


mum expenditure. 


Every shoe catalogued or shown by each of our nine dis- 
tributing houses is a stock shoe and as such offers retailers 
the opportunity of buying the latest creations in just the 
quantities they need to fill out their stock. 


Besides the convenience of doing business with our dis- 
tributing houses there is the added net profit because of the 
increased turnover due to the repeated investment of the small 


amount of money used. 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 


Jan. 29, 1921 





